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IDENTICAL TWINS ! 





But one sells TWICE as much merchandise 


as the other 


How does he do it? Well for one thing he is a little wiser than his brother 
in selecting the merchandise he sells. He knows the value of a name— the 
ror Vracie). Webster name. He finds customers and prospects have heard about 
PAPERS 


SVPRI Multikopy carbon paper and Star Brand typewriter ribbons and accept 


them as the highest quality. He knows the value, too, of the five extra sales 
features of Micrometric carbon paper. He appreciates the consistent ad- 
vertising and selling assistance of the Webster Company, and uses it in his 


sales work. 


But more important to him than all the rest, he knows the reputation of 
the Webster company in the trade. He is satisfied that he is dealing with 
no fly-by-night, here-today and gone-tomorrow concern. He feels he is 


dealing with someone he can trust. That, to him, is most important of all! 








F. S. WEBSTER COMPANY 


15 Amherst Street, Cambridge, Massachusetts 








§ OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercia 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 

No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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¥ SUBSCRIPTION RATES 

Pinvted” in advance, in the 

nited States and its pos- 

sessions and Mexico — one 

year, $2.00; two years, $3.00. 

Canada — one -— $2.50; 
‘o 


Union, the equivalent of $3.00 
American gold for one year 
and $5.00 for two years. Re- 
mittances may be made by 
peseenes checks, drafts on 

w York or Chicago, Post- 
office or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 
Single copies, twenty-five 


cents. 

¥ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses c as 
of a - desired. = ering 
such changes it is n 

that both old and new re d 
dresses be given. 

¥ CONTRIBUTIONS are 
invited upon any topic of in- 
terest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will not 
be returned unless is 
enclosed by the sender. r- 
respondents should give their 
names and addresses, which 
will be penn from pub- 
lication if 
¥ ADVERT SING. RATES 
upon a ye —only ar- 
ticles of office equipment or 
ph ae volated products 
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T Ee tered as Second-Class 
leon July 8, 1905, at the 
Postoffice at Chi a 
under Act of March » 1879. 
q ‘‘ Office Appliances" is 
registered in the United 
ae ee Office, Wash- 


ngton, 
§ COPYRIGHT. Contents 
covered by Copyright, 1935, 


by the Office Appliance 
Company. 
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for honest differences 
not undertake to guarantce 
They do 


ertisements present the products of the leading manu- 
facturers in each division of the industry Be 
of opimion, 
fransacttons 
however, 


cause of the ground 
the publishers obviously can 
hetween advertisers and 
in resolving 


customers Offer their service 
any disagreements which result from relations established 
through the journa 
A x 
Acco Products, In 104 Kahn, David, In 121 
Ace Fastener Corp 118 Kilian Mfg. Corp 14] 
Acme Staple Co 146 
Adams, Henry T., Mfze. Co.146 L 
Aigner, G. J., Co 134 Lefebure Corp. .119 
Allen Calculators, In« R5 Loose Leaf Metals Co 149 
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oaewer ® Tae Co... 125 Peerless Steel Equip. Co.. 91 
arotype Co., The 146 Pelouse Mfe. Co 125 
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Imperial Desk Co 110 Victor Safe & Equip. Co ° 
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Jasper Seating Co 138 Yawman & Erbe Mfg. Co..146 
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Adding Machines 
Allen Calculators, Inc soo 
Allen-Wales Add. Mach. Corp Li 
Remington Rand, Inc 6 
Sundstrand 73, Back Cover 


Adding Machines (Stylus) 


Reliable Typewr. & A. M. Corp...141 
Adding Machines, Rebuilt and Used 

Reliable Typewr. & A. M. Corp 144 

Wholesale Typewriter Co ..114 
Adding Machine Rolls and Paper 

Lynn Paper Products Mfg. Co ..150 

Rockwell- Barnes Co 7% 

Smith, Bradner & Co -.-14l 
Adding Typewriters 

Underwood, E. F 73, Back Cover 
Adhesives 

(See Inks, Adhesives, etc.) 


Arch and Clipboards 
Globe-Wernicke Co 7 
Rockwell-Barnes Co - 79 

Ash Trays, Office 


Oakville Company 145 
Bankers’ Note Cases 

Art Steel Co 141 

Currier Mfg. Co 7 


General Fireproofing Co 64, 65 
Cee Te, .seccccceness 77 
Victor Safe & Equip. Co 82 
Billing Machines 
Remington Rand, Inc 96 
Underwood, E. F 73, Back Cover 
Binders, Catalog and Periodical 
Acco Products, Inc ...104 
Aigner, G. J., Co . 134 
Mitchell Binder Co .140 
Blackboards, Framed 
Weber Costello Co ..139 
Blank Books 
National Blank Book Co : . 
Rockwell-Barnes Co 79 
Blue Print and Plan File Cabinets: 
All-Steel-Equip. Co. 137 
Art Metal Construction Co. iow ee 
Browne-Morse Co sees. OO 
Columbia Steel Equip. Co ‘ 111 
Corry-Jamestown Mfg. Corp ..115 
General Fireproofing Co 64, 65 
Globe-Wernicke Co a 54a, oe 
Shaw-Walker Co., The Int 
Yawman and Erbe Mfg. Co 146 
Bond Boxes 
Art Steel Co see 141 
General Fireproofing Co 64, 65 
Globe-Wernicke Co 77 
Book Cases 
All-Steel-Equip Co cesunee 
Alma Desk Co 5 117 
Art Metal Construction Co coe Oe 
trowne-Morse Co éceecs. Oe 
Corry-Jamestown Mfg. Corp 115 
General Fireproofing Co ' 64, 65 
Giobe-Wernicke Co 77 
Wahash Cabinet Co 116 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 146 
Book Rings 
Adams, Henry T., Mfg. Co 146 
Carpenter, E. W Mfg. Co 144 
Oakville Company 145 
Bookkeeping . wo 
Underwood, E 73, Ba@k Cover 


Box Letter Files 
Art Steel Co 141 


Globe-Wernicke Co a 77 

Hiedges Mfg. Co 133 

Rockwell-Barnes Co 79 

Weis Mfg. Co... 67, 68, 69, 70 
Brief and Zipper Cases 

National Brief Case Mfg. Co 132 

Stein Bros. Mfg. Co 118 


Bulletin Boards 
Weber Costello Co 139 
Calculating Devices 


Meilicke Systems, Inc : 145 

Reliable Tw. & A. M. Corp 144 
Calculating Machines 

Allen Calculators, Inc R5 

Allen-Wales Add. Mach. Corp 109 

Coxhead, Ralph C., Corp 43 

Sundstrand . 73, Back Cover 


Calculating —~w yw Used 
Reliable Tw A. M. Corp 144 
Wholesale <r ter Co 114 

Carbon Papers 
(See Ribbons and Carbons) 

Card Index Boxes and Trays 
All-Steel-Equip. Co 127 
Art Metal Construction Co 
Art Steel Co 
Rentson Mfg. Co 


g 
14 
12 
12 
olumbia Steel Equip. Co 111 
115 
14 


Cameron, Cal 

‘ 

Corry-Jamestown Mfg. Cort ’ 
Currier Mfz. Co coc skeen 
Ceneral Electric Co ccce 
Globe-Wernicke Co sscce. US 
Guide System & Supply Co 106 
Imperial Methods Co 108 
invincible Metal Furn. Co 11s 
Metal Office Furn. ('o 9s 
shaw-Walker Co., The lel 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 146 

Cash Boxes 
Art Steel Co Ine 141 
General Fireproofing Co 64, 65 
Casters, Caster Bearings, Slides 

Rassick Company 192 
Faultless Caster Corp 142 
Kilian Mfg. Cory 141 


Celluloid Envelopes 
Markilo Co 
Chair trons 
Bassick Co 
Collier-Keyworth (*« 
Chair Mats 
Bickett, L 
Chairs 
Artility Metal 
Cameron, Cal 
General 
High Point Bending & Chair Co 
Howell Company 
Jasper Chair Co 
Jasper Seating Co 
Majestic Lounge Co 
New Indiana Chair Co 
Sturgis Posture Chair Co 
Chairs (Posture) 
Artility Metal 
General 
Harter Corp 
Jasper Chair Co 
Jasper Seating Co 
Sturgis Posture Chair Co 
Toledo Metal Furniture Co 


M., Co 


Products, Inc 


Products, Inc 


Check Protectors and Writers, Used , 


Reliable Tw. & A. M. Corp 
Checks, Stamped Metal 
Meyer & Wenthe 
Clips, Paper (See Paper Clips) 
Coin Bags, Trays and Wrappers 
Downey, C. L., Co 


Copyholders 
Acco Products, Inc 
Crayon, Blackboard 


Weber Costello Co 
Cushions and —— 

Bickett, L 
Cuspidor Mats 

BRickett, L. M., Co 
Cuspidors 

Faries Mfg. Co 
Dating Stamps 

Amer. Number. Mach. Co 

Fulton Specialty Co 

Meyer & Wenthe 
Desk Lamps, Electric 

Calvert Lamp Co., The 

Faries Mfg. Co 
Desk Pads 

Aigner, G. J.. Co 

Bickett, L. M.. ¢ 
Desk Pending- Letters 

Acco Products, Inc 
Desk Trays 

Aigner, G. J., Co 

Art Metal Construction Co 

Art Steel Co., Inc 

Corry-Jamestown Mfg. Corp 

General Fireproofing Co 64 

Globe-Wernicke Co 

Imnerie! Methods Co 

Weis Mfg 

Yawman end Erbe Mfg. Co 
Desk Work Distributors 

Art Steel Co 

Bristow, Stanley R 

Currier Mfz. Co 

Globe-Wernicke Co 

Victor Safe & Equip. Co 


, Chair 





Holders 


Weis Mfg. Co 67, 68, 69, 
Desks 
Alma Desk Co 


Art Metal Construction Co 
Browne-Morse Co 
Cameron, Cal 


Columbia Steel Equip. Co 


Corry-Jamestown Mfc Corp. 
General Fireproofing Co 64, 
Globe-Wernicke Co 

Howell Company 

Imperial Desk Co 

Indiana Desk Co 

Invincible Metal Furn. Co 


Jasper Desk Co 

Jasper Office Furniture Co 

Metal Office Furniture Co 

Shaw-Walker Co., The 

Wagemaker Co 

Weis Mfg. Co 7 

Yawman and Erbe Mfg. Co 
Duplicating Machines 

Automatic Mastergraph (« 

Dick, A. B., Co. 

Heyer Corporation, The 

Mimeograph, The 

Niacera Duplicator Co 

Smith, L. C., & Corona Tws 

Speed-0O Print Corporation 
Duplicating Machine Supplies 

Columbia Ribb. & Carb. Co 

Dick, A. R., Co 

Dunham-Watson Co 

Enterprise Supplies, Ine 

Fawn Brands, Ltd 

Fibroin Stencil Corr 

Frankel Carbon & Ribbon Co 

Heyer Corporation, The 

Ink Specialties Co 

Mimeograph, The 

Mittag & Volger. Inc 

Niagara Duplicator Co 

Roosen, H. D., Co 

Smith, L. C., & Corona Tws 

Southern Carbon & Ribbon Co 

Speed-O-Print Corporation 

Technygravh. The 

Victor Safe & Equip. « 
Engraving, Copper Plate 

Wiggins, The John B.. (x 
Envelopes 

Globe-Wernicke Co 

Quality Park Envelope ¢ 


Envelopes, Celluloid 
Markilo Co 

Envelope Openers 

Company 


Oakville 


Fireproofing Co 64, 


Fireproofing Co 64 


Co 67, 68, 69, 


68, 69, 


144 
102 
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Eradicators, Ink 
Carter's Ink Co 
H. A. Ink Eradicator Co 
Heyer Corporation, The... 
Erasers, Blackboar 
Weber Costello Co 
Erasers, Rubber 


Faber, A. W., Inc 
Oakville Company 
Roberts, Weldon, Rub. C 


Expense Books 
Beach Publishing Co 

Fans, Electric 
General Electric Co 

File Boxes, Collapsible Corres. 
Bankers Box Co. 
Barkley, C. L., & Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Oxford Filing Supply Co 
Pronto File Corp 
Weis Mfg. Co : 67, t 

File Boxes, Metal 
Art Metal Construction Co 
Art Steel Co 
Corry-Jamestown 
Currier Mfg. Co 
Rockwell-Barnes Co 
Victor Safe & Equip, Co 


Mig. Cor 


Filing Cab. Ball and Roller Bearings “ 
lil 


Killian Mfg. Corp 
Fiting Cabinets, Metal 
All-Steel-Equip. Co 
Art Metal Construction Co 
Art Steel Co. 
Bentson Mfg. Co 
Browne-Morse Co 
Cameron, Cal. . 
Columbia Steel Equip. Co 
Corry-Jamestown Mfg. Corp 
General Fireproofing (Co 
Globe-Wernicke Co 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Peerless Steel Equipment (* 
Remington Rand, Inc 
Shaw-Walker Co., The 
Victor Safe & Equip. Co 
Yawman and Erbe Mfg. (Co 
Filing Cabinets, Wood 
Globe-Wernicke Co 
Imperial Methods Co 
Wagemaker Co. 
Weis Mfg. Co. . 
Yawman and Erbe Mfg. ¢ 
Filing Supplies 
Acco Products, Inc 
Aigner, G. J., Co 
Art Metal Construction Co 
Barkley, C. L., & Co 
Browne-Morse Co 
Cameren, Cal 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co 
Oxford Filing Supply Co 
Quality Park Envelope Co 
Rockwell-Barnes Co 
Shaw- Walker Co., The 
Victor Safe & Equipment «« 
Wabash Cabinet Co 
Wagemaker Co 
Weis Mfg. Co, . 67, ¢ 
Yawman and Erbe Mfg. Co 
Folders (See Filing Supplies) 
Fountain Pens 
Autopoint Company 
Carter’s Ink Co. 
Esterbrook Steel 
Kahn, David, Ine 
Sheaffer, W. A., Pen Co 
Globes, Geographical 
Weber Costello Co 
Gummed Cloth Rings 
Graff, Geo. B., Co 
index Card Signals 
Cook, H. C., Co, 
Graff, George B., Co 
Moore Push-Pin Co 
Victor Safe & Equip. Co 
Index Tabs 
Aigner, G. J., Co 
Barkley, C. L, & Co 
Globe-Wernicke Co 
Guide System & Supply Co 
Markilo Co. . 
Shaw-Walker Co., 
Victor Safe & Equip 
Inks, Adhesives, Etc. 
Carter's Ink Co 
General Pencil Co 
Harriman-Welts Prod. Co 
Higgins, Chas. M., & Co 
Ink Specialties Co 
Shattuck 


Pen Co 


Sheaffer, W. A., Pen Co 
Inkstands 
Sengbusch Self-Cl. Inkst. Co 


Leads for Mechanical Pencils 
Autopoint Company 
Faber, A. W., Inc 
Sheaffer, W. A., Pen Co 
Leather Goods 
National Brief Case 
Stein Bros. Mfg. Co ‘ 
Leather Upholstered Furniture 
Bright Chair Co. 
Jasper Chair Co 
Majestic Lounge Co. 
Leathers, Uphoistering 
Eagle-Ottawa Leather Co 
Letter Trays (See Desk Trays 
Letterheads 
Wiggins, The John B., Co 
Library Equipment 
All-Steel-Equip. Co 
Art Steel Co . ' 
Corry-Jamestown Mfg. Corp 
General Fireproofing Co 
Globe-Wernicke Co 
Shaw-Walker Co., The 
Lockers and Storage Cabinets 
All-Steel-Equip, Co 
Art Metal Construction (o, 
Art Steel Co. 
Browne-Morse Co 
Corry-Jamestown Mfg 
General Fireproofing 
Globe-Wernicke Co : 
Invincible Metal Furn. Co 
Metal Office Furniture Co 
Shaw-Walker Co., The 


Mfg. Co 


Corp 
Co 


Co 


Yawman and Erbe Mfg 


Sl 
























Loose Leaf Books and Systems Pelouze Mfg. Co 135 
Adams, Henry T., Mfg. Co. ... 146 Triner Scale & Mig. Co 137 
Aigner, G. J., Co. ... seittnis 134 Publishers 
F. B. Mfg. Co 146 Bridges, F. W., Ltd. 148 
lefebure Corporation R 119 Punches 
National Blank Book Co . Acco Products, Ine. 104 
Sheppard, The ©. E.. Co 120 Globe-Wernicke Co. ... 77 
Trussell Mfg. Co 125 Mitchell Binder Co. 140 

Loose Leaf Envelopes, Celluloid National Blank Book Co v7 
Markilo Co. . . ‘ 144 Push Pins 

Loose Leaf Metals Moore Push Pin Co ay 
Adams, Henry T., Mfg. Co 146 Ribbon Dispensing Machine 
Carpenter, E. W., Mfg. Co 144 Tybon Corp. ..... seen 147 
Loose Leaf Metals Co 149 Ribbons and Carbons 

Mail Distributors Allen & Co. ...... ae .140 
Bristow, Stanley R 144 Ames Supply Co. ......... 00s Oe 
Globe-Wernicke Co. . 77 Buckeye Kibbon & Carbon Co 137 
Victor Safe & Equip. Co 82 Se GE ere 125 

Map Tacks Codo Mfg. Corp. ......... 146 
Graff, George B., Co 142 Columbia R. & C. Mfg. Co 105 
Moore, Push-Pin Co 147 Crown Ribbon & Carb, Co 134 

Maps, Globes, Etc. Frankel Carbon & Ribbon Co. 149 
Weber Costello Co 139 Imperial Mfg. Co. eee liz 

Matched Office Suites Manifold Supplies Co. 66 
Art Metal Construction Co Mittag & Volger, Inc. 87 
General Fireproofing (ov Pacific Carbon & Ribbon Co Hi) 
Globe-Wernicke Co Phillips Process Co. ... 131 
Howell Company 129 Queen Ribbon & Carbon Co 133 

Memorandum Books Remington Rand, Inc, 96 
National Blank Book Co 97 Royal Typewr. Co., Inc 150 
Rockwell-Barnes Co 79 Smith, L. C., & Corona Tws 63 
Trussell Mfg. Co. 125 Southern Carbon p 4 Ribbon Co 142 

Memorandum Devices Storms, 121 
Bristow, Stanley R 144 Teh CO cccccccs 147 
Currier Mfg. Co 147 Underwood, E. F. ° 73, Back Cover 

Moisteners U. S. Typewriter (ib Mix. Co i44 
Sengbusch Self-Cl. Inkst. Co 100 Webster. * ® . . SS 

Motors, Electric Rubber Bands 
General Electric Co. ..... . 7 Faber, A. W., Inc 71 

Numbering Machines Rubber Stamps 
American Numbering Mach. Co...146 Meyer & Wenthe..... 147 

Office Partitions and waltiags Rubber Type Outfits 
Globe-Wernicke Co. ... 77 Fulton Specialty Co. 130 

Pads, Figuring Safes : 

National Blank Book Co 97 Art Metal Construction (Co | 
Rockwell-Barnes Co. ... 79 General Fireproofing Co 64, 65 

Paper Globe-Wernicke Co. . +. 
Eaton Paper Corporation 148 Meilink Steel Safe Co.. The .13 
Rockwell-Barnes Co ‘ 79 Remington Rand, Ine. . 6 
Smith, Bradner, & (o 141 Schwab Safe Co. ...... 129 

Paper Clamps Shaw-Walker Co., The. 101 
Acco Products, Inc 104 Victor Safe & Equip. Co . 82 
Esterbrook Steel Pen Co 129 Yawman and Erbe Mfg. Co 146 

Paper Clips Scales 
Acco Products, Inc 104 lianson Scale Co 147 
Cook, H. C., Co, 128 Pelouze Mfg. Co. ...... 135 
Fulton Specialty Co 130 Triner Seale & Mfg. Co 137 
Graff, George B., Co 142 Sealing Wax 
Oakville Company 145 Higgins, Chas. M., & Co 145 
Vail Manufacturing Co 95 Seals, Notary and Corporation 

Paper Fastening Mach.nes Meyer & Wenthe....... 147 
Ace Fastener Corp 118 Secretary Desks 
Acme Staple Co. .. 146 Art Metal Construction Co . &l 
Bump Paper Fastener Co 134 General Fireproofing Co 64, 65 
Cameron, Cal cana’ .139 Globe-Wernicke Co, 77 
Hotchkiss Sales Co 129 Wabash Cabinet Co 116 
Markwell Mfg. Co. .... 122 Shelf Boxes 
Neva-Clog Products, Inc 149 All-Steel-Equip. Co 137 
Parrot Speed Fastener Corp . Art Steel Co , 141 
Victor Safe & ee Co &2 General Fireproofing a 64, 65 

Paste (See Inks, Adhesives, kt Globe-Wernicke Co 77 

Pen and Pencil Clips Weis Mfg. Co 67, 68, 69, 70 
Oakville Company 145 Shelving 

Pencil Sharpeners All-Steel-Equip. Co. . 137 
Graff, George B., Co . 142 Art Metal Construction Co 81 

Pencils, Wood Cased Lead Art Steel Co. ......... 141 
Faber, A. W., Inc. .... 71 Browne-Morse Co. .... siases Oe 
General Pencil Co 3 126 Corry-Jamestown Mfg. Corp ..115 
Staedtler, J. S., Inc 143 General Fireproofing Co 64, 65 

Pencils, Mechanical Globe-Wernicke Co. . , 77 
Autopoint Company 133 Invincible Metal Furn. Co 113 
Carter’s Ink Co. 125 Shaw-Walker Co., The 11 
Esterbrook Steel Pen Mfg. Co 129 Sorting Devices 
Kahn, David, Inc : 121 Currier Mfg. Co 147 
Sheaffer, W. A., Pen Mfx. Co 145 a 145 

Penholders and Sockets Stamp Pads 
Sengbusch Self-Cl. Inks:. Co 1M Carters Ink Co oes 125 

Pens : : Fulton Specialty Co 130 
Esterbrook Steel Pen Co 129 Meyer & Wenthe 147 
Sengbusch Self-Cl. Inkst. (Co 100 Rockwell-Barnes Co. ... . 79 

Picture Hooks ; Victor Safe & Equip. Co 82 
Moore Push-Pin Co 147 Stands for Office Machines 

Pins and Pin Containers All-Steel-Equip. Co. ... .137 
Oakville Company 145 Sih Ge GU “curcxenuaysoncccasd 141 
Vail Manufacturing Co. . 95 Corry-Jamestown Mfg. Corp. . 1S 

Piatens, Typewriter General Fireproofing Co. 64, 65 
American Writing Mach. Co 10% Globe-Wernicke Co, ..... eet 
Ames Supply Co 93 Harter Corp., The.......... ..136 
Shipman-Ward Mfg. Co 107 Metalstand Co. ..........+.. -142 
Wholesale Typewriter Co 114 Sherman-Manson Mfg. Co 149 

Postal Scales Sturgis Posture Chair Co. .127 
Hanson Scale Co 147 Toledo Metal Furniture Co, 110 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 

forms useful service, all without charge. Parad el 
in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 





Staples, Paper Fastening 
Ace Fastener Corp. .... 
Acme Staple Co. ......... 
Bump Paper Fastener Co 
Cameron, Cal. ...6e. ccc ccccccenee 
liotchkiss Sales Co. 
Markwell Mfg. Co. 





Neva-Clog Products, Inc. 

Oakville Company .............5. Q 

l’arrot Speed Fastener Corp. ..... 7 

Vail Manufacturing Co. .......... Lh) 
Stationery, Engraved. Lithographed 

Wiggins, The John B., Co. ....... 132 
Stencils, Brass 

Meyer & Wenthe............. 1a 

enographers’ Note Books 

National Blank Book Co. ........ 97 

Rockwell-Barnes Oo, ........6666. 79 

Truasel] Mfg. Co. ........--seeeee 125 
Stools 

Beester CG, BiOnccdéeccccccccses 19 

Sturgis Posture Chair Go. ....... 127 

Toledo Metal Furniture Co. ...... 110 


Storage and Transfer Cases 
All-Steel-Equip Co. .. 
Art Metal Construction Co 
Art Bteel CO, ccccoccccsccccccees 
Bankers Box Co. 
Barkley, C. L., & Co. 
Bentson Mfg. Co. 
Browne- Morse 
Columbia Steel Equip. Co, 
Corry-Jamestown Mfg. Corp. 
General Fireproofing Co. 
Globe-Wernicke Co. . 
Guide System & Supply Co. 
Hedges Mfg. Co 
Imperial Methods Co. ; 
Invincible Metal Furn, Co, 
Metal Office Furniture Co. 
Oxford Filing Supply Co 
Peerless Steel Equipment Co...... 91 








Pronto File Corp. ..........sc005 86 
Rockwell-Barnes Co. ...........+. 7y 
Shaw-Walker Co., The..........- o1 
Weis Mfg. Co. .67, 68, 69, 70 
Yawman and Erbe Mfg GP. cesses 146 
Store Fixtures and Equipment 
All-Steel-Equip. Co. ..........05. 137 
General Fireproofing Co. ...... 64, 65 
Globe-Wernicke Co, ........666665 77 
Swinging Typewriter Stands 
Globe-Wernicke Co. ...... 77 
Wee Be. GR, tcc ence, ‘68, "eo, 70 
Tables 
Art Metal Construction Co. ....... 81 
Art Steel Co. ........ . 141 
Browne-Morse Co. ...........5+ . 94 
Corry-Jamestown Mfg GN i vtes 115 
General Fireproofing Co. ...... 64, 65 
Globe-Wernicke Co. .........5566: 7 
Shaw-Walker Co., The........... 101 
St. Johns Table Co. ............ 133 
Tabulating and Statistical Machines 
emington Rand, Inc. .........++ fH 
Telephone Accessories 
Meilicke Systems, Inc. ........... 145 
Victor Safe & Equip. (o. ........ 82 
Telephone Stands 
Art Metal Construction Co. ...... 81 
General Fireproofing Ce ose cc ae 
Globe-Wernicke Co. . 90s ene ae 
Yawman and Erbe Mfg. Co. ..... 146 
Thumb Tacks 
Graff, George B., Co. .........+++ 142 
Moore Push-Pin Co. ...........- 147 
Oakville Company ....... 145 
Vail Manufacturing (o. .......... 95 
Time Clocks and Recorders 
Dorson y ~~ ‘aeapeeuee Co, ....148 
Wieeg Doe 
hool Bessly GR cccccccs 128 
Type, Typewriter 
Amer. Writing Machine Co. ..... 103 
Ames Supply Co. ...-....cseeeee 93 
Shipman-Ward Mfg. Co. ......... 107 
Typewriter Copaatns Material 
Amer, Writing Machine Co. 103 
CHOOSE GO, cccacecccccsscceccs 146 
Mittag & Volger, Inc. ........... 87 
Webeter, F. 8., Co. ........6000- 2 
Typewriter Cushion Keys 
Munson Supply Co. ............- 126 
Posrens Gey DO occcesvecsvseses 80 
Spee Tey Bee GR ccccccccssses 145 
Typewriter Cushion Knobs and Bases 
Amer. Writing Machine Co, ..... 103 
Ames Supply Co. 
Bickett, L. M., © 





Peerless Key Co. 
Typewriter Parts and Tools 


Amer, Writing Machine (o. ..... 103 
Ames Supply Co. ...........++ «+e 
Shipman-Ward Mf«. Z| ‘ieee - +107 
Wholesale Typewriter Co. ........ M4 
Typewriters, Mfrs. of 
Corona Typewriter .............+. 63 
Coxhead, Ralph (., Corp. ........ 135 
Remington Rand, Inc. ........... 96 
Royal Typewriter Co, ..........+. 150 
Smith, L. C., & Corona Tws..... 63 
Underwood, E. F......73, Back Cover 
VOGTRPPED oc cccccncvtgecssessccnes 135 
Typewriters, Rebuilt and Used 
Amer. Writing Machine Co. ..... 103 
Regal Typewriter Co. ........++5. 36 
Reliable Tw. & A. M. Corp....... 144 
Shipman-Ward Mfg. Co. ......... 107 
United Typewr. & A. M. Co...... 146 
Wholesale Typewriter Co. ........ 114 
Visible Systems Equipment 
Aigner, G. TA beevcaconscsess 134 
Art Metal Construction Co. ...... 81 
Globe-Wernicke Co. ..........56 77 
Nat'l Blank Book Co. ........+++ 97 
Remington Rand, Inc. .......... 96 
enn. Ge Be. GR. nnccceesntus 120 
Victor Safe & Equip. Co. ........ 82 
Yawman and Erbe Mfg. Co. ..... 146 
Wardrobes 
All-Steel- 7. GR. cccccccceses 137 
Ase GOO GA scccccccccssenevane 141 
Browne- bane Ti accegcesnesabin 94 
Corry-Jamestown Mfg. Corp. ..... 115 
General Fireproofing Co. ...... 64, 65 
Globe-Wernicke Co, .......666045 77 
Waste Baskets 
American Can CO. .........0065 
Bee HEE GE, dec scoses 





Cameron, Cal. 
Corry - Jamestown 


” Mfe. Corp. 


General Fireproofing Co. ..... 

Globe-Wernicke Co. .........6655 77 
Metal Office Furniture Co. ....... ON 
Shaw-Walker Co., The............ 101 














OFFICE APPLIANCES 


RANI Ee): ert 


The rate for classified advertisements is 


SITUATIONS WANTED 


SALESMAN WITH TWENTY YEARS’ experience which includes files, 
filing supplies and systems, furniture, also stationery lines, desires to 
represent some manufacturer in Cleveland and vicinity if the line war- 
rants, or will cover group of states such as Ohio, Indiana, Kentucky, 
Pennsylvania and possibly Michigan Many friends among the dealers. 
Most of experience has been in section outiined. Well equipped to han- 
die systems line, whether files or loose leaf, furniture or any stationery 
lines sold through commercial stationers. Can show good record. Address 
M-120, care Office Appliances, Chicago. 


CAPABLE OFFICE APPLIANCE MAN with experience in selling and as 
general manager desires to return to the field after brief absence in 
other lines Has performed well both with office machines and with a 
supply line Interested in securing an agency or serving as salesman 
with opportunity to advance as merit is demonstrated. Address M-122, 
caré Office Appliances 
STATIONERY SALESMAN AVAILABLE. Eighteen years’ experience sell- 
ing general stationery, office suppiies, loose leaf, office furniture and filing 
cabinets. Knows the leading lines and can recommend purposefully. Has 
served as buyer, store manager and inside salesman. References will verify 
record of integrity and effectiveness. Stationer whose business offers oppor- 
tunity of growth is invited to write M-125, care Office Appliances, Chicago. 


SALESMAN, EIGHTEEN YEARS’ road 
with trade in every section of country ; 
lishing and developing dealers’ organization 
machine or stationery items, salary or commission, 
Office Appliances, Chicago 
TYPEWRITERS, ADDING, 
(All Makes) Eight years 
good sales producer, now 
Office Appliances, Chicago 


Chicago 


experience, large acquaintance 
exceptionally successful in estab 
Qualified to market office 
Address M-128, care 


AND BOOKKEEPING MACHINE MECHANI( 
experience, age twenty-six, married, efficient, 
employed References Address M-123, care 


SALESMEN WANTED 


LIVE WIRE SALES PRODUCER wanted for line carrying patented im- 
provement readily recognizable by distributors and consumers An out 
standing feature that makes sales resistance non-existent. Unlimited pos- 
sibilities are presented. Substantial interest will be given the man who 
produces. Must be well and favorably known in the Stationery Trade 
Give full particulars in first letter BY-63, care Office Appliances, 
Chicago. 

NEW—RIGHT NOW-—NEW! YEAR'S INCOME in 3 months. New Fed 
eral and State Tax Laws create immense demand for simplified record 
system every businessman must have to protect himself against fines and 
penalties. Millions users must buy again now Our men selling 5 to 25 
daily our officially approved, copyrighted Liberty Tax Record. $4.10 cash 
profit every sale. Repeat commissions without callbacks. Live leads fur 
nished. Big season now Choice territories going fast Commonwealth 
Publishing Company, 508 South Dearborn, Chicago 


WANTED: TRAVELING SALESMEN for various territories to call on 
the stationery trade and department stores with a complete line of briet 
cases, zipper envelopes, ring books and men's dressing cases, for an old 
established leather goods house. High grade line with liberal commis 
sion. Address BY-72, care Office Appliances, Chicago 

WANTED—Man experienced in office procedure preferably those who 
have sold Visible Equipment and Office Systems for States of Ohio, In 
diana and Michigan Strictly commission basis Men considered on part 
time basis with non-conflicting lines and connections Address 
BY-69, care Office Appliances, Chicago 

-_, 

SALESMEN WANTED 
Good territories available Jan. 1, 
Write stating lines and territory now covered and how often 
following and able to produce good results. Address BY-75, 
Appliances, Chicago 

SALESMEN WANTED to sell high class Office Specialties direct to con 


good 


for complete line of popularly priced desk pads 
1936. Can be handled with other lines 
Must have 
care Office 


sumer Items used every office, retail $1.00-$6.00 Liberal commis 
sions Give references and other lines carried Address BY-67, care 
Office Appliances, Chicago 


THERE WILL BE SEVERAL OPENINGS in territories next year and 
would like to hear from high grade salesmen interested in carrying out 


line of Modernized Zipper Brief Cases, Portfolios, Envelopes and Ring 
Binders. Stein Bros. Mtg. Co., Inc., 564 West Adams Street, Chicago, Ill 
SALESMAN WANTED-—-Side line for salesman, covering New England 
or New York state High grade desk pad line and filing boxes Also 


sell department stores and furniture dealers. Liberal commission. Ad- 


dress BY-73, care Office Appliances, Chicago 
SALESMEN calling on office 

desks Southern and south 

BY-68, care Office Appliances, 
SALESMEN CALLING on offices and manufacturers can make profitable 
connection selling our line of carbon and ribbons direct Write BY-70, 
care Office Appliances, 


to carry a line of office 
factory Address 


equipment dealers, 
western 
Chicago 


states Chicago 


Chicago 


REPRESENTATIVES AVAILABLE 


SALESMAN TRAVELING out of Kansas City, Mo., and working half a 
dozen states west of the Mississippi for one manufacturer, is in a position 
io take on one additional line Well acquainted with the trade through 
long contact. Can give all time necessary to new line and do it justice 


Will consider anything which offers reasonable possibilities Address 
M-129, care Office Appliances, Chicago 
NATIONAL ORGANIZATION with capable sales force and established 


trade amongst Commercial Stationers, Office Appliance and Office Supply 
Dealers desires to add one profitable volume specialty on an outright pur 
‘hase and exclusive basis. Box M-126, care Office Appliances, 100 E. 42nd 
st., New York City 

SALESMAN WITH WAREHOUSING and shipping facilities is in position 
to represent any first-class commercial stationery line in New England 
Headquarters in Boston. Well known among the dealers. In position to 
give first-class representation Address M-121, care Office Appliances, 
Chicago 


eight cents a word, minimum charge, $1.60. 


SALES REPRESENTATIVE calling on wholesale stationery and scholastic 
trade in Metropolitan New York area desires additional lines. Commission 
basis. Steady and dependable. Address M-124, care Office Appliances, 
100 East 42nd street, New York, 


REPRESENTATIVES WANTED 


MANUFACTURER OF DESIRABLE LINE of office chairs has opening for 
representative in New York City. Prefers some one well acquainted with 
the dealers Must be alert and active. This is an excellent opportunity 
for some one now established with the trade Address BY-74, care Office 
Appliances, Chicago 

IF YOU SELL DIRECT to offices you can sell our high grade Typewriter 
Specialty profitably. Liberal profit on each sale. Protection given 
Quickly becomes a major line. Write for details giving territory you cover 
Address BY-65, care Office Appliances, Chicago 


BUSINESS OPPORTUNITIES 


WANTED: Proven articles of merit for stationery trade, office and fac- 
tory use. Exclusive royalty only. Our progressive manufacturing and 
merchandising facilities established over ten years can help you. Address 
BY-66, care Office Appliances, Chicago. 
OFFICE MACHINE BUSINESS in prosperous section southern city over 
75,000, operating successfully now for more than 25 years, is offered for 
and exceptional 
of best 


Aggressive advertising policy 
rank Holds agency for one 
Also adding and dictating machines 
rental and 


sale as a going business 


service has put business in front 
Standard and portable typewriters 
Handles all makes factory 
Owner wishes to be relieved of detail routine management 


rebuilts Large repair business 
Requires young 
man competent manager with good health and habits, energy and knowledge 
Send full details of pre 


BY-61, 


of business able to make moderate investment 
vious experience, present connection and investment possible to 


care Office Appliances, Chicago. 


PROMINENT MANUFACTURER selling to Stationery trade wants to manu 
facture new stationery items to add to his line. Liberal royalty will be 
paid for any items found suitable. Will consider favorably any new item 


which lends itself to bakelite or allied molding. Address BY-7l, care 
Office Appliances, Chicago. 

FOUNTAIN PEN REPAIRING 
ALL MAKES FOUNTAIN PENS REPAIRED for the trade since 1904. 
Standard Prices—regular trade discount. All work guaranteed. Prompt 
service. Send all makes to one place—saves postage and time. Send a 


trial package today. Welty Pen & Repair Co., 38 S. State St., Chicago. 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales. You need them more than ever now. Send me your data for new 
letters, or unsuccessful letters for reshaping. Particulars on request 
Address H. M. Goldthwait, 123 Washington Ave., Santa Fe, N. Mex. 


STORE SPACE TO RENT 
STORE SPACE AVAILABLE for office machine or equipment business in 
Terre Haute, Ind. Remainder of space is occupied by old, well established 
business. Ideal for some one selling office specialties of any kind. Good 
location, Address BY-64, care Office Appliances, Chicago 

ADDING MACHINE PARTS 


NEW ADDING MACHINE PARTS—Write for Price List. I. A 
1450 102nd Ave., Oakland, Calif. 


Dehn, Jr., 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER billing and bookkeeping machines, also all office ma- 
chines, bought, sold and rebuilt. Teeter-Warsh Co., 309 W. Kilbourn 
Ave., Milwaukee, Wisconsin. 


ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 
equipment bought and sold. W. J. Crowley Company, 434 Caswell Bidg., 
Milwaukee, Wisconsin. 


ELLIOTT-FISHER MACHINES, Typewriters, Adding Machines, all office 
equipment, bought and sold. Chicago Office Appliance Co., 533 So. Dear- 
born, Chicago 

BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 
Moon Hopkins, Elliott-Fisher and National Accounting Machines—Bought 
and sold. Accounting Machines Corporation, 343 S. Dearborn St., Chicago 


BILLING AND BOOKKEEVING MACHINES, late models Elliott-Fisher, 
Underwood, Burroughs, etc., bought and sold. Maloney, Gilmore Co., 
508 S. Dearborn St., Chicago 

WANTED BURROUGHS Bank Bookkeeping Machines Class 2300 and 1300 
Chattanooga Typewriter Co., Chattanooga, Tenn. 

FOR SALE—Burroughs class 2300 Bank Bookkeeping Machines. Under- 
wood Bookkeeping Machines, model 3/14 serials 21,000. Elliott-Fishers, 
Bookkeepers serials 121,000. Adding Machine Sales & Service Co., 1004 
Superior Ave., Cleveland, O 

DALTON ADDING AND BOOKKEEPING Machines sold, exchanged, re- 
paired, overhauled, rebuilt. Will buy Underwood Fanfolds, Comptometers, 
juote prices, serial numbers, models. Peter Paul Mechanical Service, 
436 South Dearborn, Chicago 

MONROE KAA203-141000 10x20 Ready for Sale $135.00—Victor 10 column 
Electric Subtractor 197,000, Refinished, $90.00—Barrett 9 column Electric 
Multiplier Rough $40.00—10 9 column Wales $100.00 Rough—6 Wales 
Electrics Rough $90.00—3 9 column Daltons Rough $35.00—Sundstrand 
9 column Refinished $45.00—Allen-Wales, 437 S. Dearborn, Chicago 


WANTS AND FOR SALE—Continued on page 7 





DECEMBER, 


1935 


WANTS AND FOR SALE—Continued from page 6 


FOR SALE AND WANTED 
DICTAPHONES, EDIPHONES 


Increase your sales and profits—write 
Co., 1141 Broadway, New York City. 
DICTAPHONES, EDIPHONES, SUPI 
bought, sold—Wholesale, Retail—-Write 
Co., 19 S. Wells St., Chicago ; 
CHECKWRITERS. 100% Rebuilt. All 


for all machines. Send for catalogue. 
Park Place, New York. ; 

ADDRESSOGRAPHS, Duplicators, Dic 
Folders, Typewriters, Adding Machines. 


rough or rebuilt 


TO BUY, Continued 

special prices to dealers. 
us. American Dictating Machine 
*LIES 
us. 


headquarters — machines 
Chicago Dictating Machine 


makes in stock, Repairs. Parts 
Check Protector Corporation, 53 


*taphones, Multigraphs, Sealers, 
Write for FREE Money Making 


Circular. Pruitt, 527 Pruitt Bldg., Chicago. 
WORLD’S LOWEST PRICE STENCIL and Hectographic Duplicators mean 


more and easier sales for you-—-same after-profits on supplies as costlier 
machines. Write Metromails, OA-12, Cincinnati. 


Export Statistics By United States Department of 
Commerce 


United States Exports of Adding, Calculating and Bliiling Machines, 














August, 1935 
7752 7753 
Listing- Typewriter- 7756 
adding- bookkeeping - Listing 7757 
bookkeeping billing adding Calculating 
machines, machines. machines. machines, 
Countries, No. Value. No. Value. No. Value. No. Value, 
Ae coceqesece acs oe - 64 $ 4,398 8 $1,201 
Belgium .........+. 16 $ 9,848 9 68 4,593 42 4,517 
Cvechoslovakia ..... 1 450 1 10 1,380 17 1,680 
Denmark ....... oe 60 5 6 450 15 1,872 
Pe cc ccnnsanve 1 1,050 as 2 176 4 700 
eee 1 400 16 60 6,290 16 3,923 
Germany .......... 1 1 138 eee eee 
GNSS ccaccessas — - 1 3 225 1 300 
Irish Free State.... 2 1,440 8 * +ee8 
BE cxcnneneen 10 6,596 6 159 25,812 
Netherlands ; ' 14 1 180 
WER cc cccce: » 2 1,110 5 4 872 
Poland and Danzig 8 38 4,883 
Portugal .......-. 2 2,106 1 ese cece 
BSpeim ..ccccccces . 2 ese esee 
Sweden .....«..- 4 3,093 2 13 2,104 
Switzerland ..... ‘ 3 2,488 4 3 498 
United Kingdom... 38 36,511 122 88 22,915 
GameGa cnccacses . 2 1,749 7 43 8,173 
Costa Rica....... pee 4 534 
Honduras ....... 1 90 2 346 
Nicaragua ...... ° ee osee 1 100 
Panama ....... —T _— 1 300 2 216 1 488 
Salvador ........ ‘ e6 eset 6 246 ee cece 
BRUEEED ccccccssises 8 2,375 5 3,509 199 12,239 15 6,541 
Newfoundland and 
Labrador ...... 6 252 cece 
a er 2 156 eee eeee 
SI, conedaeann e 1 229 
Trinidad and 
, eae one 1 120 1 240 
GUD ccckncseses 1 651 34 2,815 3 810 
Netherland West 
Indies odes 2 84 ° 
French West 
DED cccéuses ‘ esas eese oeee 1 65 
Argentina ....... 1 1,245 1 880 58 5,048 72 8,446 
Tn  chbesonseee a eee cece ee e206 22 8,991 
eer 14 23,687 12 4,202 34 3,682 ee cece 
CREED cccccccces 6 689 14 1,009 4 1,122 
Columbia ....... 25 1,768 2 52¢ 
Ecuador 17 1,286 
Surinam ...... 2 $15 ° 
PURE ccccces jeedee e602 sees ese — 14 1,195 
BURGE ccccccccce « . 1 546 cece eee oe eee 
Venezuela ees 1 284 2 375 
British India... 3 335 2 850 
British Malaya... 2 1,110 
Ceylon ...ccseees ° : honk 2 216 eee eene 
eee ‘ 3 989 4 240 18 2,890 
Netherland India... . 1 97 11 1,819 ° 
Hong Kong....... 9 447 0 eoee 
GUE scccocccese 7 1,980 3 960 
Palestine ..... — 6 , adie 
Philippine Islands. . 9 1 52 
MED cceccccccecee 2 eek 6 1,240 
a _— pees 8 336 ve sodas 
Australia ......... 4 4,767 35 4 3=-:10,536 96 §616,008 25 5,100 
New Zealand..... ‘ 1 480 5 1,457 
British East Africa. 5 282 ° 
Union of South 
BEB ccceses : 1 906 1 561 18 3,227 1 275 
Other British South 
Africa ..... seee 1 115 
Ge GRtR cco scces er 4 303 eee 
SE detbintidsiea os 2 1,422 1 316 
Algeria and 
WE: Saeccccce 2 225 
Mozambique ....... 2 120 eee cees 
Canary Islands..... 1 300 
BHM scccccccs 104 $99,821 281 $133,772 1,685 $151,315 646 $121,877 
Shipments to: 
a eee 14$ 1,339 34 $ 7,848 
Puerto Rico...... ° ee 17 1,003 8 1,119 
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WILL BUY Line-A-Time Copyholders regardless of condition. You can 
take them in trade for desks and other equipment. We pay you cash. 
Modern Office Appliance Company, 53 Park Place, New York. 


WANTED: Kardex, Acme, Postindex, Comptometers (Models F-H-J). 
Remington No. 23 Bookkeeping Machines. Universal Office Equipment, 
434 Broadway, New York. 


FOR SALE 1,000 Duplex IVI panels for 444” and 5” card, 500 8” panels 
$1.00 each in lots of 25. Visible equipment, all makes, dictating, address- 
ing and duplicating machines bought and sold. Hanover Office Equipment 
Co., 80 Greenwich St., New York City. 


VISIBLE EQUIPMENT Bought and Sold. Established over ten years 
and the first concern to deal exclusively in all makes of visible filing 




























equipment. Special attention to dealers. Commercial Card System Co., 
401 Broadway, New York. 
MULTIGRAPH RIBBONS re-manufactured. Duplicator inks and type- 
writer ribbons. Established over 10 years. Write us, save money. 
Lewis Co., 953 N. 4th St., Milwaukee, Wis. 
7761 
7760 Parts for 
7759 Other adding account- 
Card-punching, and calculating ing and 
sorting, and machines, in calculat- 
tabulating cluding used < ma- 
machines. and rebuilt. chines. 
Countries, No. Value. Value. Value. 
BE, cavccceccciviiesinescene $ 248 $ 1,509 
DE: ssahesneseusintns 1,263 2,266 
Czechoslovakia 2,380 419 
Denmark ...... cess i03 
Finland 1 $ : 762 144 
France 18 20,772 4,273 7,306 
Germany ...... 18 2,160 eeee 23,446 
CGD  Cebwiecctubcesvesencnewecnceses - rr sees ones 
DET. Atnebucencedscesecksbavedssseesan 6 12,106 2,809 14,117 
DEERE scccccsobesenetncscdvecens ll 15,959 1,654 3,242 
BED oceeeescecdeeesenscconsceseeess eee sone 444 191 
Poland and Danzig............... 4 10,615 118 856 
PORE 6.06.00 b060.00s000b0csees000600" ee eee coe 30 
DEE eocosnccoscesteesessceeeaneeenss a ‘eo eees 8,425 
GEN ng600500600d06escccdeceneséneuecs 1 2,650 609 256 
SHOE cocccccesocccoce l 296 1,649 185 
Switzerland 2 400 esse 2,656 
BEROEED swccccccctccceccecccceseooscse os eee 475 Tr 
United Kingdom . 1 1,440 1,381 31,993 
BUPOAME ccccscccccovcsccccccccesces oss - 75 eben 
GRERED ccccccncccccescecscescccccccccs 8 847 48,060 
Guatemala ...... $d00b00c caves cuneesee 318 57 
Honduras .....se+. shbalcnteeaneesocme 185 272 
DEED. ieccntnegncdeeviawes vhenshes 61 Cees 
PORTED ccccccccccccesonceseceeccesese eves 409 
DORTREEE ccccccccnccoccocccececseestce esas eece 
BUEN. 6600000006006000660000000086000 1,741 34 
BEMOGED 6065.0006000000060006000000800 400 100 eens 
SUURERED «60.00 0050000606000 0000660000000 o6g0 63 
Trinidad and Tobago.................. 56 - 
MEE 5h0d4.00900066000b 00600000050 0000 1,080 
Dominican Republic 908 sen0 
BEGUMERD cccccscctccscccsceccecse oes 1,095 
Brazil ° 35,342 615 
Chile ... 1,026 vane 
GENED  cccccccecesseseesoccccsenyess 29,671 242 
DORNER cccccccccsecvecoccescess eee eee : 
EE GU: sncncdensescuceeneeneas ee ose ee 
SEE = S wencccseneteescscscccinncens o* 25 a. 
PUD .0560600560000006600606608009s0600 oes enas 55 45 
Uruguay ....000. $6000005c0bde5acesene 1 1,650 92 cose 
WED 56tdc0bb660000%s000R400%0 4 1,800 262 356 
BED BREED cocccsosecessscccecs oe ° eese — 
ED BORED ccccscccoccscccsecsece ~ ee eee 
GED oncccncsposoesecccesécene es sees oess 
DE DE 6400665560000e004eb ke ‘ 420 868 
BD MEE 96006066 560006000660%8 . secs eve 
SUE. 46 6600000000660600000000d05i0808 ee cove oe 
Kwantung 1 eves se 
TD - icuuneahececsesetecesoesee oe 542 eee 
Philippine Islands ....... cose ses 
BAAMR ccccccccescccceces 5 
MIE. otdnaehdeneess ss 06nasteneeves O87 
DP GED kc cddenveeestssdeeeence ‘ 
New Zealand .........+... haeeaennae eee eee cove 184 
British East Africa........... ceesneee ess eens nan 54 
Union of South Africa.............6005 2 333 112 602 
ED AEE cecccssccecececctedecece ‘ eee cove cere 
Other Spanish Africa.............se65 . 
BM ecccctvisetoesvesscessvccecs 118 $160,570 $25,988 $156,686 
Shipments to: 
DEE. 6eb500d0b06bs000ds6006ncenbun cece eens rT 
REED scbeeecteusdnecsedesiateakian bed san 13 $ 250 
,  B  Seioeareraeseseete: 3 $ 1,452 210 bas 
VED TRE cc ccccccccececoncesese ° TT 
United States Exports of Metal Office Furniture—August, 1935 
6129 6130 
Sheet-metal Sheet 6131 6132 
lockers metal Sheet-metal Sheet - 
and shelving filing cases, metal 
storage and wall not cabinets, 
‘ cabinets. bins, insulated. insulated. 
Countries, No. Value. Value. No. Value. No. Value. 
rr 12 $ 176 ose one 9 8 
COBGMORIOVANMIS oc cccccccce cece obne 1 $ 34 one . = 
tt tkhevendtcaseoke beet ; 1 6 ous 
DE seccccssvacnsceee 8068 3 110 oes eons 
DD dcthncctocnswekaow souk ° cece TT eeee 1 45 
GENER cocccccncccccscnceces case cons eons one esse 4 190 
Netherlands ........see+00. 16 106 = $1,531 153 2,376 25 1,516 
Norway eose ecce 35 1,203 13 643 
Portugal ecse 45 605 ese case 
Spain 35 16 366 24 1,042 
Sweden ecce 155 5,177 eee eeee 
TS eer een cece 1 19 eee eece 
United Kingdom........... 21 673 102 39 1,271 12 74 
Canada ....... ° 40 645 603 79 1,300 ll 722 
British Honduras......... 1 ll cece ee eee eece 
GE Meas ccuccccncece coos coe 2 40 cece 
CEE cistseneseswecs 17 42 13 540 eee 
DEE stingesevensesene Beas ee 5 145 eee eoce 
Tre 13 633 102 2,266 6 298 
SEED esccccesscoevesss 6 87 s 869 ees cece 
BETEEED coccccencccesescce 52 48: 2 1,861 22 1,061 


52 2 ir 3 
(Please turn to Page 143) 











One thousand nine hundred thirty-five years ago and Peace on Earth, Good Will to 
Men still but a sentiment. May the forthcoming anniversary inspire zeal to discover 


a way to translate the sentiment into fact. 
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The Costly Process of “One 
Only” Buying 


FEW years ago when 

merchants generally de- 
cided to proceed only timidly 
in the face of a changed eco- 
nomic order, the majority of 
retail stationers adopted the 
“buy °s you need” system 
which, along in 1931, ’32 and 
°33 developed into a “one 
only” proposition. 

Except for certain demand 
lines and items, staples and es- 
tablished stationery  special- 
ties, the “one only” system 
pretty generally prevailed. 

With a general increase in 
demand for all kinds of station- 
ery—modest though that in- 
crease has been—and with our 
occasional unmistakable spurts 
into brisk sales and better 
profits the “one only” phrase 
still decorates a large percent- 
age of retailer orders. 

Apparently this hand to 
mouth buying practice is a 
holdover from the years of 
slump, and manufacturers and 
wholesalers see in it, if it per- 
sists beyond a coming period of 
real prosperity, a heavy burden 
on manufacturer, wholesalers 
and retailer, not to say, in the 
end, the consumer. 

Merchants AS merchants are 
as inclined to follow a deeply 
ingrained habit as are mer- 
chants as people. That this 


“one only” system is deeply 


By Henry Frommes 


rooted in the minds and store 
practices of a large section of 
the retail stationery trade 
scarcely can be doubted. 


General Reduction 

While we have witnessed a 
general letdown in the quantity 
of the average retail stationery 
order over the years, there are 
scores of perfectly salable 
items of the slower moving va- 
riety which have been repre- 
sented on the dealer’s shelving 
by one or two units. 

This condition still persists. 

It is a perfectly sound mer- 
chandising theory that stock 
must come before demand at 
least in the stationery business. 
If the stationer should decide 
to buy no article for which he 
did not have an order in the 
house he would be, in effect, 
doing a stationery and broker- 
age business pure and simple. 

Within reasonable bounds 
stock must come before de- 
mand—before sales in the sta- 
tionery business. Hence, “one 
only” purchases mean frequent 
outs and frequent outs mean 
lost sales. 


The stationer is a supplier 
and his profit represents a 
service performed to the public 
which includes the availability 
of merchandise when and as 
wanted. If he fails to have rea- 
sonable stocks on hand he has 
failed in the objective of his 
business. 


As to Present Conditions 


Now, in the main, retail sta- 
tionery sales have been slow- 
ly but surely on the upturn, 
with occasional set backs, of 
course, but in the main the 
trend has been for the better. 

For one thing, in the com- 
mercial field, customers have 
been increasing orders which 
makes more demands upon the 
stationer’s own stocks. How- 
ever, there still is witnessed 
the tendency of the retailer to 
purchase on the hand to mouth 
basis—through habit. 

A number of wholesalers and 
manufacturers with whom I 
have discussed this matter re- 
cently feel that the retail sta- 
tioner is fully justified in step- 
ping up his buying at present. 
The economies that accrue may 
easily be lost sight of. They 
are real. 

The handling of small orders 
is costly not only to the factory 
and the distributor, if any, but 
also to the stationer himself. 
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Short stocks in a retail store 
place a very definite extra bur- 
den on the time and energy of 
the employes. In astore where 
out of each ten requests for 
merchandise, four must be 
turned down or deferred be- 
cause of “outs,” the addition 
this makes to overhead is sur- 
prisingly great. 

Such overhead increases 
through ordering, checking, 
stocking, handling may well 
wipe out profits on certain lines 
and items entirely. 

Hence, the stationer in self 
defense must pass this higher 
eost of doing business along to 
the consumer. 


Effect on Trade 

Add to this the resultant ef- 
fect on consumer trade where 
outs are frequent. 

The whole thing rests on 
over-caution. 

No one will argue that the 
stationer should pile his 
shelves high with merchandise 
for which there is no brisk de- 
mand. The trouble lies in the 
fact that he is inclined to lean 
back too far the other way. 

Or, his buying is unbalanced. 

The same condition exists in 
the hardware trade, as recent- 
ly noted in Hardware Age. It 
also exists in the drug business 
to a certain extent. 





OFFICE APPLIANCES 


However, the stationery 
business suffers especially from 
over-caution in ordering inas- 
much as it is more of a supply 
and warehousing line. 

For a stationery customer to 
be continually made to wait 
until the stationer orders what 
is wanted, he might as well buy 
by mail. 

There is only one factor that 
works a greater hardship on 
retailer, jobber and manufac- 
turer than over-caution in buy- 
ing and that is slipshod or un- 
balanced buying, but over-cau- 
tion is a holdover from condi- 
tions or threats of conditions 
which scarcely exist today. 


What Is the Real Function 
of Your Retail Store? 


Fred C. Schaefer, of the 


Sanford 


Manufacturing Company, Asks and 
Answers Some Significant Questions’ 


VEN though a customer 

comes to your store with 
the idea of only buying what 
they come in for (otherwise 
known as demand merchan- 
dise) what are you doing to in- 
vite them to buy other desir- 
able merchandise (known as 
impulse merchandise) ? 

The stores which are today 
having the best and fastest in- 
creasing retail business are the 
ones that devote every possible 
square foot of display space to 
the display of the articles they 
wish to sell, not the boxes in 
which this merchandise is 
packed. 

The distance between coun- 
ter height (thirty-five inches) 
and top of shelving (six to 
eight feet) is within the range 
of your customer’s vision. 
Wherever your customers 


might reach, they should be 
looking at things which you 
have to sell. You are in busi- 
ness to sell. Make it easy for 
your customer to buy. Make 
your goods tempt your cus- 
tomer; make your goods appeal 
to your customer. How? By 
making your customer see them 








Mr. Schaefer 


wherever his eyes may turn 
while in your store. 


Profitable Use of Costly Space 

Some stores pay such a high 
rental that their owners feel it 
necessary to figure the dollar 
value of each square foot of 
space. Vision space is of no 
value when it is occupied with 
boxes containing goods. The 
goods themselves must be seen 
to create the desire from your 
customer. Even though some 
merchandise has never been 
displayed outside of the boxes, 
the time is here when station- 
ers must devise some method 
of showing the actual articles, 
not the boxes. 

Sales of many articles which 
are now displayed in show 
cases, under counter height, 
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can be greatly increased by 
glassing in certain sections of 
shelving, putting them directly 
in line with your customers’ 
vision. 

Wide aisles in a retail store 
always invite circulation of an 
entire store, especially if cross 
aisles are a trifle wider than 
others. Aisles less than four 
feet wide stop your customer, 
while the wider aisles make 
your entire store easily acces- 
sible. Many fine stores with 
plenty of square feet of aisles 
find that their customers use 
only a small part of the store 
because cross aisles are too 
narrow or spaced too far apart. 
High Displays Obstruct Vision 

It might be well to point out 
here that vision is also often 
obstructed throughout the 
store by high displays between 
shelving. This will always have 
a tendency to stop your cus- 
tomer from using more of your 
store. 

You have a store for the pur- 
pose of displaying as many of 
the things you sell as you pos- 
sibly can. Your customer can- 
not see them if he does not 
pass them. He will see them if 
you make it easy for him to 
circulate through all of your 
store. You can do this if you 
have wide aisles and no high 
obstructions between shelving. 

No matter how completely 
your customers circulate 


through your store, there are 
always certain locations more 
congested than others. These 
locations are always the points 
to use for merchandise which 
you are making a special effort 
to sell. They have the best op- 
portunity to make sales be- 
cause the most people see them. 
You can increase sales on any 
particular item by placing it 
where the most customers come 
into contact with it. Find the 
best customer contact point in 
your store and use it. It will 
pay you handsomely in in- 
creased sales and profits. 


Profit in Impulse Merchandise 


Profitable retail stores no 
longer rely on the sales made 
to people for demand merchan- 
dise, in other words, the arti- 
cles they come in to buy. 

Profitable stores are selling 
large quantities of goods that 
are appealingly, temptingly and 
irresistibly displayed. You are 
competing with all lines of 
business for your customer’s 
dollar. Make it difficult for him 
to resist buying what you have 
to sell. 

A retail stationery store can 
really be a customer selling 
store, instead of a stock room 
showing only the boxes in 
which goods are packed, in- 
stead of the articles them- 
selves. 

If you are the proprietor or 
manager of a stationery store, 
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get out on the floor for a few 
hours every week and observe 
your customers. Notice what 
they buy, where they walk, 
what they see, what they buy 
that they had no intention of 
buying. Try to make your cus- 
tomers do what you want them 
to do. You can do it if you learn 
to understand customers’ 
whims and habits. Most people 
are alike—they find it difficult 
to resist buying if you make it 
easy to buy. 


*NoTE.—Mr. Schaefer is a thor- 
oughly versed student of store ar- 
rangement. Throughout his career 
as a manufacturers’ representative 
calling upon retailers, he has ap- 
plied an alert mind to the store 
problems of dealers, constantly 
analyzing and interpreting for the 
benefit of stationers. In February, 
1930, when he was chairman of the 
bureau of open display and store 
arrangement of the National Sta- 
tioners Association, an article by 
him under the title “Some Funda- 
mentals of Store Arrangement” 
was presented in Office Appliances. 
Then, as now, he emphasized the 
value of good display, forcefully 
and concisely delineating the basic 
factors to be considered. Under 
the heading, “Northwest Travelers 
Notes,” contributed each month to 
Office Appliances by Mr. Schaefer 
in his capacity of correspondent 
for the Northwest Travelers Club, 
will be observed, dropped in be- 
tween news items, terse comments 
and questions dealing with store 
arrangement and merchandise dis- 
play. Each fillip is indicative of 
Mr. Schaefer’s broad understand- 
ing of this important subject. 


It is almost a certainty that the business man of average intelligence can accomplish just 


about what he sets out to accomplish if he will concentrate all his efforts on that one thing 


and stick to it, working for it and believing in it. 


If there is one prospect you particularly want to sell, one company or one family whose 


business you are anxious to get, concentrate on that one and persist and you will, almost in- 


evitably, win that patronage. If you are right there with the persistent single purpose, you will 


one day find resistance weak and the door will open to you. 


(All Rights Reserved—Frank Farrington) 











EDITORIAL 


In the spirit of the approaching Christmas anniversary, we greet you 
friends: you here at home and you in lands across the seas. 

From our respective creeds and ideals, to which we direct our thoughts 
to exalt the mind, may good will find ways to translate into fact the senti- 
ment of Peace on Earth, by which all nations will be blest. 


Legality of Loose Leaf Records 


The following press dispatch from London, 
England, appeared in the New York Herald Trib- 
une of November 5, 1935: 

“A recent court decision that a loose leaf book 
is not a ‘book’ within the meaning of the British 
companies act—which prescribes that minutes of 
directors’ meetings must be kept in a ‘book’—has 
caused a big flurry in English legal circles. 

“All the big British banks use loose leaf ledgers 
and account books, but they did not do so until 
learned and expensive counsel had advised them 
that such records should be acceptable as evidence 
in the courts. 

“Sir John Simon, for example, when practicing 
at the bar, is understood to have advised clients 
that the mechanical construction of a book should 
have nothing to do with its value as evidence. 
And the courts have tacitly sustained this view 
by not raising objections to evidence offered in 
the form of a book with easily detachable pages. 
However, to be on the safe side and prevent any 
possibility of abuse some big companies have 
their more important loose leaf books constructed 
with lock and key. 

“But the recent decision of Mr. Justice Bennett 
stresses the fact that the records in a loose leaf 
book can admittedly be tampered with and that 
this rules them out as suitable for minutes books 
under the companies act. 

“This has set solicitors digging into the situa- 
tion afresh.” 

Upon introduction over here, loose leaf forms 
encountered a similar resistance. A couple of 
states went so far as to pass laws against the use 
of loose leaf records for legal evidence. It was 
not long, however, before the antipathy was over- 
come by appreciation of the fact that while sheets 
might be withdrawn from a loose leaf account 
book, the opportunity for falsification of records 
was hardly any greater than when bound books 
were used. Probably no greater fraud could be 
perpetrated through misuse of loose leaf records 
than by manipulation of entries in bound books. A 
bound book is no protection against dishonesty. 


sew York Faw Trade Act 
Unconstitutional 


@ The New York fair trade act, designed to 
maintain the price-cutting control feature of the 


late NRA, last month suffered a setback accord- 
ing to newspaper reports on November 19th when 
it was declared unconstitutional by Justice Fred- 
erick P. Close of the State Supreme court. 

Justice Close handed down his decision when 
he denied an injunction sought by Doubleday, 
Doran & Company to restrain R. H. Macy & Com- 
pany, New York department store owners, from 
selling Doubleday & Doran books below a stipu- 
lated price contracted in a fair trade act agree- 
ment. The State Supreme court held that con- 
trol of price cutting is not within the jurisdiction 
of the state legislature and may be legally au- 
thorized only through an amendment to the con- 
stitution. 

“Another defect,” the jurist ruled, “is the at- 
tempt to give to private persons unlimited powers 
over the property of others. Unless the courts are 
prepared to hold that by placing his brand upon a 
commodity, the producer retains a property right 
to that commodity until it reaches the hand of the 
consumer, so that he may fix its price at every 
stage of distribution, this statute must fall.” 

Meanwhile attorneys for the bookselling com- 
pany are planning to appeal the decision to the 
United States Court of Appeals. 


oe 


Opportunity for Conunercial 
Stationers 


@&® Under a heading of “How the Commercial 
Stationer Can Make a Profit on the Social Security 
Act,” a special bulletin, written by General Man- 
ager Charles P. Garvin, was recently issued by 
the Retail Sales Division of the National Station- 
ers Association. 

The Social Security Act, which goes into effect 
on January 1, 1936, is of especial interest to com- 
mercial stationers particularly because it will ne- 
cessitate the use of an immense number of forms 
by every employer. Commercial stationers should 
supply these forms. 

After defining the various types of employes 
who are qualified to benefit under the new law as 
well as list those who are exempt, the bulletin 
points out that it is going to be absolutely neces- 
sary for an employer to keep a record of every 
person who works for him, his employment and 
his earnings. In addition, it is shown, the em- 
ployer will be required to maintain a very compre- 
hensive payroll record with which to work out 
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his taxes and keep tabs on earnings with deduc- 
tions, lost time and many other involved matters. 

Because the basic Act subdivides itself into sev- 
eral subsidiary acts, the bulletin points out, the 
stationer should be able to sell enough forms and 
systems to not only relieve himself of the burden 
imposed by the legislation but to also make a 
profit. Included in the sub-divided acts are old- 
age assistance, dependent children aid, maternal 
and child health, crippled children, child welfare, 
vocational rehabilitation, public health, unem- 
ployment law administration, and aid to the 
blind. 

In suggesting that commercial stationers 
should obtain a copy of the Act from their local 
post offices, the bulletin includes the following 
points to be borne in mind: 

1. That on the federal unemployment tax em- 
ployers must begin keeping their records in Jan- 
uary, 1936. 

2. That every employer who on each of twenty 
days in twenty different weeks of a taxable year 
employs eight or more persons some portion of the 
day is liable for this tax. 

3. It may be necessary for many employers to 
revise entirely their whole system of accounting. 

Indicative of the vast amount of bookkeeping 
which must result from this new law, it was 
shown, is the fact that records will probably have 
to be kept on some 25,000,000 persons. Likewise, 
changes in system and method will greatly add to 
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the sales of visible equipment as well as forms. 

In a survey recently conducted by Office Ap- 
pliances it was revealed that most of the loose 
leaf companies have made up forms for keeping 
Social Security Act records. These, it was learned, 
are based on advice of tax experts because the 
government has not designated set specifications 
for the forms. 


+o» 
Suggestion 


From many sources come reports of an increas- 
ing number of dealer orders for many commodi- 
ties. As one manufacturer expressed it—‘hand 
to mouth buying is being speeded up”—which in- 
dicates more purchasers in the retail stores, some 
of whom are increasing the amounts of their pur- 
chases. 

For a long time many retailers have carried 
minimum stocks of standard items and practically 
no stocks of many other things, for which there is 
frequent sale. It has been the practice to place 
the orders for their requirements when the goods 
were sold. The manufacturers of many of these 
items are busy with their production but all con- 
cerned would be advantaged if more goods were 
ordered at atime. Increasing business should en- 
courage these dealers to stock up a bit. It would 
be a convenience to his customers and probably 
some economy to himself. And there is another 
reason. In the slight impulse that has been given 
to general business is a hint of advancing prices. 


Dahlke Helps Out in Big Way 

When Ben Dahlke, president of the 
Dahlke Stationery & Manufacturing 
Company, Buffalo, N. Y., courteously 
made a little suggestion he probably 
didn’t realize how the good deed would 
blossom out into three-way cause for 
celebration. But it did, and here is 
how it came about. 

It all began when J. B. Laun, presi- 
dent of the Kiel Table Company, Kiel, 
Wis., was forced to vacate his 
plant on a notice of only a few 
days. Orders were pouring in, 
scores of articles were in the 
process of manufacture, and 
moving would entail curtailed 
production and a serious loss of 
money. 

But the powers that be were 
adamant and the order to 
vacate stood. In desperation 
Mr. Laun wrote a letter to Mr. 
Dahlke as well as a number of 
others from whom he purchased 
supplies asking for information 
on a likely location where he 
could resume production with 
the least possible loss. 

Mr. Dahlke replied by return 


mail advising the harassed head 


Here and Ihere 


of the table manufacturing firm to con- 


tact the Buffalo Chamber of Commerce. 
Mr. Laun did so and immediately things 
began to hum with the following results: 

1. The table company became co- 
tenant with the R. G. Kittinger Shops 
in North Tonawanda. 


2. The two organizations became ex- 


tremely friendly with the result that a 
merger was worked out and there was 
established an operating company called 





Karl H. Von Weigand, Chief of Foreign Correspondents, 
International News Service, at His Remington Portable 


Typewriter. 


Kittinger-Laun, Inc., which now does 
all the manufacturing and purchasing 
but sells through the other two corpo- 
rations. 

And now all three firms are prosper- 
ing; Mr. Dahlke is the proud possessor 
of a letter of appreciation, and the com- 
munity is proud of a merger of two 
firms which brought additional business 
to the territory. 

Veteran Typewriter of 
Many Wars Replaced 
by New One 
When Karl H. Von Weigand, 
chief of foreign correspondents 
for the International News 
Service, was assigned to cover 
the present strife between Ethio- 
pia’s dusky warriors and Italy’s 
troops, he regretfully parted 
with an old-time war buddy—a 
battered and aged Remington 

portable typewriter. 

The old Remington had trav- 
eled thousands of miles with 
Mr. Von Weigand to every 
nook and corner of the globe. 
The two had once trekked 
across the Sahara desert, had 
covered the Indian uprising and 
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had been among those present during 
the Sino-Japanese war in 1932. And 
when the war correspondent dashed by 
plane and fast boat to the scene of the 
battle of Shanghai, so did the Rem- 
ington. 

According to records of the portable 
division of Remington Rand, Inc., the 
old typewriter was still servicable but 
was decidedly outmoded when com- 
pared with the brand new Remington 
Mr. Von Weigand is at present = 
ging through the African brush for the 
benefit of I.N.S. newspapers and 


readers. 


Dietz Adds Daugherty Visible to 
Typewriter Collection 


Continuing his search for old type- 
writers to add to his collection at the 
Milwaukee Museum, Alderman Carl P. 
Dietz of Milwaukee is carrying on with 
unabated enthusiasm. His latest acqui- 
sition is a Daugherty Visible, which was 
the predecessor of the Pittsburgh ma- 





Carl P. Dietz And One of the More 
Recent Additions to His Collection of 
Old Typewriters. 


chines, models numbered Ten and 
Twelve. The Number Ten Pittsburgh 
retained the fan-like type-bar arrange- 
ment used in the original Daugherty. 
With good reason, Mr. Dietz expresses 
doubt that many of today’s typewriter 
men ever heard of (much less saw) a 
Daugherty machine. 

On giving a bit of interesting type- 
writer history, Mr. Dietz states that in 
the Number Twelve Pittsburgh all the 
bars were parallel instead of fan-shaped. 
The Schilling Brothers of Pittsburgh last 
brought out the Pittsburgh under the 
names of Reliance and Schilling. The 
Daugherty was first produced in 1890 
and was the invention of James Denny 
Daugherty, a stenographer of Kittan- 
ning, Pa. 

During the week of October 21 Mr. 


Dietz attended a convention of comp- 


trollers and accounting officers at Knox- 
ville, Tenn. He was comptroller of Mil- 
waukee during 1910-1912 and as pres- 
ent chairman of the finance committee 
has continued to be interested in the as- 
sociation. As has been his custom since 
starting to collect typewriters, he made 
calls at Knoxville, Chattanooga, Atlanta, 
Birmingham and Nashville in search for 
more odd machines for his collection 
before returning home. One port of 
call was the store of W. AA. Johnston 
of Knoxville, who gave him two ma- 
chines for his collection in August, 1934. 


oe 


Manuscript Tells Wild 
Duck Hunt Details 


Editor’s Note-—Non-sportsmen have 
often wondered what goes on when 
duck hunters are out duck-hunting. For 
years the mysterious doings have been 
carefully guarded secrets known only to 
the hunters themselves. The following 
manuscript, found in the wilds of 
Southern Illinois and brought back to 
civilization, tells the story. 


Three boats were plowing a river in 
Southern Illinois, each piloted by a 
guide. Had it not been just before dawn 
an observer might have discerned the 
features of the leader of the party, Art 
Ames (believed to refer to the head of 
the Ames Supply Company, Chicago) 
together with six others of his ilk, El- 
mer Young and John Grobark (Young 
Office Equipment Company), Arthur 
Froehlich (Reliable Typewriter & Add- 
ing Machine Company), and three 
others. 

After breakfast at 4 a.m., at which 
Mr. Froehlich demanded four eggs, 
ham, waffles, orange juice, toast and 
coffee, and didn’t get them, the ritual of 
hunting began. 

Mr. Froehlich shot aimlessly here and 
there but the ducks were so plentiful 
that he couldn’t miss them all so he 
acquired the legal limit of ten after he 
had crawled into a blind primarily to 
take a nap. John Grobark, however, 
noticed that the supposed sleeper was 
gradually inching himself toward the 
lunchbox, whereupon he moved it to a 
place of safety. Disgusted, Mr. Froeh- 
lich turned his attention to the clouds 
of ducks begging to be shot. 

Elmer Young amused himself by 
shooting at ducks a mile away, explain- 
ing that he liked to hear the shells ex- 
plode. Under persuasion he finally con- 
sented to wait until the game came 
within shotgun distance and a few more 
careless ducks fell to the bags. Mean- 
while Mr. Grobark knocked off a brace 
of fine crows and argued for an hour 
that they were “big black mallards.” 

During lunch Art Ames did a lot 


more plain and fancy shooting, gener- 
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ally straight up, but nothing happened. 
The ducks were getting tired of the 
game and had gone home. 

But the seven men did bring home 
140 of the birds, the two-day legal 
limit. 

Editor’s Note-—Here the manuscript 
ends. 


-_o-— 


Hegarty Goes After Pickerel 
and Gets ’em 


When D. C. Hegarty, advertising 
manager of the National Blank Book 
Company, Holyoke, Mass., recently 
went to the Perkins pond in Pearl City 
to fish for pickerel, other anglers and 
natives of the territory gave him a polite 
equivalent of the well-known horse 
laugh. 

No pickerel this year, they said. Bass? 
Plenty of bass. But pickerel bait and 
hooks were just a waste of time, they 
lamented. Pickerel for some reason were 
as scarce as the proverbial hens teeth, 
they assured him. 

But Mr. Hegarty, being an advertis- 
ing man with plenty of imagination, 
anyway, couldn’t see it that way. So he 
jauntily set out with plenty of bait and 
plenty of hooks just the right size for a 
scrappy pickerel. 

P.S. Advertising Manager Hegarty 
returned that night with nine pickerel, 
the largest of which was big enough to 
contain a six-inch blue gill which it had 
swallowed for lunch. 


-o-— 


John Riedell—A Sketch 
One of the speediest order-takers in 


the stationery trade, it is said, is John 
A. Riedell, sales manager of the Weldon 
Roberts Rubber Company, Newark, 
N. J. His cheery “Good Morning” pref- 














John A. Riedell, Sales Man- 
ager of the Weldon Roberts 
Rubber Company. 


aces a sales talk both concise and effec- 
tive, and, with the order signed, he is 
out and away to the next customer. In 
his social contacts, however, he has a 
fund of anecdotes and interesting ex- 
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periences which delight his friends. 

Mr. Riedell takes special enjoyment 
out of his trips to Canada. He has been 
visiting the Canadian market for over 
twenty years, and has derived much 
pleasure and satisfaction from his visits 
to the cordial group who comprise the 
Canadian stationery trade. Some time 
ago the company adopted a slogan 
which is peculiarly adapted to Canada 

a two-language country: “Weldon 
Roberts Erasers Correct Mistakes in any 
Language.” Mr. Riedell attended the 
recent All-Canada Stationers convention 
in Toronto and demonstrated the com- 
pany’s wares in the accompanying mer- 
chandise exhibit. 

Weldon Roberts erasers are sold 
through the stationery trade exclusively. 


od 


Correctly Presenting Mr. Bickett 

Two active gentlemen at the recent 
stationers’ convention in Kansas City 
were L. M. Bickett, who operates L. M. 
Bickett Company, Watertown, Wisc., 
and S. A. Martin, sales manager of 
American Automatic Electric Sales 
Company of Chicago. In a group of 


convention pictures on page 19 of the 

















j 


L. M. Bickett 





November number of Office Appliances, 
Mr. Bickett’s name appears opposite a 
portrait of Mr. Martin. Mr. Bickett’s 
picture was taken but unfortunately was 
not used because of a mishap. He was 
not disturbed in the least by the use of 
his name in the cut lines. Indeed, he 
thanked the publishers of this journal 
for the flattery in placing “another guy’s 
mug over my name. 

Mr. Martin made a second appear- 
ance in the convention story, accom- 
panied by A. L. King of Ward’s, Bos- 
ton. In that picture he is properly 


labeled. 


-—o— 


Japanese Pictorial Recalls Life 
of Lafcadio Hearn 

The October overseas edition of 

Japan in Pictures contains an interest- 

ing two-page spread of pictures con- 

cerning the life of Lafcadio Hearn, 

























Charles P. Garvin at his office desk on the morning of his fiftieth birthday 
anniversary. Before him are choice blooms from the conservatory, a beauti- 
ful tea set wrought in the finest art of silversmithing, a tempting example of 
the highest skill in pastry cooking and a stack of letters and telegrams all of 
which might be expected to make his countenance radiate joyousness. And 
yet, old friends of the General Manager will observe a new expression. Shall 
we say subdued? When first seeing the photograph, we wondered about it. 
Then a day or so later came a letter from an old friend with the statement 
“Charlie says the events of the morning of his birthday ‘got’ him. He reached 
the office all right. Then something happened. I have a notion that he ran a 
splinter in his lachrymal glands on the way down—or got a cinder in his eye.” 


noted author who died a naturalized 
Japanese thirty years ago under the 
adopted name of Koizumi-Yakumo. 
The pictures present interior and ex- 
terior views of the home in which Mr. 
Hearn lived as well as the gardens sur- 
rounding it. Also there are views of the 
Yakumo Memorial Hall in Matsue, a 
part of Mr. Hearn’s collection of Jap- 
anese pipes and a portrait of Ryuji 





Here’s UEF Prize-Winning Picture. 

This clever photograph won first prize 
in an amateur photographer’s contest 
staged by Elmer I. Campbell, editor of 


the Underwood Elliott Fisher UEF 
News. The man who snapped the shutter 
was Dick Eggleston of the Denver, Colo., 
office. The snapshot was labeled “Hunt 
and Peck” and the young fellow in the 
semi-nudist attire was Master Teddy 
Hamilton, a neighbor of the Eggleston 
family. 


Tanabe, author of “Koizumi-Yakumo.” 

Besides captions for the various pic- 
tures there is a center box containing 
a brief outline of Mr. Hearn’s life as 
a true samurai. The text is written in 
English and French. 

Mr. Hearn’s memory is enshrined in 
the minds of countless Japanese men 
and women and their children. His life 
as Koizumi- Yakumo takes its place with 
other events of national scope in the 
teachings of the Japanese. It is for this 
reason that Mr. Tanabe is writing his 
book. 

The magazine, which is known as 
the Asahigraph Overseas Edition and 
was fully described in the September 
issue of Office Appliances, is sent to 
this journal through the courtesy of the 
Masaki Yamato Pencil Company, Ltd., 
Tokyo, Japan. 


+ o> 


Topeka Journal’s Golden 
Anniversary 

The Topeka State Journal, Topeka, 
Kans., published a monumental issue 
October 30 celebrating the fiftieth an- 
niversary of its founding. In it we note 
advertisements by the Crane Company, 
Hall Lithographing Company, Topeka 
Typewriter Exchange and Western 
Typewriter Company. The issue is re- 
plete with interesting historical matter, 
including two columns of reminiscences 
by Frank S. Crane, of Crane & Com- 
pany, who depicted Topeka when it had 
a population of but 5,000, and none of 
the modern conveniences of transporta- 
tion and communication. 
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Filing Systems for Unusual Uses 


Note—The house of Shaner & 
Knauer was established in 1886 
and during the years intervening 
it has built up a large and flour- 
ishing business handling The Gen- 
eral Fireproofing Company’s AIll- 
steel line, Sikes period furniture, 
school furniture, bank equipment, 
hotel equipment, etc., besides 
many items in the specialty field 
such as dictation machines, type- 
writer supplies, machine book- 
keeping supplies, etc., not forget- 
ting visible record equipment. 
The firm occupies desirable quar- 
ters in the Guarantee Trust build- 
ing annex, and is composed of 
Joseph L. Shaner and Arthur 
Knauer. 


" E HAVE compiled,” says 

Mr. Shaner, “a filing sys- 
tem which may be called ‘Photo- 
graphic Plates of Early Building 
Locations and Sites of Atlantic 
City from Its Infancy.’ This filing 
system,” continued Mr. Shaner, 
“was compiled from the stand- 
point of dates, starting with early 
Atlantic City and bringing the il- 
lustrations up to the present time. 
Under each date’s heading, plates 
were filed according to the loca- 
tion beginning at the beach front 
and extending backward into the 
city. 

Another filing system of interest 
is that which houses large X-ray 
plates filed in an oversized filing 
cabinet. This system is arranged 
by giving each case a number, 
and there is a cross-index alpha- 


By Frank J. Shaner 
of Shaner & Knauer, 


Atlantic City, N. J. 














Mr. Shaner 


bet in a small three by five card 
file. 

Our most interesting and worth 
while system has been what we 
call our permanent expanding 
mailing list system for hotels. 
Some of our systems for this pur- 
pose have as many as fifty thou- 
sand or sixty thousand cards on 
file. These systems are usually 
started when the hotel has suc- 
ceeded in getting together from 
five thousand to ten thousand 


cards. Such a mailing list is part 
of the hotel’s stock in trade. 

We start these mailing list sys- 
tems with a two hundred divi- 
sional alphabet set of indexes in 
the first and second position only. 
The fifth position we use for 
proper names. The third position 
is employed for expanding the 
original indexes and the fourth 
for expanding the third position 
guides. Two new cards in back of 
any one guide immediately show 
that the mailing list system needs 
to be expanded, and additional 
guides are therefore put into the 
third or fourth position as re- 
quired. This can go on endlessly, 
hence we call it our permanent 
expanding system. 

Different celluloids are used for 
all positions. There are also sev- 
eral variations in the manner in 
which these systems are used. 
Some hotels break up the mailing 
list into districts from where their 
guests are sure to be obtained. 
Some break up the lists into 
metropolitan districts. We are 
told by some of our hotel cus- 
tomers that by the proper use of 
a mailing list system, they have 
been able to increase their business 
considerably. 

By the different colored signals 
on the cards, different classes of 
guests can be immediately recog- 
nized. For instance, the guest 
who pays a visit to the hotel at a 
certain time each year is put in 
one classification. Another is for 
a class of guests who visit over 
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holiday periods. The mailing list 
will also show what territory to 
circularize at certain seasons of 
the year. The mailing list card 
should also show when the guest 
paid his last visit so that his com- 
plete history will eventually be 
shown on the card. The card 
should also show what accommo- 
dations the guest prefers. 

Here is another interesting filing 
system. In New Jersey, certain 


classes of counties are permitted 
to have permanent registration 
for voting. This registration lasts 
for twenty years. It is up to the 
voter to register at the office, after 
which he need not register again 
for a score of years unless, of 
course, he has a change of address, 
when he is supposed to report im- 
mediately to the registration office 
and have his name transferred to 
the new address. In our county, 
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some thirty-five thousand voters 
are registered and listed on cards. 
It was interesting for us to suggest 
and create an index system for the 
registration of these voters. The 
cards are classified under ward, 
district and precinct beginning 
with the first district, first pre- 
cinct to the first ward and ending 
with the last district, last precinct 
of the fourth ward, there being 
four wards in Atlantic City. 


The Posture Chair Opportunity 


EALERS’ survival depends no 

more on fighting than on 
adaptation to new and changing 
conditions. The opportunist gen- 
erally comes out ahead. He is fir- 
ing rifle balls at a target where the 
field is firing bird shot at nothing 
in particular, all of which leads up 
to an accelerating opportunity 
that exists right now. I refer to 
the wave of preference for chairs 
of the “posture” type. Without at- 
tempting to cover any scientific or 
technical aspects, the subject has 
a few high spots that are highly 
pertinent to the dealer. 

The human body had taken its 
present shape long before chairs 
were thought of. When chairs 
finally appeared on the scene, they 
naturally were not designed with 
scientific foresight, and strange to 
say, there was no gradual evolu- 
tion in a postural sense. In fact, 
the ordinary chair of today, gen- 
erally speaking, has no postural 
advantage over the chair of 5000 
years ago. 

The first great change came in 
Great Britain during the World 
War when women were drafted for 
sedentary employment to replace 
the men who were sent to the 
front. The mass physical break 
down and fatigue ensuing attract- 
ed attention of industry, and 
necessity, the old Mother of In- 
vention, got on the job and the 
“posture chair’ was born. It was 
made of steel and was adjustable 
to the individual anatomy of the 
user, and the movement was un- 
der way. 

(Note—Although the World 
War, in its demands upon women 
taking the places of men who were 
engaged in military service, un- 
doubtedly gave impetus to the 
general recognition of values in- 


By F. L. Turner, Educa- 
tional Director, Posture 
Research Corporation 


and the DoMore Chair 


Company, Inc., Both of 
Elkhart, Ind. 











Mr. Turner 


herent in correct posture while 
seated, there were a number of 
chairs, both wood and metal, de- 
signed to induce better sitting 
habits, on the market in the Unit- 
ed States several years prior to 
1914. Consistent advertising and 
aggressive salesmanship have 
since made considerable headway 
in the task of making the business 
public “posture conscious.’’) 
Leading up to the present and 


of commercial interest to the deal- 
er, millions of men and women 
in offices and factories in the good 
old U. S. A. still sit in chairs that 
are archaic, and opposed to 
health, figure, and comfort, so 
there is plenty to shoot at. Then 
too, the change to postural seat- 
ing, gradual at first, has gained a 
momentum that spells bonanza 
for those who will fit it into their 
bag of tricks and make it one of 
their major activities. 

Steel posture chairs have the 
endorsement of office and plant 
executives, as well as medical men. 
Books and magazines are broad- 
casting the need. School officials 
are making posture a major sub- 
ject. Big business which a few 
years ago had to be sold on “pos- 
ture chairs” is now voluntarily 
buying them by the thousands. 
Reluctant buying during the de- 
pression conserved old chairs to 
the wearing out stage, so there 
will be almost unlimited replace- 
ments. On top of this, thousands 
of firms are enlarging and start- 
ing. This is going on now over a 
wide front and posture seating is 
being given careful consideration. 

There are roughly three ways 
for dealers to market them. First 
comes ordinary merchandising, 
that is by display to be sold “over 
the counter”. Next comes com- 
modity selling, that is by going to 
the public and offering them. 
Then comes educational or spe- 
cialty selling, that is by proving 
what it costs to be without one, 
which takes the posture chair 
out of the supply and demand 
category. Last but not least, it 
is powerful bait, the field is un- 
limited, the prices provide volume 
and profit, and selling is not dif- 
ficult. 
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“Nothing so good for the spirit” says the sage of Hardscrabble, Indiana, “as humbling the pride.” Sack- 
cloth beneath our undershirts, ashes in our hair and pebbles in our sandals impress us that the Hoosier sage 
is right. Which is by way of preface to announcement of omission of three of the most important addresses 
from our “complete report’ of the stationers’ convention at Kansas City and which are here presented with 
apologies to the speakers. (Backstage. “But I was told that E. J. had the manuscripts.” “Yes, but H. M. at- 
tended that session.” “I assumed W. L. had checked the program with the dummy.”) And so—too many 

editors, like too many cooks, are likely to spoil something. 


Ouch. Those pebbles!! 


Competitive Outlets 


N accepting Mr. Garvin's invita- 
tion to prepare a paper for this 
occasion, I reminded myself that 
several hundred of the smartest 
business men in this industry had 
come thousands of miles and spent 
thousands of dollars to attend this 
convention. The value per minute 
of your combined time is hard to 
estimate in dollars. In fact, it is 
almost priceless. What right, then, 
have I to consume your attention 
with only a troublesome review of 
the unpleasantries in our busi- 
ness? We have them, we have al- 
ways had them, and we always 
will. 

Especially since the repeal of the 
NRA, too large a share of our trade 
literature and even our correspon- 
dence with each other, and with 
our Washington office, has been 
dominated by pessimism and com- 
plaints. In fact, there are those 
who go so far as to lay the blame 
for most of these unfortunate situ- 
ations at the feet of our National 
Association and charge it with the 
responsibility of producing a rem- 
edy. I am not here to hold a brief 
for any of the shortcomings of our 
Association, but I do want to say 
that, as much as I think of the 
Association and its administration, 
I am not willing to give it the 
credit for any great measure of the 
success that our business may have 
enjoyed, nor, by the same logic, 
have I ever seen fit to burden it 
with the failure of any enterprise 
in which I am interested. 

Let us, then, break through this 
smoke screen of dissatisfaction by, 
which we may have been sur- 
rounded. Let us sound off with a 
note of optimism! Let us adapt 
ourselves to the new order of 
things! Let us be happy! 


Opportunity as Great as Ever 


I am satisfied that the oppor- 
tunities for accomplishment in our 
business are just as great today as 
they were in any of the boom 
times. I believe there is still a 
premium on initiative and that a 
very large share of the obstacles 


By Arthur J.Walker 
Farnham 
Stationery & School 
Supply Co., 
Minneapolis 





vy. 


Mr. Walker 





which we see in our path can be 
dealt with and turned into some- 
thing that will sustain us in our 
efforts to succeed. 

Dealing now with the subject, 
“Competitive Outlets,” I can read- 
ily vision a number of ways by 
which we can turn these apparent 
obstacles into something that will 
be helpful to us. To express it in 
another way, we should take a les- 
son from their book. Naturally, 
there are a great many outlets for 
the distribution of merchandise 
that are competitive to the sta- 
tionery industry. Probably the one 
which most strongly impresses it- 
self upon our minds is the chain 
store, but having dealt with that 
subject to the best of my ability at 
the Peoria Regional Meeting, there 
is not a great deal more that I can 
say at this time, other than to tell 
you that most of the ideas which 
were advanced at that time have 
proved themselves in actual use. 


School Supplies 


Several weeks prior to the school 
opening period we discussed in our 


organization the various types of 
competitive outlets for school sup- 
plies with which we would have to 
contend. It was our conclusion 
that we must place ourselves in a 
position to meet the market on 
this type of merchandise, what- 
ever the market was, and we found 
that we could, by certain adjust- 
ments, successfully bid for the 
greater portion of the items which 
would be called for by the students 
of the grades and high schools, as 
well as of the universities. Natu- 
rally, it involved some preparation 
and the addition of a few new 
items, but when the grade and 
high school opening week had 
passed, we were happy to find that 
our records showed a more satis- 
factory business in retail school 
supplies than we had for many 
years past. 

Aside from the student business, 
there are a great many people 
working in offices who really like 
to buy what office supply items 
they can from the chain store. 
These same people also get a lot 
of satisfaction in telling us how 
much cheaper they can secure a 
certain article in the chain store 
than they can from us. Those of 
you who have put in a line of ring 
books, for example, comparable in 
quality and price to chain store 
merchandise, will bear me out in 
the statement that when our clerks 
offer the prospective purchaser a 
20-cent cover or a 10-cent package 
of sheets, he usually admits that 
what he wants is better merchan- 
dise, because the difference in 
quality is so apparent, when the 
two articles are shown side by side. 


The Purpose of Competitive Items 


Please let me repeat one thing 
that I said in Peoria and that is 
this: The greater portion of the 
articles we put in stock to meet 
competition of the chain store re- 
mains unsold after display, but 
it serves the very important pur- 
pose of convincing the prospective 
buyer that the better grades of 
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similar articles are fairly priced. 

Just one more thought on the 
subject of chain stores—an idea in 
psychology. Some time ago we 
painted the front of our retail 
store to resemble somewhat the 
appearance of the 5- and 10-cent 
store standard front. The shade 
of the paint required to give this 
effect is perhaps not altogether in 
keeping with the dignity of our in- 
dustry and, I will confess, the 
thought of the undertaking actu- 
ally hurt my pride. It has devel- 
oped, however, that the damage 
done to my morale has been gener- 
ously repaired by increased busi- 
ness. Our store front serves as a 
silent invitation (although it is 
perhaps somewhat misleading) to 
the buyer who thinks he likes 
chain store atmosphere. 

This plan may not appeal to 
those of you who prefer to operate 
refined and beautifully appointed 
merchandising establishments. We 
have tried both kinds, without 
reaching the extreme in either, 
and are being guided by the re- 
sults which we have obtained. 

There are many other channels 
of distribution to which the com- 
mercial stationer can refer as com- 
petitive outlets. Among these we 
might name the following: Mail 
order houses, department stores, 
printers, brokers, jewelry stores, 
gift and art shops, wholesale paper 
houses, school supply dealers, and 
news stands. These various types 
of business, in their own peculiar 
method of distribution, overlap the 
efforts of the commercial sta- 
tioner, but if we, as stationers, are 
honest in our convictions, we must 
admit that we are overlapping 
their sales efforts on a great many 
items which were originally han- 
dled by them. It, therefore, seems 
to me that the only inherent right 
that the stationer can claim in the 
sale of merchandise must be based 
on the quality of the job that he 
does in selling that particular 
merchandise. When any one of 
these different types of businesses 
does as good a job as we do, ona 
given article, based on service ren- 
dered and stock carried, we are 
going to find that business very 
much in our picture. Should he do 
a better job than we are doing, we 
may be forced to pass out of the 
picture. No one has ever refuted 
the doctrine of “survival of the 
fittest.” 


A Legitimate Objection 
We do have a legitimate objec- 
tion that can be forcefully pre- 
sented against the fellow who does 
not perform the same function 


that we do and yet receives the 
same compensation from the man- 
ufacturer. Such an example would 
be the small printer or so called 
broker, who carries no stock of 
merchandise and makes no pre- 
tense of operating a store, but who 
is permitted to handle an occa- 
sional big deal for some manufac- 
turer who allows him the same dis- 
count and places him in a position 
to undersell the legitimate com- 
mercial stationer who must take 
care of his normal overhead. 
Much has been said in this in- 
dustry on the subject of manufac- 
turers’ policies. Most of our manu- 
facturers distribute their products 
on a plan that is favorable to the 
stationer. Some of them do not. 
In the past the dealers have usu- 
ally discovered the unfair ones by 
experience, and experience, while 
a good teacher, is a costly one. 
With the aid of the measurement 
plan, the dealer’s selection of his 
sources of supply should be made 
much easier. A strong dealer— 
which does not necessarily imply a 
large one—will guard against the 
pioneering of lines of merchandise 
for a manufacturer who will not 
give him definite assurances that 
the results of his promotion work 
will be protected. We can no 
longer afford to introduce products 
at a heavy expense to ourselves, 
only to find that when the time for 
re-ordering comes around, we have 
lost the business to someone else 
who has been able to obtain the 
article at the same price that we 
have to pay for it, and who is sat- 
isfied with a very small profit on 
his sale because he has had to 
carry no stock and spend no 
money in introductory work. A 
manufacturer who underestimates 
the value of his distributor to this 
extent is no better than the one 
who gets a dealer to do his pioneer 
work for him and then comes in 
and takes the re-order himself. 


The Wholesale Paper House with a 
Stationery Department 

In some cities there is still to be 
found the wholesale paper house, 
with a_ stationery department, 
which is unable to distinguish be- 
tween the consumer and the dis- 
tributor. This situation can usu- 
ally be corrected by a little co- 
operative effort on the part of the 
dealers in using the facilities of 
the wholesale house insofar as his 
stock and prices will permit. If the 
dealer expects the local wholesale 
house to recognize his exclusive 
right of sale to the consumer, the 
wholesaler is entitled to the same 
kind of co-operation from the 
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dealer, in order that the flow of 
merchandise may follow the prop- 
er channel until it reaches the 
consumer. 

Mail order competition from 
houses usually operating out of a 
large city, which involves the use 
of cut price catalogs distributed to 
large buyers, has always been a 
disturbing factor in our business. 
After a rather careful study of this 
class of competition in our com- 
munity, I find that the amount of 
office supply business going to out 
of town mail order houses is de- 
creasing rather than increasing. 
The business lost to mail order 
houses can be minimized by the 
proper kind of sales effort, which, 
among other means, may employ 
the use of a temporary price re- 
duction that can usually be aban- 
doned after the buyer has satisfied 
himself that the mail order house 
service is in no way comparable to 
the service the local dealer can 
give him. 


Commercial Stationery a 
Basic Industry 

Distribution of commercial sta- 
tionery and office equipment is a 
basic industry, because our prod- 
ucts are vital factors in the con- 
duct of every business. Our market 
will be constant. Failure to recog- 
nize the rapidly changing methods 
of distribution and the demands 
made upon us by our customers 
will not keep us abreast of the 
times. Continued concentration of 
effort to sell only those commonly 
used and mass produced articles 
of office supplies is not conducive 
to better and bigger buinesses. It 
is the sale of these things which is 
being taken away from us by our 
overlapping competitors in other 
lines of business. We must explore 
other fields of related endeavor 
and take from them the lines 
which will better enable us to use 
the high type of service selling 
which we are so well prepared to 
give. 

Our business needs new blood, 
not only to vision, but to take ad- 
vantage of the opportunities that 
lie ahead of us. We must surround 
ourselves with young, efficient, and 
well paid assistants. Youth is 
quicker to tune in on this era of 
new deals than age. 


Effect of Competitive Outlets 

The inroads that have been 
made by competitive outlets in the 
office equipment business are seri- 
ous. I hope that some of the 
thoughts which I have advanced 
may be constructive ones. Failure 
to successfully meet these trying 
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blows to our business is the fault 
of both the manufacturer and the 
distributor. Bearing in mind the 
thought that selling office equip- 
ment succeeds in proportion to the 
service rendered rather than the 
products supplied, may I offer this 
suggestion. The dealer who con- 
tends that he runs a complete 
office equipment house must be in 
a position to deliver the goods. No 
conclusion could be more funda- 
mental. Too many people in this 
industry are either weakly capi- 
talized, or else they lack the cour- 
age to invest their money in their 
own business. They think they can 
get by with placing the order after 
they have made the sale. 

Better business in our industry 
has developed a need for larger 
and more complete stocks. Any 
successful merchandiser must car- 
ry, at all times, a stock of mer- 


Need for 


HAT I have to say about 

“Statistics” will be short and 
sweet, because after all the subject 
is one you can talk for days and 
weeks about, but after all is said 
and done, do you want them? And 
will you use them? and will you 
help people to accumulate them? 

I am not a statistician. In my 
time I have used a good many sta- 
tistics, and I have acquired a good 
many bad reputations, but have 
never been accused of being a stat- 
istician. Like all of you, I am 
merely a user of statistics. I ap- 
preciate that in our business, as no 
doubt you do in yours, when we 
think about equipment there is no 
more important piece of equip- 
ment in your make-ups than sta- 
tistics, and I will add that they are 
important equipment and costly 
equipment. We cannot do without 
them. Statistics form a vital part 
of our business. And so, in con- 
nection with the subject, as we 
talk about adequate statistics, I 
do not like that term “adequate.” 
I would rather talk about “vital’’ 
Statistics. We all have and all see 
a tremendous mass of statistics, 
but what we do lack, Gentlemen, is 
even a limited number of good 
sound enlightening and vital sta- 
tistics. We want to know how we 
stand; we want to visualize our 
strengths and our weaknesses, and 
while we cannot be here, there 


chandise commensurate with the 
index figure of general business. It 
is a well determined fact that 
those office equipment dealers who 
always carry balanced stocks are 
the ones who first reflect business 
improvement in their sales. They 
are also the ones who suffer by the 
manufacturer’s inability to supply 
their shipments promptly, because 
of an abnormal influx of orders 
from dealers who do not carry 
sufficient stocks. In behalf of the 
manufacturer, I honestly recom- 
mend that the dealers should in- 
crease their inventory and carry a 
stock sufficient at all times to han- 
dle their normal business. Stock 
control is an efficiency measure, 
and does not contemplate inade- 
quate inventories any more than it 
does overbuying. 


Prompt Shipments 
Dealers are finding it very em- 
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barrassing at this time because of 
the inability of manufacturers to 
make prompt shipments. Invest 
your money sanely in merchandise 
and not in bank deposits. Make it 
work for you. 

Predictions for a steady increase 
in general business for the re- 
mainder of this year, and the first 
half of 1936, are common knowl- 
edge to all of us. We must be 
manned and stocked to keep our 
place in this return of better times. 
No matter how much fear for the 
future we may harbor, people must 
be clothed and fed and the wheels 
must turn. Courage is out in the 
open again. It is the greatest fac- 
tor today in the rehabilitation of 
business. We must come to the 
realization that absolute security 
in anything is impossible. No prog- 
ress can ever be made by confining 
ourselves to a cyclone cellar. 


Adequate Statistics 


By R. A. Maish 
Dennison Manufac- 
turing Company, 
Framingham, Mass. 
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and the other place to see condi- 
tions or appreciate them, we do 
have to depend on_ statistics. 
Therefore they are vital. 

Not only do we like to know how 
we stand in our own businesses, 
but more important is it that all 
of us know how we stand in rela- 
tion to the industry standing. 
During past years all of us have 
built up not very much of indi- 
vidual statistics, but I think you 
will all agree with me that when it 
comes to industry statistics, we 
haven't built very far. 


When it comes to evaluating sta- 
tistics, I like to do it on a negative 
basis, not spending much time 
thinking how good statistics are, 
but rather looking at it from the 
angle of what would we do if we 
didn’t have statistics. And if we 
look at it in a negative way, we 
will be more appreciative of the 
value of vital statistics. 

We have a splendid set-up in the 
National Stationers’ Association. I 
do not know of any other associa- 
tion so strongly set up. We havea 
Manager who really wants to do 
more for each and every member 
of this Association. He actually 
wants to give to the Association’s 
membership all the statistics that 
the members really and honestly 
want. With an industry so organ- 
ized as ours, we should be able 
quickly and effectively to step out 
in the way of industry statistics. 
Gentlemen, that is what we are in 
an association for. We are not in 
an association to do a lot of think- 
ing about our individual problems, 
and to forget the other fellow. We 
have an Association because it rep- 
resents the industry, and it is 
hoped it will teach us to think, not 
in an individual manner but in an 
industry manner. So shouldn’t we 
give our manager an opportunity 
to create these vital industry sta- 
tistics? 

From a manufarturers’ view- 
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point, all of us would be very anx- 
ious, we would beg for it, if we got 
actual dependable statistics which 
would indicate to us the trend of 
distribution. We would appreciate 
that, because we realize the close 
relationship—and it is very close— 
between your distributions and our 
productions. We want to know, not 
only what we are doing in our in- 
dividual ways, but what the indus- 
try is doing, and particularly in 
the way of distribution. And there 
must be information the manufac- 
turers can apply in a vital way 
that will help you distributors to 
better certain angles of your busi- 
ness. So this morning we do not 
have to spend any time on whether 
or not statistics are necessary. 


That has already been decided. 
The question this industry has to 
determine is what kind of statis- 
tics do we really want. We do not 
want just statistics, but we want 
the kind which will be backed up 
by unlimited participation, the 
kind on which we can bet, the kind 
we can stand behind and work 
with. This subject needs far more 
attention than can be given in this 
general meeting. I hope each Divi- 
sion will set up a special commit- 
tee, to determine what kind of 
statistics are needed, and to for- 
mulate plans for getting them. If 
we actually determine what we 
want, then we can depend on our 
General Manager to do just as 
good a job and as quick a job as 
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we want done. Statistical infor- 
mation must be right on the spot, 
and not long delayed. We can de- 
pend on him to do the kind of job 
we would have to go outside of our 
Association and spend a great deal 
of money for. Mr. Garvin will go 
into this subject in greater detail. 

The thought I want to leave 
with you is let us not only plan to 
gather statistics, but keep before 
us the fact that what we want are 
vital statistics, and then, if we be- 
lieve in them, let this industry 
make up its mind to take a great 
forward step, and get some sta- 
tistical information that will help 
you dealers and help us manufac- 
turers, and, above all, that will 
help our industry. 


Securing Adequate Statistics 


 ? approaching the subject of 
adequate statistical information 
in any business nowadays, we have 
to take into consideration the fact 
that there is an accepted way to 
do things. I have been around the 
country pretty well on what we 
call our “Measurement Plan,” and 
we have had splendid meetings on 
it. But it sometimes seems that 
the very thought of a definite 
measurement of our problems 
arouses a fear in the minds of 
some folks that if we found out 
what was the matter with the pa- 
tient, then we might be forced im- 
mediately to apply the cure, and 
that means hard work and a lot of 
unusual activity. 

In approaching the accumula- 
tion of vital statistical information 
in any industry, you do not need 
a lot of charts and stuff that no 
one can understand, that is at 
least, not in an industry of this 
type. You want some information 
that is so easy to understand that 
a man can use it immediately, 
rather than to have to study it 
until such time as the information 
no longer has a value. 

When you talk about statistical 
information many people think of 
the particular thing they want, 
rather than the accumulation of 
all the things that must be done if 
you are going to get for every one 
the things that they need, and 
perhaps do not know that they 
need. So when we started in on this 
plan, we concentrated on three or 
four things at the beginning, and 
immediately found that those who 
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didn’t want it said it wouldn’t 
work, and those who did want it 
were not fortified sufficiently from 
other directions to take immediate 
advantage of the thing we were 
trying to do. We tried to digest 
too much at the beginning. 

There are three or four vital 
things in the business we posi- 
tively must know about. Art has 
treated it in his very able paper, 
and it has been treated in almost 
every one of the addresses made 
here, because there isn’t a single 
address made at this Convention 
that does not require as a part of 
the solution of the problems pre- 
sented in the address, a measure- 
ment of the problems, and a 


building of the information that is 
necessary before the problem can 
be solved. 


What Can We Sell Today? 


One of our basic problems is 
what can we sell today? What is 
the picture on it next week and 
next year? Is it moving toward us 
or away from us? What are the 
inexorable or fixed factors in the 
situation, and how can we know 
what our line is to be, and what 
can we do with it? That means 
we must study the commodities, 
and we must measure the compe- 
tition, the potential market, the 
sensible and obvious opportunities 
that are existent and present in 
the possibilities of selling that 
product; and then, having arrived 
at that point, we must find 
whether that product is moving up 
or down, and whether its poten- 
tialities are moving up or down. 

Some things we cannot elimi- 
nate by conversation; many 
things we cannot eliminate even 
by the application of the hardest 
type of work and thinking, be- 
cause there are certain economic 
angles there that move on whether 
we like it or not, and business, as 
I have often said, changes each 
day with the rising sun, and no 
problem is entirely solved as the 
sun sinks into the West. 

The business man has the most 
interesting thing to do of any one 
that lives, because he has this very 
interesting continual change to 
deal with, which keeps him on his 
toes, keeps him mentally alert, and 
as long as he is mentally alert, he 
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stays a business man. We cannot 
shape the future, neither can we 
measure the future. We cannot 
set up rules that will fix what we 
are going to do tomorrow, because 
commodities are replaced, are 
eliminated, are duplicated, and 
things come out all the time that 
change the whole process, at least 
in the use of the type of commod- 
ity that we sell. 

So we give you first the idea of 
measurement, the idea of measur- 
ing the chance we have to sell, of 
measuring the problem of when to 
sell, and of measuring the problem 
of whom to sell and whom we can 
sell. It is funny, when you tackle 
a thing of that kind, how many 
people are prone to pick out the 
thing that might be bothersome to 
them, and make a decision that 
the only reason the plan has been 
developed is to embarrass them 
personally, when as a matter of 
fact plans are always the accumu- 
lated ideas of a great many peo- 
ple. No plan worth anything is 
the idea of one man. You wake up 
some morning, and find this accu- 
mulation has arrived at a point 
where you can sift it, and out of 
the sifting you find something 
basic and simple, and that you can 
use and make to work. To find the 
father of that idea is impossible, 
because all through this business 
we are continually developing 
modes of thought which in itself 
can be measured. 


Facing the Real Facts 


I am not going into too much 
detail on the measurement angle, 
except to say that it is strange to 
me that friends of mine, appre- 
hensive of this at the start, find 
afterward there are things they 
want measured, and then they 
come in and want to do the very 
thing they were afraid of at the 
beginning, and thus face the facts. 
And we must face the facts. We 
cannot take competition out of 
the picture. We must know what 
it is and what it means to us. 

This was an example of an hon- 
est effort to establish a measure- 
ment. That was an honest effort 
to set up something that would 
show me through a number the 
standing of a manufacturers’ pol- 
icy, the size of a commodity’s 
chances to sell, and many other 
things. 

What do you suppose we found? 
A most interesting situation. We 
found out that the worst chiseler 
in the world, the fellow who had 
the rottennest business record you 
could possibly picture, might, by 


reason of the fact that he had 
never been in our business, and 
stepped in with an absolutely 
clean slate, set every other manu- 
facturer who had had to deal with 
these problems over the years at 
an immediate disadvantage. You 
haven't a right to do that. You 
can’t hang the lily over the fellow 
that has never been in the battle. 
The men who have been in the 
battle must be given the chance, 
or some appreciation of what they 
have done with the thing they are 
up against. And why take the 
stranger in and set him up as a 
hero? We couldn’t do it. So we 
decided that wouldn’t work; we 
would have to start back before 
that if we were going anywhere, 
and perhaps begin to study 
through a picture of people who 
had been in our business many 
years, what the highest type of 
policy so measured as of those 
people who had had to contend 
with the problems all through the 
years. Which again brought us 
back to the old story that the busi- 
ness must be careful about him it 
brings in, that the fellow who 
comes in to you and says, “I 
don’t do these things this fellow 
you have been buying from 
does,” you often times forget to 
ask him what he will do when he 
becomes established himself and 
has been up against all the prob- 
lems, and then you find that that 
fellow, by reason of this outside 
experience, by reason of what he 
has done in other lines, never 
should have been allowed in the 
picture at all. So, incidentally, 
and not connected with statistics, 
we have decided in our Associa- 
tion, from now on, and have al- 
ready started it, that into our de- 
liberations—and this meeting this 
morning is a meeting of members 
of the National Association—we 
decided that one good way to start 
that if this group is going to do 
the job, we must be careful we 
don’t show our hand by taking 
other elements into our midst, the 
fellow who might make it impos- 
sible for us to do the job. Now, 
when a man applies for member- 
ship, we hand him a specification 
sheet, and he makes it out, and if 
his record is not right, he doesn’t 
come in. Let us keep out of our 
intimate discussions those men 
whose policy does not belong in 
this industry, and that applies 
both to dealers and manufac- 
turers. 


Educating Competitors 
Again, I give you the thought 
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that in our local associations we 
should set up some study whereby 
any Tom, Dick, and Harry, who 
suddenly gets a notion he is going 
into our business, cannot get into 
the local association and find the 
door open, get what information 
he wants to tear you down, and 
then, having gotten what he 
wanted, walk out again. Let us be 
careful that we do not educate our 
own destructive competition, and 
that is what we have been doing. 
We have been the greatest busi- 
ness philanthropists I ever knew 
about. Anybody can walk in and 
get all the information we have. 
They talk about 9 3-5 seconds be- 
ing a short time in which to run 
100 yards. I have seen more races 
started in meetings of that kind 
than on the athletic field, because 
as soon as they get the idea, out 
they go. Somebody says, “I am 
bidding on an order for a certain 
account,” and he forgets that a 
fellow is there who did not even 
know there was that account, and 
who immediately takes the infor- 
mation and goes to the wash room, 
and never comes back as far as 
you know. 

That hasn’t to do with statistics, 
but it means the protection of the 
vital information that you gentle- 
men accumulate over the years, 
and that should be your property, 
and should not be lightly dis- 
pensed. 

This was still another thought, 
and it required individual action, 
and that was the measurement of 
your experience. We will say, a 
dealer with a manufacturer. You 
took a figure, you measured what 
you thought was the effect of the 
competition on your business, and 
by using the same basic factor all 
the way through, you had as of a 
group of suppliers, a series of 
numbers, and the top number was 
the best policy, and so on down the 
line; and that still stands, but it 
means that you yourself individu- 
ally must do that for yourselves 
and for your own information. 


Other Applications 


The same method of measure- 
ment can be applied, not only to 
your relationship with the manu- 
facturer but your relationship 
with your own sales force, or your 
own measurements of your own 
competitive dealers, because many 
times you will find to your horror, 
if you measure what you know the 
other fellow is doing, particularly 
the fellow you think is wrong, and 
then measure yourself honestly, 
sometimes you find out that in- 
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stead of his being a bad boy, you 
are a bad boy yourself. You can’t 
admit that to the world. You 
must study that kind of statistical 
information in the recesses of 
your own establishment, where no 
one but yourself will find out you 
have been a sap in the way you 
have looked at the other fellow. 

So measurement, again, is a 
moral thing, and is a fine method 
of self-examination. You can take 
an individual factor, you can take 
10 points and 10 problems, and 
use that figure all the way 
through, if you want to, and put 
10 here whenever the thing is in 
your own favor, and 10 against 
when it isn’t, and if you are just, 
when you get through you have a 
series of numbers, and you can 
find out what the highest numbers 
are in your interest. That is what 
I call simple statistics, not simple- 
minded, but simple. 

We can do it. We have done it. 
We have seen them do it in Wash- 
ington, and they are doing it now. 
It might be a swell idea in a politi- 
cal campaign. Take your Con- 
gressman, and put on one side 
what he does, and on the other 
side what he does not do, and 
credit him with the things he said 
he was going to do, and put on the 
other side what he doesn’t do that 
he said he would do, and you come 
to a conclusion almost immedi- 
ately at the end of any session of 
Congress, that the whole damn 
outfit is just a series of ciphers all 
the way through. (Laughter.) It 
would be difficult to find a man 
above the extreme low. You think 
that is crazy, but try it. You 
would be astonished. You can 
take the record of a Congressman, 
what he said he would do, and 
what he has done. You can put 
down 10 for everything he has 
done in your interest, regardless of 
what his policy was, and then put 
down 10 for everything he has 
done against you, and compare it 
with the other fellow, and you will 
find out who are the best Con- 
gressmen in your delegation, and 
it is absolutely infallible. You 
cannot beat it. The trouble is you 
must be prepared to operate in the 
small fractions, away down, be- 
cause the average age there, as far 
as I have been able to establish, is 
nine years and three months. 
(Laughter.) That is what we have 
figured on Congress, but perhaps I 
live too close to them. But meas- 
ure them. 

A Performance Sheet 

Here is another little idea we 

have in contemplation for the in- 


dividual use of the dealer. This is 
what we call a yearly performance 
sheet. We haven’t sent this out 
yet. It is going out. You keep 
score in baseball and in football. 
Why not in your business? You 
can develop a method of accumu- 
lating statistical information that 
will be so interesting and enter- 
taining that you can give up soli- 
taire and bridge and all the rest of 
it and devote yourself an evening 
to something about your business 
in an entertaining way, and have 
a lot of fun with it. As an exam- 
ple, if a manufacturer changes his 
policy from the policy that has 
been his primary policy during the 
year, and does not notify you, you 
penalize him on that, just for your 
own information. Suppose we are 
worried about this tremendous 
building up in this business on du- 
plicating items, a new way of cut- 
ting list prices, or a very old way. 
You have an item that sells at a 
good price, and no one tries to sell 
it, so they get out another that has 
a scratch on it, and a discount 
automatically applied to indicate 
it has a defect in it, and that goes 
out, and instead of a $1.50 item, 
you have a $1.00 item or a 75 cent 
one. Rate your individual manu- 
facturer on what that meant to 
you. What did that do to my in- 
ventory? 

Can you get the basic thought of 
examining your own business in 
your own store and on your own 
terms, and when you are not in- 
fluenced by what happens to any- 
body else? But you develop a 
principle in your business, and 
that principle is that you keep 
track of what your salesmen do. 
Why not keep track of what every 
other factor does, and at the end 
of the year, or some time when 
you get sore at the fellow you do 
business with, look at the yearly 
performance chart. There may be 
35 or 40 things that he did for you, 
and if you give him credit for 
those you get away from the old 
idea of forgetting the 999 good 
things when the one unpleasant 
thing comes along. There is such 
a thing in business as really giving 
a man credit for the thing he has 
done for you, but you cannot keep 
track of it unless you set it down 
and measure it and have the in- 
formation you need. That is an- 
other phase of the thing. 

This is simply a chart to show 
how I feel sometimes when I get 
up in the morning, so we will move 
on from that. 

Regarding Agencies 
We all have sent out to the deal- 
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ers an idea that necessarily would 
follow measurement of commodity, 
or measurement of policy, but we 
just put these out so that we could 
translate that type of information 
into rating our own salesmen. 
This one is rough, but the thought 
was we might classify our mer- 
chandise, say make it Class A, 
Class B,C, Dand E. You havea 
successful agency on something 
that your competition is naturally 
reduced on, and your opportunity 
to sell is enhanced, providing it is 
a decent contract that is being 
lived up to. That ought to be your 
best goods, because if you have 
been awarded a protected agency, 
your competition is lessened there. 
So put down the proportion of that 
type of goods each man sold. Class 
B would be the co-agency mer- 
chandise, and while many of you 
have heard me talk about that 
many times, that is a basic prob- 
lem. We are continually complain- 
ing about the fact that people 
under full treatment and full com- 
pensation in the business do not 
conduct all of the functions that 
are expected of the dealer. Why 
isn’t it reasonable that you should 
want to know who else in your 
town is going to sell this mer- 
chandise? Why not? You want 
to know what your competi- 
tion is, who are the other agents 
in the sale of this merchandise. 
Many lines will lend themselves to 
that, and you should rate your 
salesmen on the type of merchan- 
dise where you know exactly what 
your competition is, and where 
you are working, and especially in 
states where you do not have, Mr. 
Chairman, the glorious oppor- 
tunity you have under the Fair 
Trade Act; our next best bet is to 
find out who the co-agencies are 
and enter into contract on that 
with a definite statement as to 
who the agents are. And it is no 
more unreasonable to have five 
agents than one, from a legal 
standpoint. If an exclusive agency 
is legal, a co-agency is legal, and 
that would be the second class of 
goods you would classify. 

Class C would be the next group 
of high percentage commodities, 
those on which you have the least 
vicious competition, which you es- 
tablish yourself; and so on down. 
For each percentage of Class A 
merchandise, give the salesman 5; 
for Class B, give him 4; for Class 
C, 3; and for every percentage of 
Class E merchandise the salesman 
sold actually impose a penalty, be- 
cause he was selling something 
that was of no particular advan- 
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tage to you, and is using time he 
might well devote to the sale of 
the better merchandise. 

That is what I call translating 
simple statistics into sales action. 
It is as simple as can be, and it can 
be done. One of the first things 
you run into, you begin to elimi- 
nate a lot of these marginal oper- 
ators from whom you buy a little 
stuff here and there. It would be 
much better if you didn’t deal with 
them at all, and one of the auto- 
matic results is buying from fewer 
manufacturers and buying more 
from each one, and, as Art said 
this morning, being able to carry 
a decent inventory on the things 
that you ought to sell. That 
would automatically come. We 
would begin to clean this thing up. 
That is another phase of this 
measurement plan. 

In order to study this—and I 
want to get over to you the 
philosophy of this thing—we car- 
ried our study on and realized if 
we were going to give a man a 
qualitative rating, we would also 
have to give him a rating on the 
quality of his selling from the 
standpoint of price. This, regard- 
less of whether these volume dis- 
counts are regular discounts, or 
any kind of discounts. If it is a 
dozen numbers, and carries 10 per 
cent of discounts, it goes into that 
classification, and you sub-divide 
your salesman’s business accord- 
ing to the discounts he was giving 
the customer. When you got down 
here, for each point of sales give 
him 5, and down here 4, whatever 
you want to, and when you get 
their average, the two figures, 
the qualitative figure and the 
price figure, and, instead of kid- 
ding yourself that some of your 
swell salesmen who can sell so 
much are wonders, you find to 
your amazement that some of the 
fellows who do not do so much 
business in volume are making you 
much more money, and you have 
been overlooking the possibilities 
of those men who are selling busi- 
ness that was not running you 
into the red. More people have 
been put out of business by doing 
too much business than for any 
other reason I know of. You can 
arrive at a mathematical point in 
commercial stationery and the 
office outfitting industry, where if 
you do enough volume, and he op- 
erates without making any extra 
discounts, because they have the 
vicious practice of giving ordinary 
bargain discounts, the bigger a 
man grows, the more danger he is 
in. The fellow that seems fortu- 


nate today is the fellow that gets 
few big orders. The more the in- 
dividual order runs to the average 
size, the less the volume of dis- 
count, and the more opportunity 
to make money. That is another 
phase of what we consider our 
vital statistics. 
A Mark-up Chart 

We have this thing always avail- 
able. It is a mark-up chart. 
There are certain sections of the 
country where we are going to 
have this reproduced in twelve or 
fourteen languages, so that they 
can read it in the home tongue, 
and know what it means, and that 
will be a help to _ everybody. 
(Laughter.) 

This was something we devel- 
oped, adopted by a couple of col- 
leges in Washington, and is now 
being used there for study, and 
that is the measurement of the 
man himself when he starts in 
with you. You can take the usual 
information you first get, and then 
move over on it, and when you get 
through, after measuring the pros- 
pective salesman on that basis, 
and you have an average level 
number, and if he doesn’t measure 
up to the number you require of a 
man who wants to join your or- 
ganization, you do not hire him. 

The definition of a commercial 
stationer is important from the 
statistical standpoint. It is im- 
portant, because once having es- 
tablished adequate statistics in the 
business, naturally those will apply 
according to functions. Therefore 
it is necessary to know what a 
commercial stationer is. And 
everyone has freedom of action 
on this, but it does mean that they 
would gradually develop in busi- 
ness a philosophy having to do 
with the worth of the distributor. 
We must know that. The manu- 
facturers must do a great deal of 
study along the line of finding out 
whether they are not losing money 
by giving full discounts to people 
they could sell just as well at a 
much lower discount and a much 
greater profit. There is no more 
sense in the manufacturer throw- 
ing his money away than in the 
dealer throwing his money away. 
And that is one way to do it, to 
give every Tom, Dick and Harry 
the full dealer’s discount, regard- 
less of the job that he performs. 
So I say that definition in the 
business is necessary. We must 
build up that type of thought that 
devotes itself to an actual meas- 
urement of function, an accurate 
measurement of what is a whole- 
saler, what is a distributor, and, 
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under the California Fair Trade 
Act, Harry, that is going to be 
necessary, too. A man who just 
prints “wholesaler” on a letter- 
head would be in contravention of 
the fair trade act if he was al- 
lowed to use it. He should not sell 
at the wholesale price, because he 
would not be selling at the stipu- 
lated price, and would be liable to 
injunction and suit under the 
California Fair Trade Act. It is 
necessary to set up a definite pol- 
icy, to define the commercial sta- 
tioner, and any other outlet, be- 
cause there must be definite prices 
for those different types of out- 
lets. 

This is another chart where we 
actually go ahead and measure. 
This was a dealer chart we got 
from the Stationers’ Club of Hous- 
ton, Texas. We endeavored to set 
up there some idea of the function 
of the dealer based on a figure that 
could be arrived at, so that in your 
own relationships among your- 
selves, when you were trying to de- 
termine who the legitimate dealers 
were in a neighborhood, you 
could take a group measurement, 
measure yourself, and arrive at an 
average, and that average would 
measure the function of the com- 
mercial stationer. We want to go 
into that later and in somewhat 
more detail. 

Still Another Study 

Here is another study we have 
under way. I will read some of the 
questions, because this is to meet 
the dealers’ problem in the sale of 
certain commodities. The first is, 
—lIs it possible to sell the commod- 
ity at a profit? Is the competition 
on this commodity such as will 
prevent the merchandising of the 
commodity at a profit? What is 
the potential market of this com- 
modity? Is the commodity so dis- 
tributed that no particular outlet 
can make a profit on it? Is ita 
commodity that will lend itself to 
a co-agency plan of merchandis- 
ing? What are the factors exist- 
ent as of the commodity that are 
not conducive to profitable mer- 
chandising by the commercial sta- 
tioner? How can the commercial 
stationer know positively what his 
possible market on a commodity 
is? 

I know of a case in a large city 
in this country where on certain 
commodities the dealers communi- 
cate with each other to find out 
what the total inventory is, before 
they buy any more. They have to 
do it, because on that particular 
commodity, if the inventories go 
beyond the size of the potential 
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market, the stuff immediately be- 
gins to dump, and the price goes 
down and out of sight, and it isa 
commodity that is expensive to 
handle anyway. They must know 
that, and those fellows before they 
buy any more of it, call each other 
up to find out whether it is s.fe 
to build that inventory any higher. 

This is a particular one, a special 
confidential policy report on wood 
office furniture. Wood Office Desk 
Association has endorsed this plan, 
and adopted it, and advised all its 
members to fill out any question- 
naires or elements of measure- 
ment we send to them. That Asso- 
ciation by association action has 
adopted this plan. 

What did we put in the first one 
there, to find out, and have them 
all answer the same question? 
First, we asked them whether they 
belonged with us or not. Then we 
want to know what percentage of 
the product is sold through com- 
mercial stationers and office out- 
fitters. Is the line of significance 
nationally or not? Who are the 
other dealers for selling this 
product? Is the product sold 
through dealers who carry no 
stock? Is the product sold through 
managers of office buildings? 
That has happened many times. 
Is it sold on national contract? 
What is the usual dealer discount, 
and what exceptions there are, not 
as of individual firms, but under 
what conditions a dealer is en- 
titled to any exception or anything 
better, that may be existent. Is it 
sold through agencies? Is it a 
normal line? How do you handle 
the consumer inquiry, whether di- 
rect or whether it is referred to 
dealers? And we do not take 
alibis. We won’t accept on this 
question an alibi such as this: 
“Where we have adequate dealer 
representation, we always refer 
the inquiry to him.” That is so 
full of holes, the wind goes 
through it. It is “yes” or “no.” 
What is your policy, do you sell di- 
rect or don’t you? That is what 
we want to know. Then we want 
to know whether he is a manufac- 
turer, or a wholesaler or a dealer 
who says he is a manufacturer. 
When you get all this together, we 
take that in the office and apply 
the yard stick to them, and we 
specifically set up a situation 
where we can tell you exactly the 
standing of the whole line, because 
everyone of those manufacturers 
has voluntarily answered the ques- 
tions in there. They are questions 
that have been talked over with 
the manufacturers themselves. It 


is perfectly fair, and you find out 
who does this and who doesn’t do 
that, and you have a little volume 
you can look at and know the 
standing of every manufacturer in 
that line. A manufacturer having 
offered this voluntarily, if you find 
a deviation from the stated policy, 
you have a right to complain, and 
if he comes through then and says 
“This is my policy now,” it means 
the issuance of a new policy sheet 
which will go to everybody, so that 
everybody knows that policy has 
been changed. 


On General Commodities 


Here is another. We are meas- 
uring manufacturers at the pres- 
ent time and other outlets on this. 
We have about five hundred we 
have measured on this basis, and 
we are supplying information to 
dealers all the time. The first one 
on this is general commodities. Is 
he a member of the association? 
What percentage of his product is 
sold through commercial sta- 
tioners and office outfitters? Is 
the commodity sold nationally? 
What are the other outlets? Is it 
sold in general stores? If so, is the 
quality comparable to that sold to 
commercial stationers at the same 
price? What are the dealer’s dis- 
counts? What exceptions are 
there? Is it sold through 
agencies? Is it a normal line? 
How do you handle consumer in- 
quiries? Is it sold directly to 
users? And we must have a “yes” 
or “no” answer on that. And we 
consider that a good number to 
allow a man, if he sells one or 
more, two, he is selling direct. We 
did not want to go down below one, 
because it is hard to get at the 
fractions. Is it sold in general 
drug stores? We want that for 
this reason: Why should we com- 
plain about the general drug 
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store? Because we do not like 
him? Well, that is not important. 
Lots of people do not like us. I 
met a group who are angry with 
us because we are edging into 
their line. No, that is not the rea- 
son. What is the real reason? 
Because they have 164% more 
selling time per week than we 
have. They have seven days to sell 
in, and we have five and a half. 
They can keep open all night, or 
sell a desk on Sunday, if they feel 
like it. That is the economic rea- 
son why the general drug store is 
an undesirable competitor. Leav- 
ing everything else out, he has 
longer hours to sell in, and more 
days, and it doesn’t make much 
difference how he sells. If he sells 
on a legitimate basis, he still has 
that normal better chance to sell 
more goods than you do. If he is 
going to sell goods in various lines, 
he must have them, but we do not 
object to the commodity from the 
economic angle, but are going to 
assail him from the angle that we 
are going to stop him nationally 
from selling anything but drugs in 
the time that other merchants are 
not allowed to sell. That is the 
place to cure that, to make it a 
crime to let them sell our mer- 
chandise on Sunday, when it is a 
crime for us to sell ours on Sunday. 

I have talked too long. I want 
to give you this idea: There is 
nothing mysterious about what we 
are trying to do. We are not try- 
ing to put anyone on the spot, to 
embarrass people, but to accumu- 
late adequate statistical informa- 
tion in this business that, once it 
is accumulated and at the service 
of every factor in the business, it 
can be used to promote and create 
more profit and better business in 
the industry, and I know of no one 
that can object to that. 





Remington Functions in War Zone Despite Difficulties.—Here is Samuel Behesnil- 
ian, Remington Rand, Inc., agent in Addis Ababa superintending the loading of 
typewriters for war correspondents upon a one-donkey power conveyance. One 
hundred new customers clamored for portable typewriters when war broke out. 
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Giving the Sales Curve an Upward 





Swing Througha“New’ Suggestion 
- at Each Call 


Stockwell and Binney Salesmen 


TOCKWELL AND BINNEY, 

complete office outfitters, with 
Stores at San Bernardino, River- 
side, Redlands, and Ontario, Cali- 
fornia, do ninety per cent of their 
selling “on the outside,” their out- 
Side salesmen covering San Ber- 
nardino and Riverside Counties 
very thoroughly, two of the larg- 
est counties in America. 

“Part of the success of our 
salesmen,” says Ralph W. Graham, 
manager of the stationery divi- 
sion, “is due to our practice of in- 
sisting that each salesman present 
a new suggestion (or a new item) 
at each call on each customer. At 
our Monday evening sales meet- 
ing held weekly we decide on the 
suggestion to be used by the boys 
that week, or until it has been pre- 
sented to every customer to whom 
it may apply or to whom it may 
appeal. This may mean a month. 

“This plan serves more than 
one purpose. 

“Of course it serves as a good 
means of entré, but more than 
that it often starts worthwhile ar- 
ticles to moving that previously 
have not been moving because of 
lack of acquaintance with their 
value. In the majority of cases 
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Get Results By Following a Reg- 


ular System of Presenting Some- 


thing New in Product or Applica- 
tion—By J. Edw. Tufft. 


slow items are presented with 
suggested new uses. Each sugges- 
tion is constructive from the cus- 
tomer’s point of view and not 
merely presented as a catchy sales 
idea. We are here to help the cus- 
tomers as well as to help our- 
selves.” 


Putting Over Fastener Sales 


Mr. Graham cites several in- 
stances where the idea clicked and 
gave real volume to sales. 

An example was the Acco fas- 
tener. This item had long been in 
stock and only a few had ever 
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been sold. The plan used boosted 
sales 1000 percent in a month. 
Here is the way it was done: All 
regular size file folders were 
punched with two round holes at 
each side and at the bottom be- 
fore they went out to the custom- 
ers. Two weeks after such 
punched folders reached the cus- 
tomer the salesman showed up 
with the fastener as his “new sug- 
gestion” item. 

In the customer’s own office and 
on one of the customer’s own file 
folder he was able to demonstrate 
the use of the fastener. The ad- 
vantages lay in more protection to 
papers or letters filed and to the 
fact that at transfer time the 
whole file, folder and all, could be 
filed away. Practically every cus- 
tomer saw the advantages and 
made a purchase. Incidentally 
also this plan has increased the 
sale of folders for the habit had 
developed, especially during the 
depression, of taking papers out 
of a folder and filing them so that 
the folder would be used over 


One of the Stockwell & Binney stores in 


Southern California 
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again. That is not happening 
now. A new folder is being used 
after each transfer. 


“Discovering” Index Books 


The “new suggestion” pian has 
caused scores of customers in va- 
rious lines to “discover” index 
books. Mr. Graham made up a 
complete line of samples of index 
books for each salesman and the 
crew put their heads together in 
thinking up constructive uses for 
them. The result was the sale of 
500 the first week, as compared 
with the former sale of about a 
dozen to fifteen in a year. 

Today on the territory index 
books are being used among other 
things for the following records: 
delinquent accounts, mailing lists, 
lists of telephone numbers, em- 
ployees’ record, substitute route 
lists, social events, names hard to 
remember, etc. 

The index book is now in use 
in dairies, bakeries, creameries, at- 
torneys’ offices, and a hundred 
other business offices where for- 
merly no index books were sold at 
all. The whole thing started from 
the “new suggestion at each call” 
idea. 


Accountant Point Pens 


This summer the _ salesmen 
were given the regular accountant 
point fountain pens, priced at five 
dollars each, to distribute for trial 
use to bookkeepers—all bookkeep- 
ers in the territory. 

The salesmen appeared two 
weeks later and sixty-seven per- 
cent of the bookkeepers would not 
give up the pens but were glad to 
buy them. Since that time these 
bookkeepers have induced many 
of their friends who thought they 
could not use fountain pens for 
book work to try them out and 
sales have gone steadily ahead. 
The first sales totaled about 100 
pens which Mr. Graham regarded 
as $500 worth of business picked 
up quite easily and he regards the 
work as beneficial to his custom- 
ers. 


Doing Business in Casters 


October this year saw a drive on 
the sale of a high class caster, a 
drive which was a repetition of 
several former drives. The sales- 
man had the casters with him as 
well as illustrative literature. He 
asked the customer to handle 
them in his hand and then asked 
him to give them a trial on his of- 
fice chair. These casters sell at 
$4.00 per set of four. In this drive 
as in previous drives the casters 


stay on the chair. Only one set of 
casters has ever come back after 
being tried out on a chair. 

This caster business has now 
spread into hospitals, warehouses, 
lodge rooms and various other 
places, quite largely, however, by 
induction frem offices! The caster 
sales volume is nothing to sneeze 
at, Mr. Graham states. 

These are but a few items and 
ideas taken from many. 


“Customer Control” Card System 


In order that no outside sales- 
man may waste ammunition on 
the wrong bird, a sort of “customer 
control” card system has been 
worked out. The salesman carries 
this card with him and there is 
no duplicate in the office. On this 
card are spaces for the names of 
all key men in the business estab- 
lishment called upon. There are 
also spaces which when filled in 
give a complete picture of the es- 
tablishment’s buying habits, and 
this is kept complete regardless of 
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whether or not the firm is buying 
certain articles from Stockwell 
and Binney. The back of the card 
gives a complete running history 
of typewriters and accounting ma- 
chines in such firm’s offices. 

These cards, because of their 
sheer completeness, furnish good 
leads for these “new suggestions” 
which are taken out one after an- 
other and presented to the cus- 
tomers. 

“My feeling is,” says Mr. Gra- 
ham, “that on the shelves of every 
store like our stores there are hun- 
dreds of items not moving rapidly 
enough to yield profit which might 
do so if given a chance. The 
chance lies in presenting them, 
most especially with new ideas in 
using them, and constantly pre- 
senting them. The customers re- 
spect a company which shows 
energy of this kind and after a 
year or more they all have so many 
things to thank you for that they 
just can not forget you.” 


Here Are Three Views of Installation of Imperial Desks in the 

Offices of the Evansville Plant of the Chrysler Corporation.— 

The installation was made by Smith & Butterfield, Imperial Desk 
Company dealers in Evansville, Ind. 








Loose Leaf Form Index 


(Copyright 1935 by The Office Appliance Company) 


NoTe.—This is the final installment of a complete index to loose leaf 
forms, compiled by W. Lee Fergus. 


Alphabetical Index of Loose Leaf Forms 
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B&P Wis 
2 W105 
11 
109 
109G 
PC3 
685 
7048CF 
7072PC 
1123 
60878 
61440 
61963 
63263 
63940 
65563 
83163 
Petty Cash Vouchers— 


Cesco 


G-R 
MeM 
National 
Stationers 
Ww-J 


PAW Beha 


Amer. Pad & Paper 
2685 
2690 
Cesco 112 
Eureka 15 
G-R . SF17 
National ..7 106 
Rubex 102 
106 
Ww-J 60209 
World Wide 2009 
2280 
2380 
Phone Index. See Teleph: 


Photo Exposure— 


ne 


x 9 
x11 
x ¥ 
x 9! 
x 9 
oxi 
oxi 
x11 
x 
x 9 
x O! 
x11 
x11 
x11 
x S! 
4x11 
x 8! 
x &! 
gxil? 
x Ol 
ext 


> 


3 


4x 3% 


N 

4) 

N (Deluxe SO061—I-P Form C61 

Tatum 455 

N (Deluxe SO062-—Tatum 455'4) 

N (Deluxe SO63—Tatum 455! 

0 (Deluxe SO51—-I-P Form C27 
Tatum 456 


© (Deluxe SOS52 Tatum 456'4) 
) (Deluxe SO53 ratum 456'¢) 
N (Orig 

N (Dup 

N (Trip 

O (Orig 

O (Dup 

© (Trip 

kK 

S 

FF3 

23 

S (Deluxe OR Patum 1255) 

N 

oO 


receipts 


See Equipment Records 


» see 
O'4xll 
11 xl4 
li'gx13 
11 xl4 
11 xi4 
ll xil2! 
11 xl4 
94xl1l 
11 xl4 
11 xli4 
1334 x12 
9O'4xl1l 
11 xl4 
11 xl4 
- O'44x11 
11 xl4 
S'oxll 
®o 23d 
5 «3 
’ s@¢ 
3 3S 
2'ox 8 
> 
2%%x 4 
’ x ’ 
’> se 
3 xo 
/ x6 


xo 


fax oF H3g¢x 34% 
Photo Mounting Leaves 

Faxon 41 6%x 3% 
G-R Ki—10 x13 
K2 7 xl0% 

Lefax 103— 6%x 3% 
J. L. Hanson-—Ideal Line— 5x7, 5! 

Lixl4, 9x14, 11x8'¢ 

W-J 86913-1111 x 8! 
S7013—11 x 8! 

S3015 12 x 


»x7, 


See Stock Records 
Investment 


Records, My Finance, Mi- 


& Y 


«& y 
& \ 
Deluxe C&S 
I-P Form C19 
& Y (I-P Form C264 
& Y (Tatum 985 
Deluxe PC 
Deluxe C38) 
I P Form Cc 


Tatum 1251) 
«& y 
$4 


Padded 
Padded 
Padded 
Padded 
Padded 
Padded 
Padded 
Padded 
Padded 


Al Deluxe S0O6 


1259 


Adeo 
Pratun 

Padded 

Padded 

Padded 


Number Register 


I) 


D> 
Pradft 
Prdft 
D 
7x10, 8x10, 10x7'4, 11x8, 10x12, 
kK 

kK 


kK 


PHYSICIANS RECORDS 


Case Records— 


B&P N21 
1 WS87 
1) Cesco 51 
Lefax s7 1 
1) W-J 83605 
85113 
Clinical Records—— 
B&P N205 
Daily Service Record— 
B & P Wass 
W-J 66240 
Lefax 354 
Hand book— 
Lefax 
Ledger Forms 
1) B&P W440 
3 *W70 
2) Cesco 22 
2) Nationa 7OISPI 


1! 
Q! 
Q) 
63 
63 


‘ 


4x11 
,xi1l 


4x 33 


4 


4x 33 
4x 4! 
4 xii 
9x10 


'oxl0 


4 


4 


K (Notear 
I 
I) 
I-P Form P47 
K (Deluxe P15—Tatum 515 


K (Notear 
~ 
Ss vi) 


D 


I-P Form P 
Call List 


D (Obstetrics Handbook 





DECEMBER, 1935 
P&M Ideal 6x9 XX 
Ideal 6 xll XX 
2) Stationers P8 7 46x10454—R 
2) W-J 60420— 7'ox10* R (Adco W621— Deluxe PL—Tatum 
977) 
3) 66340— 9'4x11l7%<—S (I-P Form P205 
(1) 83305 74x 444—I (Deluxe P17—I-P Form P55 
Tatum 517 
Monthly Call List— 
Lefax 354 6%x 3%—D 
Piant and Equipment Records 
Cesco 80GB— 9'\4x11%—T 
Cesco V80AC 644x10%—Vis 


Plat Sheets. See Real Estate Listing Forms. 
Policy Records. See Insurance Records 


Postage Stamp Album Sheets— 
New York 


Elbe Elbe File & Binder Co., 215 Green St., 
G-R 11%<x 9% Proudfit punching) 
10°<x 9'¢—Grand Rapids Loose Leaf Binder 
Co., ee Rapids, Mich 
Naribo 11 x 8'¢—K—Thorp & Martin, Boston 
Poole B. W. H. Poole, Los Angeles, Calif 
Saribo 1l x &8'4—K Walter C. Sargent, Arlington Sta 


Boston, Mass 
Lefax , 183 6%x 3%—D 
Secott—The Bruce 10'4x8'4¢—The Douglas 
9\6x7—Inter. Air-Post—Specialty 11'!¢x10 
Stamp & Coin Co., N. Y. 
Price Book Sheets— 


Wallace 


Scott 


rhe 
National 


ll's6 xO'4 
The 


Amer. Pad & Paper—aAll Ring Book Sizes 
B & I All Ring Book Sizes 
B s All Ring Book Sizes 
Cesco All Ring Book Sizes 
Elbe All Ring Book Sizes 


All Ring Book Sizes 
All Ring Book Sizes 


Eureka 
Federbush 


Faxon. . 6%4x 3%—D 

ll x 84—K 
G-R All Ring Book Sizes 

All Proudfit Sizes 
Lefax 63x 3%—D 

ll x 84—K 
MeM All Ring Book Sizes 
National All Ring Book Sizes 
Progress All Ring Book Sizes 
Rubco All Ring Book Sizes 
Stationers All Ring Book Sizes 
Trussell All Ring Book Sizes 
Ww-J All Ring Book Sizes 


Private Ledger. See Ledger Sheet Section 


Production Costs. See Cost Records 
Profit and Loss Statements— 
G-R SF7—11 x14 XX 
National RR41A—11 x 8'4-—-K7 
RR41B—11 x 8'4—K7 
Ww-J 64240 9'gxll%&—S (Adco B4732— Deluxe SS-6) 


64363—-11 xl4 r & Y (Tatum 1277 


Progress & Work Sheets— 


Lefax 195— 6%x 3%—D 
Promissory Note Blanks— 

Lefax 346— 6%x 3%—D 
Prospect Records. See Visible Record Forms 


Public Record Books. See Minute Books and Record Books Also Indexes 
for County Offices 
Purchases, Distribution of. 


Purchase Ledger— 


See Invoices Payable 


1) B&P W98— 9'4x11%—S 
1) Cesco PGB 94x11 Ss 
G-R SF16—11 x14 XX 
SFI6A—11 x14 XX 
1) W-J 64340— 9\4x11%—S (Deluxe C28—I-P Form C152 


Tatum 1281 
Purchase Orders. See Order Blanks 
Purchase Requisitions. See Requisitions 
Purchase and Stock Records. See Stock Records 
Purchases, Record of —See Invoices Payable Record and Visible 
Quotation Records*. See Visible Records 


Record Forms 


Lefax 148— 6%x 3%—D 
Radio Station— 
Lefax .355— 634x 3%—D (Amateur 
Radio Handbook— 
Lefax 634x 3%—D 
Radio Log 360— 63x 3%—D 
Raw Material Record. See Stock Records 


REAL ESTATE FORMS* 


Acerage Listing— 


Stationers R8 3x85 \ 
Apartmert Listing— 

Faxon 24 %x 3%—D 

Lefax 43 6x 3%—D 
Business Blocks aa Flats Listings— 
(1) B&P W45— 6%x 3%—I 
2) W93 8lox 5!o—l 

Faxon 24— 6%x 3%—D 

Lefax : . 243 6%x 3%—I 


wo Loutaniant 


.RR20-- 6%x 33 l 


Nat'l. 4 
.R11 6%x 34%—D & I 


) Stationers 
- rm C68 


83309— 63x 3%-—I (Deluxe P23-—I-P Fi 
: Tatum 523 
83509— 8!'ox 5'¢ I-P Form C42) 
Business Investments— 
W42— 634x 3%—I 
1) B&P .W95— 8ox 5'4—I 
Faxon we. -24—- 6%x 3%—D 
Lefax . 243 6%x 3%—D 
1) Nat'l RR18— 6%x 3%—I 
2) Stationers R10— 6%x 34 D&I 
1) W-J 83309— S84ox 5'e—I (I-P Forms C44 
2) 83403— 63%4x 3%-—I (Deluxe P24—I-P Form C58 
Cash-J : Tatum 524) 
ash-Journal— 
(1) B «& P W54 11 xl4 + & Y 
W-J 6546311 xl4 & Y(I-P Form C164—Tatum 
1289) 


Expense Record — 
World-Wide 2301 


Farm Property —_ 
.W46 


1)Ba&P 
(2) wo4 
Lefax 350 
(1) Nat'l -RRI19 
1) Stationers R14 
(1) W-J 83203 
2) 83209 
Insurance— 

1) B&P W110 
Cesco 72 
G-R SF12 
Nat'l MR6 
Trussell 7A 
V-J 65263 

1 67540 

84213 
89412 

lavestments— 
Lefax 383 
B&P _W83 
National. ...MR3 
Trussell 8 
Ww-J 60563 
89912 

Loan Register— 

Wwé62 
(1) B&P Ws8s 
W-J.. 60633 
1) 65063 
67040 

Plat Sheets— 

1) BaP wai 

Lefax . 205 
243 
Dietzgen 
1) Nat'l RR26 
1) Stationers R15 
(1) W-J 83503 
Rental Records— 

1) Ba&P Will 

2) Ceseo 160 
National .7032BM 

2) W-J 64663 

64763 
66540 

1) 66640 

WwW orld- Ww ide 2283 


Residence Property ag 73 
\ 


1) B&P 
2) W oI 
Faxon 24 
Lefax 243 
1) Nat'l. RR21 
1) Stationers. R12 
1) W-J 83003 
2 83009 
Store Listing— 
Faxon re 
Lefax — 
Tax Records— 
3&P Ws82 
Trussell 33 
W-J 89212 


Vacant Lot Listing— 


(1) B&P Ww44 
(2) wee 
(1) Nat'l RR22 

Stationers. ....R9 
(1) R13 
(1) W-J.. 83103 


(2) 83109 
Recapitulation Blanks— 
Amer. Pad & Paper 
2610 
2611 
B&P ....8152/19 


(1) N202 


2) N214 
(3) N215 
4) N 
F21 
5) N21 
F21 
N21 


Cesco 


Eureka. 


3 


Faxon Sone 


4) National 


(6) RR17 
7) P&M ; 
9) RS 
8) RS 

Stationers. ....RS-6B 


6%x 3%—I 
8lox 54—I 
6%x 3%—D 
- 63x 3%—I 
6%x 3%—D & I 
6%x 3%—I (Deluxe P22-—-I-P Form C69 
Tatum 522) 
Slox 5'g¢—I1 (I-P Form C43) 
914x1l%—S 
11 xl4 T 
ll x4 XX 
8lox 544—I 
Slox 549—F 
11 x14 T & Y (Monthly Spread) 
94gxll%—S 
ll x 84%—K 
84x 5'¢—D2 
6%x 3% D 
9i4x 11% 
8lox 5% —I 
84ox 5'4¢—F 
11 xl4 T&Y 
84x 5'44—D2 
8x 14 R&X 
11 xl4 T&yY 
S'oxl4 R (Deluxe LR-—I-P Form B296 
Tatum 1219) 
ll xl4 T&YiU-P Form C157—-Tatum 
1290) 
914g¢x11%—S (I-P Form C277) 
6%4x 3% I 
6%x 3%-—D 
6%x 3% D 
See Charting Forms 
6% x 3% I 
6%x 3% D & I 
6%x 3%—I (De'uxe P25—I-P Form C29 
Tatum 525) 
94xll%—S 
11 xl4 T&Y 
Sloxl4 X 
11 xl4 T & Y (I-P Form C158) 
11 xl4 T & Y (Deluxe C30—Tatum 1286) 
94x1l%—S (DeluseO 52—Tatum 1287) 
94xll%&—S (1-P Form C221) 
94 xll% Ss 


6%4x 3% 


I 
8 box Bis I 
6%x 3%—D 
6%x 34%—D 
6%x 3%—I 
6%x 3%—D orl 
6%x 3%—I (Deluxe P20—I-P Form C66 
Tatum 520) 
8'¢x 5'4—I (1-P Form C40) 
6%x 3%—D 
64x 3% D 
94x11 8 Ss 
8lox 54%—F 
86x 5%—F (Deluxe & Tatum PF115) 
End of Real Estate 
6%x 3%—I 
8iox 54—I 
6%x 3% I 
3 x5 \ 
6%x 3%—D and I 
64x 3%—I (Deluxe P21—I-P Form C67 
Tatum 521) 
8'ox 5'4-——-I (1-P Form C41) 
86x11 O Buff—7 cols.—Padded 
Stoxll O Canary—7 cols.—Padded 
8'oxll O Blue—7 cols.—Padded 
11 x &'s-—-K White—7 cols. 
ll x8 K White—6 col. 
11 x 8'¢--K White— 6 col. (Notear) 
1l x 8%—K Monthly 
11 x 844—K Monthly (Notear) 
11 x 84,—K White—5 cols. (Notear) 
11 x 844-—K White—3 cols. 
11 x 8'4—K White—7 cols. (Notear) 
ll x 849—K White—5 cols. 
ll x &8'—-K White—5 cols. (Notear) 
11 x 84—K White—7 cols. 
ll x 8'4--K White—7 cols. (Notear) 
11 x 8'9—K White—12 cols. 
ll x 8'44—K White —-12 cols. (Notear) 
ll x 8%—K White —6 cols. 
11 x 8'¢—G White —6 cols. 
8'oxl1l R Canary—8 cols. 
11 xii T Canary——8 cols 
14 xii U Canary—8 cols. 
11 x14 T or Y Buff—11 cols. 
8'eoxll 0 White—9 cols. 
8eoxll O Canary—9 cols. 
6%x 3%—D (4 cols.) 
6%x 3%—D (7 cols.) 
6%x 3%—D (13 cols.) 
6%x 3%—D (20 cols.) 
6%x 3% D (13 cols.) 
ll x 8%—K 
ll x 8%—K 
11 x 844—K 12 cols. 
8loxll O White—9 cols. 
8'exl1l © Pink—9 cols. 
8exl1l O Canary—9 cols. 
6 x 9'4—N Blue 
6 x 9'¢—N Canary 





(10) RS-8B Sioxll O Blue—9 cols 
8) RS-8C Stexll © Canary—9% cols. 
7) W-J 60427 8iexll O White—9 cols. (Adco W426 
Deluxe 8041) 
(8) 60527 Sioxll © Canary—9% cols. (Deluxe S042) 
61027 Siexll O Goldenrod—6éols. (I-PFormC 129) 


60808— 6 x 94¢—N Goldenrod (I-P Form C128) 


60168 LLséx11 5 Y Goldenrod (I-P Form C130 

3) 84813—11 »—K (Deluxe P4—I-P Form Cs4— 
Tatum 504) 

2) 84913—11 x 84¢—K (Deluxe P5—Tatum 505) 

4) 84513—I11 x &84o—K (Deluxe P38—Tatum 538) 

5) 84613—11 x 8'4—K (Deluxe P39—I-P Form C234— 
Tatum 539) 

6) 84713—11 x 8'4—K (Deluxe P40 P Form C233— 


Tatum 540) 
1) 84313—11 x 84¢—K (Deluxe P46 
Tatum 546) 


I-P Form C253 


85913—11 x 8'4—K (Deluxe C60—I-P Form (C231) 
60678—13%4 x12 I Adco B859—Deluxe C6)—6 cols 
60978—13%x12 U (Adco B1659— Deluxe C9)—8 cols 
61378—13%x12 U (Adeo B1—Deluxe C13)—6 cols 
61478—13% x12 U (AdeoB1559—DeluxeC14)—4 cols. 
61578—13%x12 U (Deluxe C15)—7 cols 

7) World-Wide 2077 W Sioxll O White—9 cols 

8 2077C Sox 11—O Canary—9 cols 

11) 2077G Stoxll © Goldenrod—9 cols 


HB2242—11 xl4 Y Buff—9 cols 
Receipt Blanks 
Lefax 221 6%x 3%%—D 
Receiving Record Book. See Goods Received Records 
Receiving Slips. See Delivery Receipts 
Recipe Books— 
deal—R10 


7xll— 
National 4442-3 8l4x 5i4—I 
w-J 37297, 8, 9 Slox 544—I 


Reconcilement. See Bank Forms 
Record Rulings. See Minute Book Sheets 
Remittance Registers— 

Cesco 180-— S'oxl4 R Fold-over 
Rent Registers. See Real Estate Forms 
Requisition Blanks— 


1) Ceaco 26 4 x6 Dup. in pads 

Lefax 54— 63%{x 33%{—D 
1) National 7102R 4 x6 —Dup. in pads 

w-J 61008— 6 x 944—N (Materials) (I-P Form C166) 
1) 60102 4x6 N Dup. in pada Tatum 1263) 

60103 446x 8'4—N padded 
World-Wide 2088— 6 x 9'4—N 
2243— 5\4x 844 


Residence Property. See Real E state Records 
Restaurant Records— 
B&P W7 ll xl4 Y 


Ring Binder Sheets—All ~s a Sizes 
3 


Cash-Journal) 


& P—B-S—Cesco—Federbush—G-R—McM—Nat'l—Progress—Sta- 
a. rs—Trussell—W-J. 
Roll Books. See Class Records 
Route Sheets. See Salesman's Route Sheets 
Salary Records. See Employee's Records 
Sales Book, Typewriter— 
H & MeC fl4 x 8l4 
16 xl0', 
17 xl3% 
MeM 17 x17 
Sales Records, Comparative Analysis *— 
B& P W73 9'4x117%—S Garage 
F204—11 x 84¢—K 
(1 N202—11 x 84—K Notear 
N204—11 x 84%—K Notear 
F219—11 x 844—K 
2) N219—11 x 8'o—K Notear 
S551—11 x 8'o—K Daily 
S551! lt x 8'4—G Daily 
8552—11 x 8'¢—K Monthly 
S552\44.—11 x 844—G Monthly 
G-R PC5—11 x12'4—XX 
PCS—I11 xl4 XX 
Hevenor 10 x9 8-cols. 6 yrs. 
Nat'l 70728SR—11 xl4 r&y 
w-J 61663—11 xl4 r & Y (I-P Form C177) 
64040— 9'4xll%—S (Deluxe SS3—Adco B4532) 
65240— 94xll (Tatum 1273) 
(1) 84313—11 x 8'9—K (Deluxe P46—I-P Form C253— 
Tatum 546) 
85913—11 x 8'4—K (Deluxe C60—I-P Form C231 
2) 86013—11 x 84e—K (Deluxe Pl—Tatum 501) 


60129— 8'xl1l X (I-P Form C247) 
Salesmen’s Expenses. See Expense Records and Visible Records 
Salesmen’s Reports— 


Assoc 2345—11 x 8'4—K 

B&P.. Wo6s 3 x5 \ 

Faxon 20-— 63 4x 3% D 

Lefax 220— 6%x 3%—D 

Wabash -3 «5 A (Follow-up) 

w-J 89754 325 A (Deluxe C59—I-P Form C49 
World-Wide 2144— 3 «5 —A (Follow-up) 

Salcomen: s Route Sheets— 
AW N223—11 x 84—K row 
85613-—11 x 84¢—K (I-P Form C410) 


Savin fe er. See Bank Records and Visible Record Forms 


School Note Book Fillers. See Student Note Book Fillers 
Scrap Books— 
,&4P 1387 44—11! 9! Bing 
G-R... P22—17! exit Prdft 
Ideal 3-31 9 xii 
0— 93x 84 
21—11 x9 
15-55—11%x15 
14-24—11gx10% 
41—144ox125 
11-51—1514x11\ 
54—1544x1214 
70-71—16 x18 
90-91—23 x19 
Faxon 41 6%x 3%—D 
Lefax 103-—— 6%x 3%—D 
National 093 /39-—I1*bex 9%, 


994/39-—-12 x10‘, 
13}oxllb¢ 


995/39 








OFFICE APPLIANCES 


79301— 9%x 6 — Sectioniter 

79303—11 x 8% Sectioniter 

86913—11 x 8'44—K (Deluxe P48—Tatum 548) 
87013—11 x 8%—K (I-P Form 701SB) 
83015—12 x 9! K (I-P Form 702SB) 


Show Card Lettering Handbook— 


Lefax. 
Stamp Album. 


Cesco...... 


Nat'l 


Stationers... . 


— 6%x 3%—D 


See Postage Stamp om. 
ee > ae Note Books— 


. Tumbler—Spiral bound 
741-481— 4 6x 8'4—N (Faint) 
753-581— 5%x 8%—3'4"C.C. (Faint) 
765-691— 6 x 9% (_—H (Faint) 


74134-48114— 4x 8'4—N (Cen. line) 

753 \ 2- 581% — 5%x Ble 

G753% 

76534- -6914o— 6 

Stocks and Bonds. 
Stockholders Journal. 


344” C.C. (Cen. line) 

-G58116 — 5%x 814- —3%4" C.C. (Cen. line) 

x 94¢—H °C en. line) 

See Investment Records; also Visible Record Forms. 
See Bank Records 


Stockholders Ledger. See Bank Records 


Salesmen’s Order Books. 
| ae 


anne Order— 
V 


orld-Wide. 


See also Order Books. 
249— 6%x 3%—D 


2226— 6 x 944—N 


Social Security a 


Cesco 


B&P 
G-R 


MeM 


Natl 


Stationers 


W-J 


. V78/140— 


500—11 x 8% 
Ss- S501 5l4x 8% 
SS-502— 514x 814 
SS-503— 514x 814 
SS-504— 5igx 8% 


I (Application) 

I 

I 

I 

I 
SS-505—11 x 8'4—PF 

I 

—] 

I 

\ 


» 
‘2 aange of Status) 
‘2 (Lost Time Report) 
‘2 (Reinstatement Notice) 
2 Substitute Employee Record) 
2 (Termination of Emp.) 
2 (Compensation Claim) 
2 (Claims Filed) 
‘2 (Claims Paid) 
‘is. (U nemployment and Earning 
Recore 
SS-510—14 x12 folded—PFS3 (Payroll and Report Form) 
4 5x10} ¢—Vi 18. 
-llA— 10 %x16? 8 | Proudfit 
11B—10 %x16 % | Punched 3'% C.C 
C60— 5 x10%¢—Vis. (History and E mployment 
Record) 
D61— 5 x10°¢—Vis. (Record of Employment and 
Earnings) 
—Vis. (Record of Tax and Payroll) 
—T & Y (Payroll and Tax Working 
Sheets) 
V642— 45¢x10'4—Vis. (Tax and Payroll) 
VR8S9— 45x 8'q—Vis. (Earnings Record) 
VR90— 45¢x 8'¢—Vis. (History Record) 
1455-3—-11 xl4 T & Y (Office Payroll) 


SS-506—11 x 84— 
SS-507—11 x 8! 
SS-508—11 x 84— 
SS-509— 6 4x10 44— 


D62— 6 %x12 
670—11 xl7 


VF900E— 45¢x10%%—Vis. (Application & History Record) 
VF900P— 844x10%—Vis. (Employees Earning Record) 
68163—11 xl4 —T& Y (Dept. Payroll) 


Stock Records, Capital— 


Goes 


W-J 


Stock Records. 


1) B « P 


9) 

10) 

11) 

6) Eureka 
Lefax 
National 


(6) 
8) 
P&M 
6) Stationers 
) 


8) 
(9) 


.117—10%x 84— 6° C.C.—5,%" dia. (Minutes) 


118—10%x 84— 6" C.C.—‘%”" dia. (Certif. Regis- 
ter) 
119—103%4x 84— 6°C.C.—5," dia. (Transfer Rec- 
ord) 
120—10%x 84%— 6" C.C—'¢” dia. (Dividend 
Register) 
121—10%x 84%— 6" C.C.—*,%" dia. (Stockholders 
Ledger) 
122—10%x 84%— 6° C.C.—5,”" dia. (Journal) 
123—10%x 84— 6° C.C.—*%’ dia. (Gen. Ledger) 
..90500—11 x 844— Rect. (Ledger) 
90600—11 x 84g— Rect. (Journal) 
90700—11 x 84o— Rect. (Dividend Record) 
90800—11 x 84¢— Rect. (Stock Payment Record 
90900—11 x 8'¢— Rect. (Transfer Record) 
91000—11 x 844— Rect. (Dividends) 
91100—11 x 84¢— Rect. (Stockholders Ledger) 


Merchandise or Mate ial on Hand*. 


W36— 94x11? Ss 

Ww37— S'oxll x 

W64—11 x12 K 

W65—11 x —K (Short Form) 
W35—11 1a —T & Y 
2401—11 xl4 —T&«&Y 
2402—11 x14 -T&Y 
2403—11 x14 —T & Y 
B2401—11 x14 -T&Y 
B2402—11 xl4 —T&Y 


? 


B2403—11 xl4 —T&Y 
F224—11 x 8%—K (Stock & Purchase 
N224—11 x 8'4—K (Notear) 

.28— 94%x11%—S 

40— 94 x11%4—8 


81—114xl13%—I 
204W—11 xl4 —T 38 cols. White 
205W—11 xl4 —T 16 cols. White 
206W—11 xl4 —T 22 cols. White 
204B—11 x14 -T 38 cols. Buff 
205B—11 xl4 —T 16 cols. Buff 
206B—11 x14 T 22 cols. Buff 
.918SR—11 xl4 —T 
...228— 6%x 3%—D 
-RR38—11 x 84e—K 


RR39—11 x 54—K 


7078CA—11 x14 T&Y 
7078CJ—11 xl4 —T&Y 
7078CC—11 xl4 —T&Y 


7103— 8'4xll —X 
...135— 9%x11%—S (1 
.3-SRI—11 «x14 —T 
3-SR2—11 xl4 —T 
3-SR3—11 xl4 —T 

B3-SRiI—11 x14 —T 
B3-SR2—11 xl4 —T 
B3-SR3—11 xl4 —T 
30-SI—11 xl4 —T (Deluxe, 38 cols.) 
30-S2—11 xl4 —T (Deluxe, 16 cols.) 
30-S3—11 xl4 —T (Deluxe, 22 cols.) 
60229— S8oxll —X (I-P Form C134) 
61418— 7 xll —X 


‘abbed) 
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7072CH—11 xI4 T&yY (Weekly) | 
7072CI—11 xll T y as ehart, Weekly) 
P&M ..PR—13%x10 — (Weekly) 
¥ PR—13%4x 65¢—__ (Weekly, Short) 
Stationers .1024—14 x12 
3) 1126—11 x4 —T&Y 2 ae 
8) W-J .63340— 9\4¢4x1ll%—S (Wes? (Deluxe —W-P-—Tatum 
1250) 
61078-—13%4 x12 U (Weekly) (Deluxe C10) , 
(7) 61108— 6 x 94—N (Daily Cost) (Deluxe DT— 
Tatum 440) 
(6) 60105— 54x 844—N (I-P Form C171) 
61218 7 xil —X 
(3) 63363—11 x14. —T & Y (I-P Form C266—Tatum 989) 
(2) 63440— 9144xl1%—S (Dept. Distr.) 
83017—14. x 84—L (Long) (I-P Form C90) 
83117—14 x 444—L (Short) (I-P Form C91) 
(4) 83213—11 x 8'44—K (Long) (Deluxe P6—I-P Form 
C229—Tatum 506) 
(5) 83313—11 x 5%%—K (Short) (Deluxe P6A—I-P Form 
C230-—Tatum 506A) 
(1) 89908— 6%x 3%—D (Weekly) (Deluxe P49-—-Tatum 
549—I-P Form C224) 
(7%) World-Wide...... —U (Two weekly) 


2006E— 
Tire Records. 
Township Land Sections. 
Tracing Paper, Onion Skin— 


POOR, «adds +c 
17D 
17T 

Serer ere 71 
166 
193— 


Trade Acceptance Registers. 

Transfer Record, Stock. See 

Travellers Expense Reports. 
P 


H10—13%x12 
2004 


- 6%x 3% 


6 x 944—N (Daily Cost) : 
84x14 —O (Factory Inspection) 


See Automobile Records. 
See Real Estate Records. 


6%x 3%—D (Single) 


- 6%x 3%—D (Double) 
- 6%x 3%—D (Triple) 


6%x 3%—D (Single) 
-D (Double) 
6%x 3%—D (Triple) 
See Note Register. 
Stock Records, Capital. 
See Expense Records. 


ee ? > See S502—12 x 9'4—K (long) 
(2) 8503—12 x 6% ) (short) 
F132—11 x14 ‘ 
F133—11 «x 9%—T 
0 re 12—14 xl4 PF3 (long) 
12A—14 xll PF3 (short) 
(3) 110A—11 xl4 -T & Y (Acct. Analysis 
Eureka 722\44—12 x 944—K (Name Sheets) 
722\44—12 x 6'4—K (Short Sheets) 
G-R .. TBI—13%x12%—XX (long) 
TB2—13%x 8\44—XX (short) 
(3) MceM, n 688—11 xl4 -T & Y (Acct. Analysis) 
(1) Nat'l. .6609'4—12 x Sak | pome _—— 
(2) 6609'4—12 x 6'4—K (Short Sheets) 
P&M Size 31 Form 118 94 x11% 8s 
Size 50 Form 118—11 x11%—T 
Size 46 Form 118—114(x11% T 
W-J.. . .61778—13% x12 —U (Deluxe TB) : 
3) 63563—11 x14 T & Y (Tatum 988) Acct. Analysis 
64363—11 x14 T & Y (Tatum 1277) 
83043—11 x12 K long sheet (I-P Form C30) 


83143—11 
Tumble Head Ledger Sheets. 


Transit & Level Forms. See 
U.S. Map. See Maps. 


Vacant Lot Listing. 


x 744—K short sheet (I-P Form C31) 
See Dupl. Statement Ledger. 
Engineering Forms. 


See Real Estate Records. 


Vouchers, Accounts Payable— 


Amer. Pad & Paper— 


1262— 
2640— 
CR. 505cmebeteae 45— 
. 3° eee 608 18— 
World-Wide . 2650-— 


Vouchers, Cashier’s. 
Vouchers, a 


(1) B&P .W47— 
(1) Ceseo.. 39— 

an .. SF19— 
(1) National -7002JV— 
(1) W-J.. 60418— 


Voucher Record. 
Wagon Receipt. 
Weekly Time Sheets. 
Voucher Register— 


8%x 7% In pads. 
8%x 7%—_ In pads. 
84x 74¢—R in pads. 
7 xll —X (Tatum 
84x 7% In pads. 


1262) 


See Petty Cash Vouchers. 


7 xll —X 

7 xll —X 

oGse6—S= 

7 xll —X 

7 xll —X (Deluxe C25—Tatum 1261) 


See Invoices Payable. 
See Goods Received Records. 
See Time Sheets. 


oe) ) re W103—11 xl4 —T&Y 
Cesco.............38—133%x16%—U 
Nat'l........7048CG— 9\4xi1l%—S 
Stationers 1121—11 x14 —T&Y 

(1) W-J. ‘ -61863—11 xl4 —T&Y 
World-Wide. .... 2327—11 xl7 —T 24 col. Buff. 

2339 —l11 xl4 —T 15 col. & miscel. Buff. 


Complete Chart to Loose Leaf Ledger Forms 
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1 63040 91¢x11%—S (I-P Form C25) 
62840— 94 x11%—S (Tatum 965) 
62740— 914x11%—S (Tatum 1282—Deluxe SR1) 
62640— 9\4xl1l1%— (Deluxe P) 
62940— 9\4%x11%— (Deluxe PS) 
83065— 84x14 —I (I-P Form Cl) 
83159 54x 8144—N (I-P Form C5) 
3 83243—11 x12 —K (I-P Form C45) 
4) 83343—11 x 744—K (I-P Form C46) 
83713—11 x &8%—K (I-P Form C5) 
(12) 83813—11 x 844—K (Deluxe P30—I-P Form C212 
Tatum 530) 
5) 64563—11 x14 T & Y (I-P Form C110) 
65363-—-11 x14 T & Y (Tatum 1284) 
65740— 9\4x11%—S (Tatum 1285) 
7) 14-15-11 xl4 T & Y (Tatum, 16 cols.) 
8) 14-21—11 xll T & Y (Tatum, 22 cols.) 
6) 14-37—11 x14 T & Y (Tatum, 38 cols.) 
7) 330-16—11 x14 T & Y (I-P, 16 cols.) 
(8) 330-22—-11 x14 T & Y (I-P, 22 cols.) 
(6) 330-38—11 x14 T & Y (I-P, 38 cols.) 
(9) 263-37—11 x14 T & Y (Bu.) 
(10) 263-15—11 x14 T & Y (Bu.) 
(11) 263-21-—11 x14 T & Y (Bu.) 
Student Note Book Fillers— 
Amer. Pad & Paper—B & P—B-S—Cesco—Eureka—Faxon—Lefax 
National—Progress— Robarco—Rubco—Security—Stationers—W-J. 
Sundry Account Ledgers. See Ledger Sheets 
Suspense Ledger— 
ee e SLB liigxll% S 
60940 9'4xll%—S (Tatum 962) 
Target Shioting Record— 
fax 379 6%x 3%—D 
Tax Records— 
B&P.. Ws2 94 x1llh&% 
Lefax 387— 64x 3%—D 
National .MR 84x 54—I 
Trussell 33 8lox 54—F 
Ww-J 89212 Slax 544—D2 
Lefax 387 6%x 33%%—D 
Teachers Class Records. See Class Records. 
Telephone Number Record*— 
Elbe 2-DEX 84x 54—I 
MecM 100— 8 x 54—D 
Telephone Call Record— 
Amer Pad & Paper Co 
2520— 43x 3 Pad 
2750 Stoxll Pad 
2760 434x 3 Pad 
Rubco 114 5'oxll —Padded 
113 Stexll —Padded 
Temperature Charts. See Hospital Records 
Time Sheets— 
B&P. W38— 6%x 3%—D (Monthly) 
1) W39— 6%x 334 D (Weekly) 
2) w49 ig x11% Ss 
3) F220—11!ox 844— (Weekly) 
W106—11 x14 T&Y 
F220—11 x 84%—K (Weekly) 
(4) N220—11 x 8'¢—K (Notear) (Weekly) 
F221—11 x 8%— (Weekly) 
F221—11 x 5%—K (Short) 
5) S516—14 x 8%— (Weekly) 
N221—11 x 5% | Notear) (Weekly, Cut Leaf) 
6) W123 5lox 844 (Daily) 
S513—12 x 94 . (Long) 
S514—12 x 6'—K (Short) 
$516—14 x 84%—L 
517—14 x 814 -L (Cut Leaf) 
7) Cesco S516—14 x 7 (2 
167 ry x s—N (Daily Cost) 
8) 44 eaiy 
3) S517 14 x Rig L (Cut Leaf) 
lll—11 x14 
13—14 x10 - PF3 (Long) 
13A—14 x 74—FF3 (Short) 
Faxon 28— 63x 3%—D (Weekly) 
G-R 8SW—13%%x 8%%—XX (Weekly Form) 
137¢x 6'44—XX (Short Form) 
82W—13%x1144—XX (2-Weekly) 
137%x 6'44—XX (Short, Weekly) 
Lefax. 128— 6%x 3%—D 
142— 6%x 3%—D 
McM 670—11 x17 —T&Y (Payroll and Tax Working 
at. Federal Social Security 
Act) 
National 7108— 6 x 94—N ‘(Daily —10 min. units) 
4) RR3—11 x 8'44—K (Weekly) 
5) RR4—11 x 54%—K (Weekly, Short) 
(Continued from page 87, 
: 2 = FA 
“ £ 2 = “- = 
5 Fa E 7 o. 2. ga 
% _ a = ~~. -2 — a 
3 3 = . . & ass 2 2h 
3 2 s = SP a e& CL wa) 
F 23 8 #8 ¢ 338 sca 3B 
= co Oo & mi oO FQ0 am Ao 
Size 914" x 1174" 
& P 1 Wh s A3115 F3115 B3115 13115 J3115 
B& P 1 Wh 8 A3115E F3115E B3115E , , 
B&P 1 Bu Ss A3115B F3115B B3115B I3115B J3115B 
B&B 1 Wh 8 AU3115* <= ee , ‘ 
B&P 2 h 8 A4115 F4115 B4115 14115 J4115 
& P 2 Wh 8 A5115 F5115 B5115 =: 15115 J5115 


November Office Appliances) 


. 2 gf ' 
sy “a : 3 
»— » 9 oi ~— 
P| HO nds BF 
ee aa Ste Zos 
== {= eo wa 
3a sé eca SAz 
C3115 «G3115 Ss H3115 
C3115B G3115B H3115B ...... 
C4ii5 X4115—w...... E415 
C5115 G5115 HS5115 E5115 


, . ma 5 
37g - =F i) 
= S&S  & 
3 6B # 444 4 
ae 3. z gx Fa 
<4 ded gid dea 
x z ° - 
845 S45 345 SSA SC 
Wee «WH déisics L3115B 
oven T4115-44e. 
{ L5115-3Ac. 


| N5115-10Ae. 








. : 

- 

- 

W : 
Ber 2 B 
BaP Wh 
Be P Bu 
BaP WwW) 
BaP Wh 
Ceeco | Wi 
Ceack l B 
Ceaco Bu 
Ceack 2 Wi 
Ceace 4 B 
Deluxe Wh 
Deluxe B ; 
Deluxe Wh 
Deluxe 2 Bu 
klbe 2 Wt 
Eureka ] Wh 
eureka I B 
Lureka 2 Wi 
Federbush | Wh 
Federbush | B 
Federbush 2 Wt 
Federbush | Wh 
Feder bush Wi 
G-R ] Wr 
I-P I Wi 
[-P l Bu 
[|-P Wi 
1-P B 
MeM Wh 
McM Wh 
National I Wh 
National ! Wi 
National Bu 
National 2 Wi 
National 2 (Gr 
Nationa y 4 Wh 
P&M 1 Wi 
P&M Wh 
P&M Wi 
P&M ! B 
P&M 2 Wh 
Rube« 2 Wh 
Stat re Wh 
Stat re Wh 
Stat'rs 2 Bu 
“tat re Wi 
Stat re Wh 
“at re Wh 
Tatun Wt 
Tatum l Bu 
Tatum 2 Wh 
Tatur : Bu 
T'winlock l Wh 
W Wh 
W Wh 
W Wi 
W Wh 
World 

Wide ! B 
Size 9'," x13 
( eace l 
Nationa l 
P&M l WwW} 
P&M l Wh 
P&M I Bu 
Stat re l Wh 
Size 944" x 9'," 
G-R I Wi 
GR ! B 
Size 10°." x 9', 
G-R l Wh 
G-R l Bu 
Size 11" x 11° 
B&l I Wi 
Bal Bu 
Deluxe | Wh 
Deluxe I B 
Federbush |! Wi 
Federbush 1! Bu 
1-P l Wh 
1-P ! Bu 
P&M l Wh 
Tatum l Wh 
Tatum l B 
Size 11" x 11',” 
F-B ! Wh 
P&M Wh 
P&M 1 Bu 
Size 11" x 14° 
BaP I Wh 
BaP 1 Bu 
Deluxe l Wh 
Deluxe ] Bu 
Deluxe 2 Wh 
Federbush 1 Wh 
|-P 1 Wh 
1-P 1 Bu 
|-P 2 Wh 
MeM l Bu 
National ] B 
Tatum I Wi 
lat I 5 
Patun Wi 


ible 


A5115B 
Al 4115° 
AUS115* 
A015 
A115 
1GW 
IGB 
SIGB 
RIGW 
RIGB 
B9106 
BJ9106 
N2B 
BN2B 


5344 
115A 
114A 
114A 
545B 
545BJ 
B545B 
545RB* 
B545RB* 
RI 

17-5 
Bi7-5 
1017-5 
Bi017-5 
92A 
92AR* 
7O41A 
7041AR* 


7O48A 
71484 
7048AR* 


$1-100 
31-100 
31-100 
$1-100* 
180-181 

4 1367-1 
B1367-1 
BB1367-1 
A P1367-1* 
BP1367-1* 
” 

158A 
OLS8A 
HH58A 
OO65S A 
15-5 


17RL* 
1017RL* 
60140 
X2B 


SIHB 
7051A 
32-100 
s2S1100 
3281100 


4 1367-18 


RI 
RI 


RI 
RI 


A3120 
43120B 
B9103 
BJ9103 
561B 
561 BJ 
27-5 
B27 5 
44-100 
165A 
OL65A 


B562 
46-100 
46-100 


AS122 


B9117 
BJ9117 
N5B 
564B 
30-5 
B30-5 
1030-5 


168A 
OLD6RA 
HOO A 


41D 


7TO48D 
7148D 


sIS1104 
$1-104-5 
31-104 

1-104 
$1-104* 
[88 


A1379-1 
79.1 


158B 
O158B 
H658B 


15-6 


17CRB* 


5611 
5614 


7-6 


B27 6 


| 


) 


165B 
O165B 


46-104 
46-104 
F3122 


Celli 


564A 


{0-6 


168B 


Wide Dr 
Description 
Humn 


5G W 
5GB 
S5GB 
R5GW 
R5GB 
A9106 
AJ9106 
N2A 


17-1 
B17-1 
1017-1 
92B 


7041B 
7048B 


sIST101 
31-121 
31-121 
$1-121 


A1373-1 
B1373-1 


158D 
Obs8D 
6658D 


15-1 


S5HB 





BB1373-1 BB1374 


ndexing tabs 


Mf indexing 


NI 
NI 


NI 
NI 


B3120 
B1320B 
49108 
561A 
561AJ 


165D 


46-121 
46-121 


B3122 


AQ117 


5044 


30-1 


168&D 


4 = = 2 =3 ‘+ 
- . Bos z -. lt -. 
5G Sy = = a4 = ec © ag oc =s = 
42 é 2a =S mAa o42 s45 sac 
I5115B 
2AGW iBGW GW 
iGB 2BGB 
with self-indexing tabs 
R2AGW R3BGW R3IGW 
R2AGB R2BGW 
D9106 D2-9106 K9106 E9106 19106 For ruled onl) 
DJ9106 §=6>D2J9106 1J9106 Ledger Sheete 60740 
N2D N2D2 N2K N2I N2J Headings not 
printed in the 
Deluxe, I-P and 
534D Tatum lines See 
115D 1151 W-J listing be- 
low 
114D 114} 114H 114} 114G 
545D 545D2 545K 5451 545J 
545DJ 545D2J) 545.1) 
B545D A545D2 B545K B5451 B545J 
DCB BR 
17-10 17-2 17 17-11 17-13 
Bi7-10 = Bl7-2 B17-1 60749 
1017-10 =1017-2 1017 1017-11 = 1017-1 
92D 90D2 1K oO} 00) 
T0411 70411 7O41G 7041K 
70481 70481 7048K 7TO48IW 
71481 Buff sheets discontinued by National in fa t “Eye 
sIS112) IST108 Self indexing stvle 
31-120 31-107 1-108 1-137 s1-10 s1-102 31-106 
31-120 
189 187 
A1374-1 4 1386-1 A1383-1 A1376-1 A1384-1 A1370-1 
B1374-1 B1386-1 BIS83-1 BI376-1 B1I384-1 
l 
1581 1581 158G 158H 1581 
O158I O158I O58! HO740 
H658 1} HH5S I 6658G 6658H 6531 
15-10 15-2 15-11 
For re wr ruled and printed ledger leaves, see Deluxe, I-P and 
Tatun nes listed abov 
with self indexing tabs) S3HB 
7O51F 7051G 70514 
tabs 
\ 5 5 
DCB DB BI CR&CRP 
DCB 
DCB DB BI CR&CRP 
DCB 
13120 
For miscellaneous Ledger Ru 
Dg103 D2 910 Forms under headings 
DJ9103 Ledgers, et 
561D 561D2 SH1K 
seIKJ 
27-10 27-2 
B27-10 
1651 1651 
O65 
46-120 46-10 46-108 4 46-1 46-102 46-10 
D9117 D2-9117 K9117 19117 
DJ9I17 =D2I9117 JO117 
564D 564D2 64K 564) 
10-10 1-2 7 {0-1 
B30-10 B30-2 B30-1 
168 168 168¢ 1681 
1681} O168k O168! 





OFFICE APPLIANCES 
=% = 
| | > . 
5AGW 
GIGB 54GB GB 
R5AGW 
67340 
H3840 () 
67440 
117 
545G1 
67340 
H3849 67740 
67440 
7042C M 
70481 
use’) 0 Grreen-Whit 
1-13 
1-11¢ 
A370 AS1367-1 
BS1367-1 
67340 
63840 t 4 
67440 
2384 
32-138 
RI 
RI 
lings, see the General Index to 


General Ledgers. Purchase 


W22 
25 whe 
625¢ 60963 
DSH 
7072GL2 7072GLI1 
62563 C0963 
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¢  £ : : : 3 Bas ‘= ©. 
3 ~ = = = S < os 2 we. oa eu 
2 = 4 ™ a Mal gic aS. 3-8 Bo crs 4a. 3 
= = ~ - s = 1 shud ~_2s =o 8 os re cs 
= e = i x x C =" ‘a 2 6s5 a.@ =<é —_ = ass ~ 
= i = = = —# =< ao .~s .@.; ~~? os " . " 4 = 
5 ef 5 vs E ig e. ¥o Beg Exo Ses EUS ct EL 5 
pe So = =u * Sa Sec SC =SQe 08% 085 S40 SAO COe & 
Size 11'4" x 117.” 
B&P l Wh I A3121 F3121 B3121 13121 G3121 E3171 
B&P l Wh | A31211 F31211 B31215 
B&P l Bu T A3121B F3121B B3121B 
B&P 2 Wh I 44121 B4121 [4121 J4121 C4121 X4121 K4121 E4121 T4121 
B&!l 2 Wh I 45121 
B& I 2 Wh I AU4121* F5121 B5121 15121 
Cesco l Wh I 1LW 2LW 5LW 2ALW 3BLW 3LW 4LW 5ALW 
Cesc 1 Bu I 1LB 2LB 3LB 2BLB GILB 5AMB 7LB 
Cese 1 Bu r SILB S2LB S5LB(with self indexing tabs 
Cesco 2 Wh r RILW R2LW R5LW B2ALW R3BLW R3LW R5ALW 
Cesco 2 Bu y | RILB R2LB R2ALB 
Deluxe 1 Wh I B9112 C9112 A9112 D9112 D2-9112 K9112 E9112 J9112 For ruled only. Ledger Sheets with 
Deluxe | Bu rT BJ9112 CJ9112. AJ9112 DJ9112 D2J9112 19112 Headings not printed in the Deluxe, va 
Deluxe 2 Wh I N4B N4C N4A N4D I-P and Tatum lines. See W-J list- 60567 
Eureka 2 Wh I 116A ings below. 
Federbush 1 Wh I 568B 568C 568A 568D 568D2 568K 568E 
Federbush 1 Bu I 568BJ 568CJ 568A] 568D2J 568.1.) 
Federbush 2 Wh I B568B B568( B568A B568D 
I-P 1 Wh I 33-5 33-6 33-1 33-10 33-2 33-3 33-11 33-13 
I-P I Bu I B33-5 B33-6 B33-1 B33-10 B33-2 B33 -13 
I-P 2 Wh I 1033-5 1033-6 1033-1 1033-10 
MecM 1 Wh | 95A 95C 95B 95D 
National 1 Wh I O61A 7061D 
National | Wh r 061AR* 
National 2 Wh r 70684 7068D 7068B 7068E 7068F 7068K 
National 2 Wh I 068A R* 
P&M 1 Wh I 50-100 50-104 50-121 50-107 50-108 50-137 50-103 50-106 50-138 
Rubco 2 Wh r 186 
Stat'rs 1 Wh I 4 1367-4 A1379-4 A1373-4 A1374-4 A1386-4 A1383-4 A1376-4 4 1370-4 {AS1367-4 
AO1367-4 
Stat rs 2 Wh I B1367-4 B1379-4 B13744 B1376-4 
Stat'rs I Wh I 4 P1367-4* 
Tatum 1 Wh I 171A 171B 171D 1711 171F 171G 71H 1711 
Tatum 1 Bu I O171A O171B)sO171D~—s« O71 O171I o17il 
Tatum 2 Wh I 66714 6671B 6671D 66711 60578 
Twinlock l Wh Y 32-5 32-6 2-1 32-10 32-2 32-11 
Twinlock l Bu Y B32-5 
Ww-J l Wh I s3RL* 
W-J 2 Wh I 1033RL* 
Size 11',” x 137,” 
B&P 1 Wh I 43122 F3122E B31225 
B&P 2 Wh I J4122 C4122 
Cesco 1 Wh I IMW 5MW 3BMW 5AMW 
Cesco 1 Bu I IMB 2MB 5MB GIMB 5AMB 7MB 
Cesco | Bu T SIMB S2MB S5MB with self indexing tabs) S3MB 
Cesco 2 Wh I R2LW C5MW 
Deluxe | Wh I B9115 
Federbush 1 Wh I 569B 
Fe'erbush 2 Wh I B569B B56 
P&M l Wh I 5381100 53-138 
P&M 1 Bu I 5381100 Buff 
Stat'rs 1 Wh I 4 1367-6 (1387-6 A1383-6 
Tatum | Wh I 173A 
Size 11 x9, 
G-R 1 Wh XX RI CB&Ol NI DCB DB BR CR&CRP Sundry 
G-R 1 B XX RI NI DCB 
Size 11 x 1354" 
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Seen and Heard 


in Southern California 


By Hobart W. Martin 
230 Avenue D, Redondo Beach 


Up to Advertisements. A week after arrival here, I 
remarked to an acquaintance that California comes 
up to the advertisements. “Yes,” was the reply, “and 
like every other section of the country would be glad 
if certain kinds of advertising were discontinued.” 
Which was to say that Californians are pretty much 
like the folk elsewhere. 

But it is delightful. Nevertheless one experience 
determines the declaration that “I care not what 
course others may take, but as for me—I shall keep 
winter underwear handy. Encountering some sleet and 
snow in western Texas, Arizona and New Mexico on the 
way out in the bus was, of course, an “unusual experi- 
ence” for any one. 

Since getting my belongings in some order at my new 
quarters in Redondo Beach (where I hope to have an 
occasional hour to spend “just looking lazy at the 
sea”) I have gone to town—that is—Los Angeles—a 
couple of times. Once to get my bearings so to speak 
and again to look in upon some members of the trade. 

My pleasant receptions I attribute to the good will 
in which Office Appliances is held. Every one upon 
whom I have called has been most friendly. With some 
of them I had a “correspondence” acquaintance. My 
experience of whatever kind thus far impels the sus- 
picion that I am about to take California-itis. But 
I'll try to be reasonable to avoid being slashed with 
the blue pencil. 

As I have for many years referred occasionally to 
the enterprise of Pacific Coast distributors in our field, 
my enthusiasm cannot be fairly considered as the zeal 
of a proselyte. But one does sense a note of special 
alertness out here—a feeling of snap and go in car- 


rying on. 
= 

Two Useful House Organizations. In the Schwa- 
bacher-Frey store in Los Angeles the other day, I 
learned that the company has two house organiza- 
tions which meet each week. One is composed of store 
employees, the other of the men who work on the 
outside. The former group meets every Monday morn- 
ing from 8:00 to 9:30. The sales manager is director. 
There are discussions on lines to be pushed during the 
week, on new lines and even on overseas business, in 
connection with suggestions for the improvement of 
the company’s service. A capital idea. 

The second group is a sales club which meets every 
Saturday from 11:00 to 12:00 o’clock. At this meeting, 
mostly of outside men, matters of moment are dis- 
cussed and occasionally speakers from outside are in- 
vited to address the meeting. The members of the 
club are also expected, when called upon, to make 
fifteen-minute speeches on subjects related to their 
Sales experience, with such suggestions as they care 
to offer. A small fine is imposed for tardiness and 
other mild offenses, and a small membership fee is 
charged. The sum thus raised is devoted to charity 
at Christmas time. Payment can be made in any 
method desired, such as the purchase of canned goods 
and in other ways. Those who do not bring merchan- 
dise can square themselves by small cash contribu- 
tions. In no case are the contributions large enough 
to embarrass anyone, and much good is accomplished 
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and considerable fun derived during the meetings. 
These two organizations are profitable in stimulating 
thought, bringing out suggestions and in fostering the 
spirit of good fellowship in the organization. Which 
everybody will agree is a fine thing. 
. 


Freeman Celebrates Anniversary. There was a fam- 
ily reunion with a few old friends invited at the home 
of Harry K. Freeman in Beverly Hills, early in No- 
vember, to celebrate his eightieth birthday anniver- 
Sary. Many pleasant remembrances were received. 
Harry Freeman has been with the Sanford Ink Com- 
pany, mostly on the Pacific Coast, for more than fifty 
years. His health is reported excellent. His many 
friends in the field will join us in the wish that he 
may long continue on the job. 

> 

U. E. F. Bowling Trophy. The U. E. F. Los Angeles 
office has aspirations for the season’s bowling contest. 
Seventeen offices of the company are to compete. Those 
at Green Bay, Trenton, Denver, Allentown, Los An- 
geles, Bridgeport factory, Grand Rapids, Pittsburgh, 
Chicago, Youngstown, Columbus and 342 Madison ave- 
nue and 63 Vesey street, New York City. 

A separate league is being formed for those offices 
which delight in bowling candle pins. Thus far the 
line-up is Boston T, Boston A. A., Springfield and 
Washington. 

The fall tournament of the main league is already 
under way. Matches the first week were Pittsburgh 
vs. 63 Vesey street 1; Chicago vs. Columbus; Bridge- 
port factory vs. Grand Rapids; Youngstown vs. 342 
Madison avenue; Green Bay vs. Allentown; Los An- 
geles vs. Buffalo; Denver vs. 63 Vesey street 2. 

All teams play on their home alleys. Scores are 
forwarded to Bowling Manager Hargreaves, 63 Vesey 
street, New York. (And old friend of mine says he 
always wished to be a bowler but he could never get 
his thumb out of the hole quick enough.) 

> 

Redondo Beach Store. W. D. Burns, proprietor of the 
Redondo Office Supply Company, 118 South Pacific 
avenue, is a pioneer stationer in Redondo Beach. Mr. 
Burns deals in rebuilt typewriters, a general line of 
office equipment, books and periodicals. His place is 
attractive and is located on the main business street. 

. 

Coast Business Improving. H. W. Bailey, sales man- 
ager for the Grimes-Stassforth Company, says that 
thus far this year business has shown an increase over 
1934 and that the volume for November is substan- 
tially greater than that for October. It is stimulating 
to have him confirm report from many sections of 
the country that office furniture is coming back 
strongly. There is substantial demand for new furni- 
ture. Besides being a shortage of used furniture, there 
is an apparent inclination to prefer the new. 

> 

A Devotee of Fishing. In his leisure moments, which 
are comparatively few, Otto Christensen of the ac- 
counting machine division of the U. E. F. Company, 
is devoted to fishing. Some time from the boats which 
anchor off Redondo Beach and other places, he may 
be seen trolling the game fish which are abundant— 
“but not too much so.” Mr. Christensen resides at 
661114 Hollywood boulevard, L. A. Some day this scribe 
with the hope of beginner’s luck, hopes to accept the 
invitation received from Mr. Christensen. 

* 

Celebrates Anniversary. J. H. Mendenhall of the 

Schwabacher-Frey Company, celebrated on November 
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12 the sixth anniversary of his connection with the 
firm. Mr. Mendenhall came from Seattle. He had 
spent fifteen years in the fountain pen and camera 
business there. His father, M. D. Mendenhall, was a 
well known stationer of Seattle for a number of years. 
The business was sold to Lowman & Hanford. The 
younger Mendenhall traveled the northwest for the 
Waterman Company for eight years before going into 
business for himself in 1916. 


* 


Seattle Veteran with S. F. S. Company. Seven years 
ago, F. L. Hawley came to the Schwabacher-Frey Com- 
pany from Seattle where for twenty years he had been 
connected with the Lowman & Hanford Company. He 
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had gone there from Lincoln, Nebr., where he was 
associated with the State Journal Company from 1901 
to 1906. 

Some months ago the Lowman & Hanford Company 
gave a reunion of old-timers. Mr. Hawley was called 
upon to look up some of the former L. & H. men in 
Los Angeles. He was astonished to find there were 
twenty-three who had been connected with the Seattle 
firm. 

. 

Dean of Los Angeles Stationers. One of the high 
spots of my round-abouts was an interview with 
George W. Grimes, dean of Los Angeles stationers. But 
“that’s another story,” as Kipling puts it, and appears 
separately below. 


Dean of Los Angeles Stationers 





IXTY years in the stationery business 

is the record of George W. Grimes, 
president of the Grimes-Stassforth Sta- 
tionery Company of Los Angeles, Calif. 
Mr. Grimes, now in his seventy-seventh 
year, is of medium height, ruddy and vig- 
orous. His associates say that he is a 
walking compendium of the stationery 
business. Whenever a question arises that 
nobody else can answer, Mr. Grimes is 
the court of final resort. 

His first experience in the stationery 
business took place in 1875 in Clinton, 
Mo., where he was connected with James 
T. McKee. It is interesting to know that 
Mr. McKee’s daughter now runs the busi- 
ness at Clinton. In 1876 Mr. McKee, ac- 
companied by his wife, went on a long trip, leaving 
young Grimes in charge. Mr. Grimes today relates 
with some amusement the fact that when Mr. McKee 
left there was a considerable sum of money owing 
from customers, and that before his return Mr. 
Grimes had succeeded in collecting a large majority 
of these bills, in addition to successful conduct of the 
daily business. 

After four or five years in the employ of Mr. McKee, 
Mr. Grimes was sent to McLeansborough, IIl., to man- 
age and conduct a branch store. Later he returned 
to Clinton where he remained until he came to Los 
Angeles in 1883 where he almost immediately became 
associated with the Hellman-Stassforth & Company. 
During this period he visited San Bernardino, Post- 
master Garner at McLeansborough having had a 
brother in that city. It was Mr. Grimes’ intention to 
go to work for a haberdashery shop in San Bernardino, 
but in the meantime the offer had come from the 
Hellman-Stassforth & Company and he accepted it as 
being in the line to which he was accustomed. 

When Mr. Grimes started in the stationery business 
in Los Angeles there were five principal houses: the 
Hellman-Stassforth & Company; Lazarus and Melzer 
(later the Lazarus Stationery Company); then Cahen 
Strodhoff Company, later to become the H. S. Crocker 
Company; Phil Hirschfeld, which developed into the 
Zellerbach Paper Company; and finally the firm of 
Stoll and Thayer, which was also absorbed by the 
H. S. Crocker Company. 

The company which was originally known as S. Hell- 
man, was started in a small store at the junction of 
Spring and Main streets, in 1870. Two clerks were 
employed and there was a stock of books, stationery, 
toys, periodicals, and so forth. Four years later the 
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| business was moved to 220 North Spring 
street, and in 1882 Mr. Hellman retired 
and the business was taken over by his 
son, M. S. Hellman and O. A. Stassforth, 
under the firm name of Hellman-Stass- 
forth & Company. One year later, Mr. 
Grimes entered the employ of the house 
as a salesman. 

In 1889 O. A. Stassforth retired from 
the firm and J. E. Waldeck entered. The 
business was continued under the firm 
name of Hellman, Waldeck & Company. 
In 1890 F. E. Rising became bookkeeper 
for the company and later rose to the 
positions of secretary and treasurer. 

On September 1, 1893, the business was 
taken over by Messrs. Grimes, Rising 
and associates, Mr. M. S. Hellman retiring to enter the 
banking business, but still retaining his interest. On 
January 1, 1894, the business was incorporated under 
the name of the Grimes-Stassforth Stationery Com- 
pany. 

The business has shown a steady and consistent 
growth. At the present time it occupies a large mod- 
ern building at 737-739 South Spring street. Mr. 
Grimes’ son, Carl Grimes, is now an officer of the 
company, and is closely connected with his father in 
the management of the business, which is regarded 
as one of the most substantial stationery enterprises 
on the Pacific Coast. 

——_—_—=___-- 

SHEAFFER LAUNCHES HUGE ADVERTISING PLAN 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, has completed plans for a gigantic advertising 
drive which is to be addressed to the nation’s Christmas 
buyers through magazines and newspapers with a com- 
bined circulation of one hundred million copies. 

In addition to this, the Sheaffer Company will reach 
untold thousands through a series of coast-to-coast 
radio programs. 

In one week alone at the beginning of the heavy 
Christmas buying rush, Sheaffer is expending more 
than $55,000 for four-color pages in the Saturday Eve- 
ning Post, American Weekly’s seventeen newspapers, 
“This Week’s” twenty-one Sunday papers, the Chicago 
Tribune, New York News and Philadelphia’s Inquirer 
four-color rotogravure and other national magazines. 
Another angle of the campaign will blanket the country 
with black and white newspaper advertising. 

It is expected that the Christmas 1935 volume of 
Sheaffer sales will achieve a factory sell-out such as 
was experienced in 1934. 
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Globe-Wernicke Wood Library 
Equipment Used Throughout 
the New, Modern Georgetown 
Branch of the Washington, D. 
C., Public Library, Recently 
Opened to the Public.—For 
many years, The Globe-Wernicke 
Co. has been noted for fine 
craftsmanship in both wood and 
steel equipment for libraries 
and other public buildings. Top, 
left: The adults’ charging desk 
in the library, a fine example of 
wood craftsmanship. Top, right: 
The adults’ reference room. 
The mantel in the background 
was also made by Globe-Wer- 
nicke. Middle, left: Children’s 
charging desk and exhibit case. 
Middle, right: This large, well- 
lighted adults’ reading room is 
furnished with modern Globe- 
Wernicke library equipment. 
Lower, left: The children’s read- 
ing room, showing some of the 
wood bookcases, desks, benches, 
table and mantel. Lower, right: 
A view of the main lobby and 
new book department. 





Below Are the Winners in the L. C. Smith & Corona Typewriters, Inc., Corona Rodeo School Window Display. 
First prize: William H. Duning Sons, Inc., Richmond, Ind.; Second: National Typewriter Company, Hartford, 
Conn.; Third: General Office Machines Corporation, Pittsburgh, Pa.; Fourth: John H. Wyatt Company, Brock- 
ton, Mass. Four consolation prize winners were R. H. Eckert, Inc., Allentown, Pa.; Hollywood Citizen, Holly- 
wood, Calif.; George P. Tillotson, Harrisburg, Pa., and Typewriter Inspection Company, Toledo, Ohio. 
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L. to R.: Remington 
Rand, Inc. Art Metal 


Construction Company. 


L. to R.: Pittsburgh Dis- 
trict Stationers Associa- 





tion. Allen-Wales Adding 


Machine Corporation. 


L. to R.: Standard Regis- 
ter Company. Todd Sales 
Company. 


L. to R.: Monroe Calcu- 
lating Machine Company, 
Inc. Egry Cash Register 
Company, with A. B. Dick 
Company in background. 


Some Pictures from the 
Pittsburgh Business Show. 


PITTSBURGH HAS EFFECTIVE BUSINESS SHOW 


More than 20,000 persons visited the first annual 
Pittsburgh Business Show held in the William Penn 
hotel, October 23, 24 and 25, under the joint auspices 
of the Pittsburgh Office Appliance Managers Associa- 
tion and the Pittsburgh Chapter of National Associa- 
tion of Cost Accountants. 

The show with its hundreds of exhibits was staged 
in the Chatterbox ballroom of the hotel which was 
beautifully decorated for the occasion. The 7500 square 
feet of floor space was partitioned off and lighted es- 
pecially for the display of office equipment. 

The show officially opened on Wednesday, October 
23, with every inch of space taken by exhibitors, many 
of whom moved their exhibits from New York. 

One of the most surprising and interesting features 
of the three-day show, according to officials in charge, 
was the large number of prominent executives of Pitts- 
burgh industrial concerns who visited the show. In 
this connection, it was said, these visitors accounted 
for a very substantial amount of business which was 
booked with the various exhibitors during the show. 


en 
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Following is a list of the exhibitors who had space 
at the show together with the name of the local man- 
ager in charge of the exhibit: 


A. B. Dick Company, Mr. Miller. 

Allen-Wales Adding Machine Com- 
pany, Mr. Weiner. 

Art Metal Construction Company, 
Mr. Maloy. 

Bankers Lithographing Company, 
Mr. Jacobs. 

Black Hawk Press, Mr. Jenkins. 

Brandt Automatic Cashier Agency, 
Mr. Cyphers. 

Burroughs Adding Machine Com- 
pany, Mr. Neumann. 

Comptometer, Mr. Jadden. 

Dictaphone Sales Corporation, 
Mr. Barteaux. 

Ditto, Incorporated, Mr. Cooper. 

Egry Register Company, Mr. Jo- 
sephi. 

Elliott Addressing Machine Com- 
pany, Mr. Taylor. 

F & E Check Writer, Mr. Arthur. 

Friden Calculating Machine Com- 
pany, Mr. Porter. 

General Fireproofing Company, 
Mr. Caldwell. 

Hughes-Ogilvie Company, Mr. 
Hashes. 

International Business Machines 
Corporation, Mr. Moesta. 

Kee-Lox Manufacturing Company, 
Mr. Mooney. 


Marchant Calculating Machine 





Company, Mr. Hoppes. 
Mitchell & Cook, Inc., Mr. Mitchell. 
Monroe Calculating Machine Com- 

pany, Mr. Borden. 
Multigraph Sales Agency, Mr. 

Phillips. 

Pittsburgh District Stationers As 
sociation, Mr. Shepard, 

Recordak Service, Inc., Mr. Don- 
ovan 

Remington Rand, 

Dininger, 

and Moser. 
Riegers Duplicating & Mailing 

Service, Mr. Battles. 
Roach-Reid Company (Ediphone), 

Mr. Sheehan. 

Shaw-Walker Company, Mr. Ran- 


dall. 

Shelby Sales Book Company, Mr. 
Rhodes. 

Standard Mailing Machine Com- 
pany, Mr. Phillips. 

The Master-Craft Corporation, Mr. 


Lappe. 

Todd Sales Company, Mr. Cun- 
ningham. 

Visible Records Equipment Com- 
pany, Mr. Beese. 

Woodstock Typewriter Company, 
Mr. Hancock. 

Standard Register Company, Mr. 
Bender. 


Messrs. 
Hughes 


Inc., 
Montague, 
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NEW WASTE BASKET BY Y AND E 


Featuring a number of outstanding points in design, 
appearance and construction, a new, square wastepaper 
basket has been placed on the market by the Yawman 
and Erbe Manufacturing Company, Rochester, N. Y. 

The new basket is equipped with a continuous rubber 
cushion or binding extending all the way around the 
four corners and sides. This vulcanized and resilient 





Y & E Waste Basket 


rubber offers protection to the basket as well as to other 
furniture pieces. 

Inside at the top, the basket is eleven and one-half 
inches square. It is fifteen inches high. The top is 
reinforced with a heavy-gauge steel rim difficult to 
bend or dent, and the ribbed corners improve the bas- 
ket’s appearance and add to its strength and rigidity. 
The channels extending three-quarters of an inch be- 
low the bottom are reinforced with special gliding 
members that reduce friction and prevent scratching 
or marring of floor surfaces. 

The baskets are available in walnut brown, mahogany 
red, oak tan, or olive green crinkle finish. They are 
also offered in olive green smooth finish. 





NEW TYPE OF CARBON PAPER 

The Pacific Carbon & Ribbon Manufacturing Com- 
pany of San Francisco presents a new carbon paper 
embodying in one sheet several features heretofore 
uncombined, it is believed. On each side is a quarter- 
inch margin left uncoated to prevent curling. Sheets 
are made a half-inch longer than regular typewriter 
paper, forming a tab on the bottom to facilitate re- 
moval of carbons. The upper right hand and the lower 
left hand corners are cut off to make it easier to 
change the carbons around. 

Each box of carbon paper contains five specially 
designed backing sheets with an aligning fold at the 
top. The sheet protects the platen and tends to make 
better copies when the platen is worn. On the margin 
of the backing sheet which extends out a quarter 
of an inch on each side of the carbon paper are the 
printed words, “Watch the dots below for signals.” On 
each margin near the bottom of the backing sheet 
are three signal dots. It is said that after a few trials 
the typist gets to know the spacing of these dots and 
can exercise accurate control over the spacing of bot- 


tom margins of letters. 
oe 


THREE NEW SUNDSTRAND ACCOUNTING 
MACHINES 


Three new Sundstrand accounting machines, devised 
to handle practically any type of business, have re- 
cently been announced by the Underwood Elliott Fisher 
Company, New York. 

The Sundstrand dual crossfooter accounting ma- 
chine, known as Class D, has a standard capacity of 
9,999,999.99 which may be increased if desired to 999,- 
999,999.99 leaving an almost unlimited variety of appli- 
cations which may be handled. It is equipped with two 
crossfooters and eight accumulating registers. The 
date keyboard is constructed on the flexible key prin- 
ciple. To change the date it is merely necessary to 
depress the key representing the desired date. 

Not only is the motor itself completely enclosed in 





Underwood Elliott Fisher Sundstrand Accounting Machines 


Class \ 


Class B. 


Class D. 











DECEMBER, 1935 


the body of the machine but the twirler knob is en- 
closed in a streamlined housing to prevent damage 
when the machine is being moved. 

The Sundstrand bank model (Class B) is also 
equipped with several new and time-saving features 
including a new low front feed device, front feed de- 
fiector plate, front feed chute, wide carriage throat, 
auxiliary lateral guides and vertical aligning guides, 
paper deflector and ribbon control. All of the standard 
Sunstrand features have been incorporated in this 
model. 

The Class A model features greater capacity, more 
characters and flexible date keys. A special feature 
of the machine is its universal motor which may be 
operated on either direct or alternating current. 

This new Sundstrand model, although there are 
thirteen sectors in the machine, operates at high speed. 
This combined with the ease of operation made pos- 
sible by the ten-key keyboard, permits high and sus- 
tained speed of posting. 

Se - 
NEW DESKSIDE FILE BY WEIS 

The Weis Manufacturing Company, Monroe, Mich., 
has recently created a new Deskside file which was 
built for the purpose of keeping important papers and 





Deskside File Open (Above) 


For Use, and (Below) Closed 


correspondence properly indexed for easy and quick 
reference. 

Finished in light oak, mahogany or walnut, the new 
file is so constructed that it is practically out of the 
way when not in use. Its outside dimensions are 301%” 
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high including casters, 1344” wide, and 2034” from front 
to back. Inside dimensions are 1014” high, 124%” wide 
and 175g” from front to back. The Deskside files are 
made in letter and cap widths and are practically dust- 
proof. 
—<_——_ 
MARCHANT’S MODEL M CALCULATOR 

Geared to a speed of 900 revolutions per minute and 
still maintaining its silent operation, is the manufac- 
turer’s description of a new all-electric automatic cal- 
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culator, known as the Model M, being introduced by 
the Marchant Calculating Machine Company, Oakland, 
Calif. 

Shown last month at the thirty-second annual Na- 
tional Business Show in New York, the new machine is 
the latest of the silent speed Marchants. Its control 
keys are grouped for easy one-hand operation and it is 
equipped with three clearance keys which instantly and 
electrically clear all three dials and the keyboard. The 
automatic carriage shift moves the carriage quickly and 
quietly in either direction, or is non-shift at will, with 
automatic interchange between division and multipli- 
cation shifts. 

On the new Marchant automatic reversible multipli- 
cation is automatically counted and controlled. Op- 
tional short-cutting is made possible by a short cut key. 

Complete carriage capacity carry-over is a Marchant 
feature of value to the user; all true figures are retained 
in every calculation. Check dials show all three factors, 
and include the keyboard set-up in closely-grouped, 
easily-read alignment for instant check. Decimal 
markers are conspicuous on all three dials; the pre-set 
decimal system predetermines the decimal position in 
the result figures, eliminating all decimal errors. 

The automatic add and subtract bars are always 
ready and there are no keys or levers to set. The visible 
keyboard dials give instant check of every item in addi- 
tion and subtraction. 

An automatic comparison division saves superfluous 
overdrafts and restoration strokes and is accomplished 
by the touch of a key. True figure dials automatically 
reverse to receive the quotient with no setting of levers 
or indicators for division. 

The Model M is either sixteen or twenty dial carriage 
capacity. Its other features include attractive stream- 
lining, portability and adaptability. 

<> - 
OAKVILLE ADDS HANDI-PINS TO LINE 

Handi-Pins, superplated pins with handle-like 
heads, have been recently added to Yellow Box line 
of the Oakville Company, division of Scoville Manu- 
facturing Company, Waterbury, Conn. 

This group now includes the original Oakville “T” 
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pins, made of rustproof brass to which Handi-Pins are 
a companion item. 

The original Wedge Point pins, made of rustproof 
brass, and the Tri-Head pins, made of superplated 
steel are the other two types in the group equipped 
with heads that serve as handles. These pins differ 
from the “T” and Handi-Pins in that they are flat 
and their heads are triangular in shape. 

Further information may be obtained by writing to 
the Oakville Company. 

> 
NATIONAL HAS NEW LOCK BOOSTER 
RING BOOKS 

The National Blank Bouk Company, Holyoke, Mass., 
recently introduced a new lock booster which is said to 
embrace a decided improvement in ring metals. A sin- 
gle lever booster opens, closes and locks rings so se- 
curely that there is no possibility of spilled sheets if the 
binder is accidentally dropped, because the rings can- 
not spring open 

Another advantage claimed for the new binder is that 








Left.-A_ slight pres- 

po sure of one hand on 

y &S booster lever opens 
j; => rings. Right: Lever is 


pulled up to 
and lock rings. 


easily 
close 
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sheets may easily be removed or inserted, 
the binder is overcrowded. This is possible because 
the rings may be opened or closed with one hand while 
the other is free to hold sheets in alignment. 

The lock booster feature is now available in Series 
4720, brown leather ring books, and Series 4620, black 
leather ring books. These books are also equipped with 
the National steel hinges and fibre backs. 

as 

ALLEN INTRODUCES NEW “3099” CALCULATOR 

A new nine-bank electric calculator to be known as 
the “3099” has just been placed on the market by Allen 
Calculators, Inc. of New York City. It is the first of the 
Allen general office machines equipped with the im- 
proved high speed keyboard which is said to be a great 
aid to touch operation and to allow for increased speed 
on all kinds of work. 

All models of this new line have the improved design 
case, large visible dials, easy key depression, new auto- 
matic signals and a standard five and one-half inch 


carriage. This model is supplied in both hand and 
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electric machines, straight adding or direct subtracting, 
standard carriage and also wide thirteen inch movable 
carriage with tabulator stops. With the introduction of 
the “3099” the Allen line of calculators now covers a 
range of both portable and standard machines, the 





Allen Calculator 


New 


portable line consisting of the “66” model at $55; the 
“75” at $75 and the “95”, equipped with direct subtrac- 
tion, at $95. 

New literature and price lists of the entire Allen line 
may be obtained by writing to the company at 40 Rector 
street, New York City. 

awn 
REMINGTON’S “SELF-STARTING” PORTABLE 


A new portable typewriter, known as the Remington 
Self-Starting Model No. 5, which features the self- 
starting paragraph key, has recently been placed on 
the market by Remington Rand, Inc. 

The self-starting paragraph key, an exclusive Rem- 
ington device, is the major feature. It automatically 
indents for paragraphs, lines-up sub-heads, lists of 
names and the like. 

Another exclusive Remington feature is the “key 
control,” a geared type bar mechanism providing con- 
trol of the type bar from beginning to end of the key 
stroke. It is said to result in greater strength and 
durability because it comprises fewer working parts. 





Remington's “Self-Starting™” Portable 


A graceful carrying case has been provided for the 
machine. It is made of three-ply wood heavily covered 
with fabric. The case has nickel-plated hardware and 
is equipped with two locks. This typewriter, which 
may be completely detached from the base with its 
large vacuum rubber feet, is of black enamel with full 
nickel trimmings. 

Other features include a conveniently placed back 
spacer, variable line spacer, combined line spacer and 
carriage return lever, double shift keys and shift lock, 
margin stops and margin release, two-color ribbon 
with automatic reverse and stencil cutout. 

Re TM 
NEW CERTI-FILE BY REMINGTON RAND 


Offering business men protection against fire for 
their filed business records at a comparatively low cost, 
a new filing cabinet, to be known as the Certi-File has 
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recently been announced by Remington Rand, Inc., 
Buffalo, N. Y. 

Certi-File is constructed with standard features and 
operating conveniences plus six times the usual fire 
protection of an uninsulated cabinet. It bears a label 
issued by the Safe Manufacturers’ National Associa- 
tion certifying that Certi-File has been tested to with- 
stand fire on all sides for thirty minutes without dam- 
age to paper contents. The standard heat curve of 
the United States Bureau of Standards was used. 

Certi-File is built with monolithic heat insulation, 
cast in one piece, on all sides, the insulation being re- 
inforced by wire mesh. Drawers, providing 23% inches 
of clear filing space, are tongued and grooved like a 
safe door. They operate on ten rollers, six ball bearing 
and four plain, in the cradle type of suspension and 
cannot jam. There are insulated bulkheads between 
each drawer integral with the outer insulation. 

A general lock, plunger style, automatically locks all 
drawers when closed. Each drawer has an independent 
latch which serves as an auxiliary lock. 

——_—_>—__—- 
WELDON ROBERTS’ NEW HEXO CLEANER 

The Weldon Roberts Rubber Company, Newark, 
N. J., has recently produced a new cleaning rubber to 
be known as the No. 1010 Hexo cleaner. Made hex- 
agonal in section, the cleaner is manufactured of fine, 





Hexo 1010 Cleaner 


resilient red rubber. It is useful for cleaning smudged 
cards, marks on walls and has several other uses. 

The new cleaner was made especially for the use of 
artists, architects and draftsmen because of facility in 
cleaning up smudges and charcoal, pencil and crayon 
marks on drawings of all sorts. It may be used on its 
side with a wide, sweeping motion for large surfaces, or 
on either of its ends in the conventional eraser manner. 
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NEW FLASH-O-GRAPH DUPLICATOR 
Featuring a built-in slip-sheeter of new design, a 
stencil duplicator has recently been announced by the 
Flash-O-Graph Corporation, Neenah, Wis. 
The slip-sheeter, according to the manufacturers, au- 
tomatically inserts a thin, tough sheet between each 
printed sheet, printer fashion. With a special receiv- 





Flash-O-Graph Duplicator 


ing tray this enables the operator to print any quantity 
without disturbing the output. The slip-sheets are so 
cut that they may be quickly removed without disturb- 
ing the order of the sheets. 

The duplicator is of the closed drum type but with 
an internal brush that takes a full, broad sweep of the 
drum interior, making possible the use of a special ink. 

The duplicator provides automatic feeding, has an 
automatic roller release and a shortage-proof counter. 
An electric drive operates with a smooth speed varia- 
tion of from 3500 to 7000 sheets per hour. 

The capacity of the model shown here is 250 sheets 
printed and slip-sheeted without stopping to refill the 
magazines. The machine weighs forty-four pounds. 


—_——_.———_- 


MARBLE INTRODUCES NEW BUSINESS CHAIRS 

Two new groups of business chairs, originated to 
meet the demand for wood office chairs of appropriate 
design for use with the Art Metal Dynamique desk, 
have recently been introduced to the market by The 
B. L. Marble Chair Company, Bedford, Ohio. 

These chairs are attractively finished in the same 
gray-black “gunmetal” color as on the Dynamique 
desk. Their appearance and utility are greatly en- 
hanced when upholstered in the No. 75 silver-black 
leather, trimmed with oxidized silver nails. 

The ferrules on the front legs of the arm chairs, as 
well as the base foot sockets on the swivel chairs, are 
satin finish chromium, patterned 
after the sockets on the Dynam- 
ique desk. 

All of the swivel chairs in 
these two groups are regularly 
equipped with the Marble’s latest 
improved swivel mechanism with 
the shock absorber and the rub- 
ber core safety device features. 
The former eliminates any shock 
or jar when the chair is tilted to 
its farthest point, while the lat- 
ter, besides keeping the springs 
in alignment, prevents a collapse 
of the mechanism in case a 
spring should break. This chair 
is also made with a rounded top. 


Marble’s New Office Chair 
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TEXTOLITE DESK ACCESSORY 
A new, five-year calendar desk accessory, containing 
a three-by-five-inch renewable memo pad has recently 
been announced as a new product of the General Elec- 
tric Company’s Plastics department, Lynn, Mass. 





Textolite Five-Year Calendar and Memo Pad by General 
Electric Company. 


Molded of ivory, green or red Textolite, the accessory 
is durable, washable and artistically designed along 
thin, graceful lines. The article, which is suitable for 
gifts, was introduced primarily for the GE line of 
plastic specialties. 

NEW ATLAS GLOBE BY REPLOGLE 

Manufactured for the Christmas trade, a new and 
handsome “Atlas” globe, which will retail at $35, has 
just been placed on the market by Replogle Globes, 
Inc., 168 North Clinton street, Chicago. 

To be known as the R1600-16”, the globe shows over 
9,000 place names, every late political change including 





% 
Replogle No. R 1600 Globe 


the Saar as belonging to Germany, and is represented 
as the most complete obtainable. It is built upon a 
solid walnut Duncan Phyfe cradle pedestal base which 
was made for the manufacturer by a well known fur- 
niture designer. 

The new globe is the largest made by the Replogle 
Company, the other sizes being seven, eight and twelve 
inch, hand made and mechanically made globes at 
prices ranging from $1 to $22.50. 
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Illustrations and full descriptions of the complete 
Replogle line are found in their new catalogue No. 5 
which may be obtained by writing direct to the firm. 

enitenciidlititiatidh 

DUPLICRAFT ANNOUNCES STASOFT STENCIL 

Said to have been subjected to a series of tests for 
over a year, a new stencil, to be known as the Stasoft, 
has just been announced for the market by the Dupli- 
craft Company, 1709-13 West Austin avenue, Chicago. 





PROVEN QUALITY 





Stasoft Stencil 


According to officials of the company, the Stasoft is 
a non-cellulose stencil which is treated in such a man- 
ner as to keep it soft for a considerable period. Deal- 
ers wishing to examine the new stencil may receive a 
sample by writing to the company in Chicago. 
PARROT’S “POWERHOUSE” STAPLER 
Designed to meet heavy duty needs, a new stapler, 
listed as the “Powerhouse” No. 13, triple-duty speed 
fastener, has just been placed on the market by the 
Parrot Speed Fastener Corporation, Long Island City, 
N. Y. As its name implies, this machine has triple 
use in that it handles three-eighths, one-quarter and 
one-half inch staples with equal facility. The manu- 
facturer recommends the use of Speed Fastener chisel 





New Parrot Powerhouse Stapling Machine 


point No. 13 staples in the new machine. The No. 13 
stapler is listed at $7.50. 

Further details of the new stapler may be obtained 
by writing to the Parrot Speed Fastener Corporation at 
its new address 3708 Northern boulevard, Long Island 
City, N. Y. The firm moved to its new location Decem- 
ber 1. 

—_—_>—__—__ 
A NEW TYPE OF COPYHOLDER 


The Corner-Clip copyholder, six inches wide and 
thirteen inches from shelf to top, is said to be easy to 
operate and to afford the user many features of con- 
venience. The line indicator is moved down a line at 
a time by striking the operating bar at the bottom. 
It may also be raised or lowered manually. An entire 
manuscript or batch of letters or notes may be inserted 
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in this copyholder at one time. The pages can be 
turned easily. The Corner-Clip serves to keep them in 
order and extension arms make it possible to handle 





Corner-Clip Copyholder 
wide tables. Stenographic note books can be inserted 
easily. 

This copyholder is collapsible, folding up automati- 
cally when picked up from the desk, and opening up 
when set down. When folded, it is one and one-half 
inches thick and can be inserted in a desk drawer or 
kept alongside the typewriter. 

The Corner-Clip copyholder is made by Henry I. 
Richards, 2030 Eye street, N. W., Washington, D.C. 

ea aes 
NEW DITTO R-3 DUPLICATOR 

Designed to take care of any office or school dupli- 

cating work, a new R-3 duplicator has recently been 





Ditto Hand-fed Duplicator 


manufactured by Ditto, Inc., Chicago. The machine is 
a hand-fed rotary gelatine duplicator and its principal 
features are said to be speed, portability and small cost 
of operation. 

Like all Ditto machines the new R-3 makes copies 
of anything typewritten, handwritten, drawn or printed 
direct from the original. The operation consists of 
writing with Ditto pencils or inks, or typing through 
Ditto ribbons and then making the copies, 
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Among other features claimed for the R-3 is the abil- 
ity to reproduce as many as eight colors, purple, red, 
green, blue, black, yellow, brown and orange, all in one 
operation. 

————<>____ 
DoMORE DEVELOPS BELL CASTER 

Created primarily to eliminate the scuffing of shoes 
and as an added beauty feature of its line of posture 
chairs, the DoMore Chair Company, Elkhart, Ind., is 
now offering its new Bell caster. 

The caster, as the name implies, has a bell-shaped 
skirt which is so designed that there are no sharp or 
abrasive edges to mar the most delicate shoes. This 
skirt fits down over the horn and wheel and has a 
bottom edge which is turned-in and rounded. 

The design of the DoMore Bell caster is graceful and 
its exposed parts have a high nickel plate finish which 





DoMore’s Bell Caster 


adds to its attractiveness. It is now standard equip- 
ment on all DoMore chairs taking casters with 154 inch 
wheels of hard or soft rubber. 


—_——g—__—_. 
RECO DAYLITE HOOD 
Credited with the ability to filter out the red and 
yellow rays in artificial light, a new lighting aid, known 
as the Reco Daylite Hood, has recently been placed on 





Daylight Hood 


the market by the Reynolds Electric Company, 2650 
West Congress street, Chicago. 
The new hood, which eliminates the glare of ordi- 
(Turn to page 83, please) 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal thew headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, November 6, 1935. 

I would like first of all to make a further reference 
to the recent London Business Efficiency Exhibition. 
A word about the catalogue—this was a fine produc- 
tion of some 300 pages, full of really interesting de- 
scriptive matter of the various exhibits. It is well but 
simply indexed. It was the sort of book many visitors 
would keep for reference. Certainly it was a “cut 
above” most exhibition catalogues. It was not plastered 
with confusing advertisements. 

During the evenings, in the lecture hall, at the end 
of the exhibition buildings, there were lectures on vari- 
ous subjects such as “Advertising and Efficiency,” 
“Some Human Aspects of Office Organization,” “Future 
Developments in Office Mechanisation,” “Can We Re- 
duce Hours of Labour,” “Truth in Retailing,” and “How 
Costing Increases Profits.” These lectures were given 
by men who had special knowledge of their subjects, 
and were remarkably well attended. 

On most of my visits there, I was accompanied by 
some friend of mine out for definite information, and 
really I had little time to seriously examine every stand 
and seek out anything really new. I have already 
mentioned the Telediphone (used for recording the 
opening speeches and the lectures through the medium 
of microphones connected with the Ediphone). Another 
new comer to the exhibition was Definite Accounting, 
Ltd., who exhibited a very ingenious method of mani- 
fold bookkeeping on the double entry system which, 
it is claimed, considerably reduces the number of post- 
ings. Carbon paper with loose forms is the basis of 
the system. A new range of Twinlock loose leaf ledgers 
with rubber edgings to the covers was an interesting 


exhibit—prevents slipping off sloping desks and dam- 
aging of desks. Burroughs, Remington and National 
Cash Register were busy folk with their fine array of 
machines. The Dictaphone stand seemed always full. 
Here the new de luxe cabinet and, of course, the Tele- 
cord was a sure attraction. There were a whole host 
of continuous stationery gadgets — fitments for type- 
writers and manifold registers. “Scientific Seating” 
also had an increased number of exponents. 

Here are photographs of the exhibition. A feature 
you will note is a certain uniformity of stands—all 
the same colours and no fittings (other than the centre 
facias boards all at same height) being allowed above 
a certain height. This gives a clear view to visitors. 
It obviates the dwarfing of surrounding stands by some 
“wealthy” exhibitor who may erect a veritable and re- 
splendent “hall.” Visitors know exactly where to look 
for names and stand numbers. This method of control 
(the Office Appliance Trades Association arrange all 
stand fitting) has been favourably commented on, not 
only by our own visitors, but by our fellow traders 
abroad, where generally speaking everyone erects just 
what stands they like (and can afford!). 

On one of my visits to the show I had the pleasure 
of taking along Mr. Sidney Collins, president of the 
Automatic Pencil Sharpener Company of Chicago. Mr. 
Collins arrived with an introduction from “Office Ap- 
pliances.” I was more than pleased to meet him and 
thoroughly enjoyed the few hours I had in his com- 
pany. I am always glad to meet friends of “Office 
Appliances.” 

Some of the exhibitors were good enough to pass on 
to me comments on the exhibition. Here are a few— 
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Thomas A. Edison, Ltd.— 
“We were kept busy the 
whole time in demonstrat- 
ing our new Pro-technic 
models, the attendance at 
our stand being uniform 
and consistent throughout. 
The quality of the enquiries 
was well above that of pre- 
vious exhibitions — there 
was less “curiosity” inter- 
est and a more serious en- 
deavour to obtain specific 
information.” 

Efficiency Magazines (Edi- 
tor, Herbert N. Casson) — 
“I would like to say how 
definite many visitors to 
our stand were that the 
recent exhibition was in 
every way superior to any 
previously held. Favourable 
comments were made on 
the lay-out generally. In 
every way it was a satisfac- 
tory exhibition. I would 
also like to congratulate the 
organizers on their efforts.” 

Remington & Dalton ac- 
counting machine sections 
—“The quality of the call- 
ers at our stand was excep- 
tionally high and we found 
a very real general interest 
in our products by execu- 
tives and those in a position 
to place business.” 

Dictaphone Company, 
Ltd.—“We could not help 
noticing that there has 
been since the last London 
exhibition two years ago a 
very marked increase of 
interest in mechanical of- 
fice equipment. So far as 
we were concerned, this ap- 
plied to both the Dicta- 
phone and the Telecord, 
and at no previous exhibi- 
tion have we secured so 
many live prospects. It was 
definitely an excellent ex- 
hibition from every point 
of view.” 

I must mention that prior 
to and in connection with 
the exhibition, the Dicta- 
phone Company, Ltd., held 
a transcribing speed and 
accuracy contest. The first 
prize, consisting of £5 in 
cash and a diamond mount- 
ed gold star brooch, was won by Grace E. James, em- 
ployed by the National Employers Mutual General 
Assurance Company, Ltd. Grace James, who used an 
L. C. Smith typewriter, transcribed at the rate of 282 net 
lines (ten-word lines) per hour—five key-taps per sec- 
ond—and her test matter, which contained about 1,000 
words, had only two errors. Mr. E. C. Rylands, chair- 
man of the Office Appliance Trades Association, judged 








hibition. Below: 
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Moria & 





Four Views or tHe Recent Lonpon Business Erriciency EXHipition. 
Top picture shows Lord Leverhulme delivering a speech at the official opening of the ex- 
Three photographs of the exhibits in their booths all of which were of 
uniform height in conformity with regulations of the exposition officials. 


the competition and presented the prizes to the suc- 
cessful competitors at the Dictaphone exhibit. 

Another very important event this last month has 
been the annual general meeting and dinner of the 
Office Appliance Trades Asociation of Great Britain & 
Ireland. The meeting was held at 6 p.m. in an ante 
room at Connaught Rooms. Mr. E. C. Rylands, the re- 
tiring chairman, presided. 
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It was a well behaved gathering. The reports showed 
an exceptionally good year of finance and activities. 
Mr. Rylands and his executive and sub-committees are 
to be congratulated. The new chairman is Mr. Edgar 
Smith, a director of Block & Anderson, Ltd., distribu- 
tors of Brunsviga, Ormig and other well known appli- 
ances. “Edgar,” as he is generally known, was unani- 
mously elected and will be a popular chairman. I 
know him personally very well and he is going to be 
a very sincere and enthusiastic chairman. The execu- 
tive committee elected compose J. A. Cummings (Ges- 
tetner), W. G. Gledhill (Gledhill-Brook Time Record- 
ers), A. W. Thomas (Royal Typewriters), J. Adams 
Keene (National Loose Leaf), W. Desborough (Powers- 
Samas), and H. E. Stiles (L. C. Smith & Corona). Mr. J. 
Halsby (who received the usual but nevertheless sin- 
cere thanks of the association at the meeting and 
again at the dinner) remains honorary secretary and 
treasurer, very ably assisted by Mrs. S. E. Elliott. The 
formation of the various sub-committees will be an- 
nounced later. 





Girl Wins Dictaphone Contest at London Exhibition.—Mrs. 
Grace James, employe of the National Employers Mutual Gen- 


eral Assurance Company won five pounds and a diamond 
mounted gold star. She used an L. C. Smith typewriter in total- 
ing 282 net lines an hour. 


So much for this annual event. I must close with 
more figures—cheering news. Today’s newspapers pub- 
lish the following: 

“Million More Workers—Cheering Figures from Min- 
istry—One of the most cheering statements by the 
Ministry of Labour for some time was made last night. 
It shows that in the past four years the number of 
Britain’s workers has jumped by over a million, and 
that the unemployed figures for the same period are 
down by 800,000.”—VEJ 


ae. 
AUSTRALIAN MANUFACTURER VISITS 
UNITED STATES 


E. A. McIntosh Brown of E. T. Brown Pty., Ltd., The 
Brownbuilt Steel Equipment Company (Regd.), Mel- 
bourne, Australia, left Melbourne on October 12 and 
arrived in California about the first of November on his 
first trip to the United States. He was on an itinerary 
which included visits to the plants of a number of the 
American steel furniture companies. He planned to 
spend about a month in the United States and then 
early in December sail for London where he expects to 
stay for another month before starting on his home- 
ward journey. He will go by way of the Continent and 
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take time to see the battlefields where he fought with 
the Australian troops about twenty years ago. He spoke 














E. A. McIntosh Brown 


well of business conditions in Australia with relation 
particularly to his own company’s affairs. 
FRANKFURT OFFICE EQUIPMENT SHOW 

The Southwest German Office Equipment show was 
held at Frankfurt a.M., October 12-20. Last year the 
big International Business Show was held at Berlin, 
and the intention was to open the exposition in 1935. 
The opening of the Berlin exhibition was cancelled, 
and thereafter the Southwest German Business Show 
was organized. The Frankfurt show was arranged 
largely by the acknowledged German dealer associa- 
tion, “Arbeitsgemeinschaft der Deutschen Buro-Indus- 
trie’ (Association of the German Office Equipment 
Industry). 

Frankfurt a. Main is to be regarded as one of the 
chief centers of the South German territory. The ex- 
hibition was well prepared and is to be regarded as a 
complete success. It gave to all concerned in applying 
office machines and equipment the opportunity to see 
and examine the devices offered by manufacturers and 
dealers for the execution of office work. 

The chief theme in the present German business is 
to sell portables. Germany has over a dozen typewriter 
manufacturers, and each of them has put one or more 
portable models on the market. It appears that the low 
priced portables sold for 188 Reichsmark, 109.50 RM. or 
135 RM., etc., find the best market. Estimates indicate 
that ten portables are sold of the cheaper line before 
one is sold of the higher priced line (234 RM.). But 
anyhow this will popularize the use of typewriters. It 
is a fact that the low priced portable cannot withstand 
heavy writing, and once accustomed to a typewriter, a 
higher priced portable or a standard typewriter will 
replace the low priced portable for heavy work. 

Similar to the development of the Elliott-Fisher type- 
writer (old German empire construction) the German 
“Adler” typewriter has been kept up to date. In the 
definite run of uniform swingbar construction, the 
Model Adler 33 has swing bars, but other models have 
the old approved empire construction; i.e., pushbar. 
The newest “Adler” portable model, “Favorit,” sold for 
135 RM., has pushbars. The “Adler” pushbar machine, 
standard type, has been developed into a bookkeeping 
machine with accumulators. The machine is fitted 
also for use on bound books. These books are arranged 
in special vertical arrangement. 

Aktiengesellschaft vorm. Seidel & Naumann, Dres- 
den, showed the German standard typewriter, ie. a 
typewriter with Gothic characters (Fraktur), spacing 

(Turn to page 135, please) 
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Sketches from a Traveler 


Abroad 
By J. G. Nolph, dr. 


Special Correspondent 


Note.—Mr. Nolph, now in the Orient ona trip 
which will keep him abroad for a year or more, 
received his experience in the office equipment 
industry in a business founded by his father 
(deceased) in Punxsutawney, Penna., and which 
is being conducted by members of the family 
during Mr. Nolph’s absence. |Although engage- 
ments of another kind consume most of his time, 
Mr. Nolph finds occasional opportunity for some 
calls upon distributors of office equipment. 

Business Equipment Corporation 
T HAS been said that a chain can be no stronger 
than its weakest link. Therefore, American manu- 
facturers of office equipment desirous of securing dis- 
tribution in the large potential field of China, should 
give careful consideration to the character of their 
representation in that field, of which Shanghai is the 
center. A survey of Shanghai has revealed to your 





A. R. Hager 


correspondent several native and a number of foreign 
office equipment companies, among which is only one 
American firm engaged in such distribution, The Busi- 
ness Equipment Corporation. 

Mr. A. R. Hager, sole proprietor and active manager 
of this company is an unusually versatile gentleman 
who has made his home in Shanghai since 1907. The 
commodious and modern offices and display rooms of 
his company are located at No. 263 Kiangse 
Road, in the very heart of Shanghai, a city 
of one and a half million people. His highly 
efficient organization represents such Ameri- 
can manufacturers as the International 
Business Machines Corporation, the Dicta- 
phone Corporation, the Addressograph- 
Multigraph Corporation, the Acme Card 
System Company, the Woodstock Type- 
writer Company, etc. Mr. Hager, who has 
made occasional contributions to the pages 


This Is an Interior View of Business Equipment 

Corporation’s Fine Establishment.— (Inset) Ricksha 

awaiting Mr. Nolph across the street from Business 
Equipment Corporation. 
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of Office Appliances, with his efficient organization, 
represents the most prominent commercial link in this 
industry between the Occident and the Orient. His 
name is well-known in China and he is an authority 
on business equipment conditions and activities in the 
East. 

Mr. Hager’s first home in the Orient was in Manila 
where he entered the service of the United States 
Government. There, as a member of the Commission to 
the Louisiana Purchase Exposition, he contributed to 
the preparation, transportation and installation of the 
mammoth exhibit, of the Philippine Islands, that 
proved so popular at the World’s Fair. While in Manila 
he formed a company for the representation of the 
International Correspondence Schools, establishing 
their first agency outside of Continental America, and 
the territory of this agency was later expanded to in- 
clude all of the Philippine Islands, China, Japan and 
Korea. Other activities included the organization of 
the first modern optical establishment in the Orient 
with headquarters in Manila and a branch in Hong- 
kong and he was a member of a real estate organiza- 
tion that developed the first suburban real estate 
sub-division in Manila. This was probably the first 
project of its kind developed in the Orient. 


Mr. Hager Active in Civic Affairs 

In Shanghai, as a member of the American Com- 
munity, which now numbers about 5,000, Mr. Hager 
has taken an active part in its activities. Since 1918, 
he has been a member of the Board of the American 
School which, in that year, was evolved from a small 
school supported by American Mission Boards. It is 
now the outstanding example of an American School, 
far surpassing any other, outside of the United States. 
With an enrolment of over 500 pupils, this school oc- 
cupies a beautifully developed tract of over sixteen 
acres in the heart of what is now the finest residence 
district in Shanghai. Americans point to it with pride 
as the finest monument to American enterprise in the 
Orient. 

American business in China has been materially as- 
sisted by action of the U. S. Congress over ten years 
ago by passage of the China Trade Act. This provides 
for the Federal Incorporation of American business 
organizations in China. The primary move in securing 
this legislation was made by a group of seventeen 
American business men from Shanghai that attended 
the Foreign Trade Conference in San Francisco in 
1920. This delegation represented the American Cham- 
ber of Commerce of Shanghai and A. R. Hager, as 
chairman, pointed out the needs of American business 
in China to the conference in an address which secured 
their unanimous support. 
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Mr. Hager was asked for a message to American 
manufacturers advising them what to do to increase 
their business in the Orient. He said that the best way 
to accomplish this would be to use the same intelli- 
gence used in developing business within the United 
States. 

For the American manufacturers of business equip- 
ment who have not yet made arrangement with dis- 
tributors in China, facilities exist to give them wise 
and impartial advice that will materially help them in 
securing proper representation. One of these is the 
United States Consular Service which may be ad- 
dressed at the State Department, Washington, D. C. 
In every American Consulate, which may be found in 
any city of commercial importance abroad, there is a 
representative who is making a special study of busi- 
ness conditions and of opportunities for American 
manufacturers. A letter from an American manufac- 
turer in the United States, either direct to the U. S. 
Consulate of any trade center abroad, or through the 
State Department at Washington, will bring a reply 
to any questions bearing on the establishment of busi- 
ness relations and the selection of proper representa- 
tives. 


How the U. S. Department of Commerce Serves 


Another American government agency that can and 
will furnish valuable information to the American 
business man, regarding conditions abroad, is the 
United States Department of Commerce. Its represen- 
tatives abroad do not cover the field to the same degree 
that it is covered by American Consular representatives 
but it does cover the principal trade centers of most 
foreign countries. An American manufacturer has only 
to write a letter asking for the information he wants 
regarding any business organization or individual en- 
gaged in business abroad and send it to one of the two 
agencies named above to get reliable information and 
answers to his questions. Since both of these sources 
of information are available, there is ne reason why 
the American business man should not use both of 
them and thereby secure information from each of 
these two unprejudiced government observers. 

Another source of reliable information is your 
banker. The bank used by any exporter must perforce 
have either branch banks or correspondent banks 
abroad and through these can get information as to 
the reliability and reputation of business firms in 
foreign countries and of individuals of commercial 
standing. 

Still another source of authoritative information is 
the trade paper of the office appliance industry, “Office 
Appliances,” which is read by subscribers in all coun- 
tries. The American manufacturer who is planning 
to develop a foreign market for his product could to 
advantage, discuss his plans in confidence with our 
friend Evan Johnson and thereby secure many a valu- 
able suggestion. 

(Note.—Mr. Hager’s compliment is appreciated. We 
are happy to serve to any extent that we are able.) 

Having consulted these authorities, having secured 
all available information from them and having formu- 
lated a plan for the development in the foreign field— 
what next? 

When you have this information; when you have 
decided just how good an offer you can make to dis- 
tributors abroad who are to handle your products on 
an agency basis, then comes the question of final selec- 
tion, arrangement of terms and signing the contract. 
How to do it? 
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Visits to Foreign Business Centers Urged 

The best way is to go yourself or send a man in 
whom you have the utmost confidence to visit each 
business center abroad where you expect to make 
agency arrangements. If you anticipate high grade 
representation, send a high grade representative, 
somebody who not only knows all details of your busi- 
ness but, who knows men. 

Such a representative should not travel on a schedule 
allowing him a very limited time at each port of call. 
He should stay long enough at each point to finish up 
that part of his job and that means making more 
of an investigation in some places than can reason- 
ably be anticipated. 

When this representative of your company gets back 
to the head office, whether it is you or one of your 
best men, he should investigate the details of your 
“foreign department,” if you have one. If you don’t 
have one, you should make one and that means a lot 
more than having somebody write letters who says he 
can read and write Spanish. Do not make the mistake 
of thinking that your domestic sales manager can run 
the foreign department as a side line. If your foreign 
department is no more important than that—don’t 
try to do any foreign business. 

Of course it is obvious enough that not every Ameri- 
can manufacturer who wants to sell abroad can afford 
to make a trip around the world or send one of his 
best men to do so. Only the larger members of our 
branch of industry may be able to afford that. But for 
the smaller manufacturer, my advice would be to fol- 
low this program up to the point of going abroad or 
sending your representative—and make that repre- 
sentative a good letter. Good work by direct mail is 
far superior to a shoddy representative. 

There is no easier way to lose money than to give 
your agency to some jack-of-all-trades who is “group 
representative,” going abroad, representing everything 
from breakfast food to spinning machines, and have 
him place such agencies for you. The smaller manu- 
facturer can pursue the investigations suggested above 
just as easily as the largest manufacturers in America 
and can get the same courteous service from the 
authorities mentioned. After receiving the informa- 
tion, it becomes a duty to sell this proposition by letter 
to the merchant abroad. It is also up to him to have 
some one in charge of his “foreign department,” even 
if this consists of one desk used by an intelligent young 
man. If the manufacturer is not prepared to go this 
far, he had better remain within the limits of the 
United States. 

“But,” said Mr. Hager, as he concluded the inter- 
view, “there is ample foreign business, profitable busi- 
ness, awaiting the American manufacturer who will 
use the same intelligence in pursuing and developing 
it, that he has used in building up his organization 
in the United States of America.” 

* as > 
Mustard & Company, Ltd. 

The above named company has been selling confi- 
dence and good-will for more than seventy years. For 
the past thirteen years, Mr. S. R. Gotts has directed 
the office equipment activities through the entire 
Orient. Mr. Gotts has been well known in the type- 
writer field for many years, having formerly inscribed 
an excellent record with Remington Rand and the 
American Writing Machine Company. His activities 
today are a suggestion of the tremendous influence 
of westernization in the Orient. With offices and active 
branches in Shanghai, Hongkong, Macao, Tientsin, 
Hankow, Moukden and Harbin, he covers his inter- 
office surveys by airplane and motor car. 
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Mustard & Company, Ltd., cover the Orient for 
Remington and Dalton as well as distributing their 
own line of office furniture and filing equipment, in 
steel. They operate their own factory and shop in 
Shanghai. The plant is working consistently on an eight 
hour daily shift and occasionally does double shifts 
on rush orders. The company, through the influence 





S. R. Gotts 


of Mr. Gotts, has just completed an installation of steel 
equipment in the new police headquarters in Shanghai. 
In the past ten years, the office appliance department 
of Mustard & Company, subsidiary to the British- 
American Tobacco Company, has more than trebled 
its business. Their progress and vision is realized by 
notation of the fact that they were the first firm in 
Shanghai to visualize the advantages, and thereby 





A View in the Offices of Mustard & Company. The 
peculiar haze in the center of the picture was caused by 
electric lights which were too high to be covered. 


offer employment to a Chinese girl. It is extremely 
difficult to realize that ten years ago, this extremely 
modern metropolis had never employed female labor, 
as associated with the trades. Mustard & Company, as 
pioneers, were criticised for their action, but today we 
find department stores as well as offices reflecting the 
advantages of their far-sightedness. 

The field of education has been a major considera- 
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tion of Mr. Gotts’ activities for his company. His work 
along this line is probably the greatest factor in the 
commendable increase shown in the office appliance 
department. Complete Remington installations have 
been made in Shanghai College, St. John’s University 
and of course in the Remington school of commercial 
work that is sponsored by Mustard & Company. 

The banking situation is a major factor in daily 
business in China, especially today. Sale prices of a 
typewriter or piece of office furniture are never given 
until the actual transaction is consummated. This 
is quite impossible for the monetary value is ever chang- 
ing. The China dollar has dropped more than 25c 
during the past week. 

It is interesting to note the trade-tricks as related 
by Mr. Gotts. Renters of typewriters have such amus- 
ing tricks as changing their addresses just as a cur- 
rent payment is due. The machine, after days of 
searching, usually turns up in some pawn shop. Prob- 
ably the most common method of procuring a ma- 
chine is that described by several typewriter agencies 
here: The renter sells the machine and reports same 
as stolen. A client recently walked into a shop and 
offered the following, “I’ve pawned your typewriter. 
I lost my job and had to eat.” In such a case it is 
impossible to do anything other than pay the pawn 
fee by way of reclamation. 

American typewriters are most extensively used in 
the Orient. They constitute about seventy per cent 
of the current machines. The balance is made up 
of English and German machines. Practically all steel 
used in filing equipment is imported from England. 
This fact seems to be satisfied by virtue of English 
capital invested in the outlet branches relative to that 
industry. 

The writer has been impressed with the lack of repre- 
sentation, here in China, for American filing equip- 
ment and commercial furniture. 

> > > 
Notes on Financial Condition of China 

In a press statement made here recently by Ho 
Ping-hsien, head of the foreign trade bureau of the 
Ministry of Industry, financial and commercial de- 
velopments were reviewed relative to the past and 
future six month periods. Despite unfavorable condi- 
tions prevailing among the merchants, six new major 
banks and sixty-three branch banks are being set up. 

Concerning the Nation’s financial position, Mr. Ho 
pointed out that because of the outflow of silver, the 
country has suffered acutely and such is the direct 
cause of so many banks and business house failures. 
The new program includes the issuance of $100,000,000 
in currency bonds and a loan department established 
by the Post Office. The flow of money that will result 
will certainly have an immediate effect on imports 
from America and other nations as well. 

——_—~<—__ —— 

AMES SUPPLY REPORTS EXCELLENT BUSINESS 

The Ames Supply Company of Chicago, manufac- 
turers of typewriter parts, platens, tools, ribbons and 
carbons, tells of a substantial increase in business for 
the year to date, with October the best month in the 
history of the company. At the time the foregoing 
statement was made, November volume was in excess 
of the corresponding portion of October. The increase 
is shown in all the company’s lines and particularly in 
typewriter ribbons and the Aristocrat platen, a new 
platen announced a few months ago, which reduces the 
noise of typewriter operation. Folders describing the 
Aristocrat are furnished dealers for mail enclosures. 
The company reports a lively business in parts. 








50 


ADDING MACHINE INVENTOR HONORED 
During the festivities of the French tri-centennial 
held September 15 in the city of Rapp, France, a monu- 
ment was dedicated to the memory of a noted Colmar- 
ian, Charles-Xavier Thomas, inventor of the first in- 
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Monument to Charles-Xavier Thomas, In- 

ventor of the First Industrial Adding 

Machine.—The inscription of the monu- 

ment reads: “Thomas—Charles-Xavier, 

Inventor of the First Industrial Calculat- 

ing Machine. Born Colmar, 1785; Died 
Paris, 1870.” 


dustrial calculating machine. We are indebted to La 
Revue du Bureau for our material. 

The inventor was born at Colmar in 1785, and passed 
away in Paris in 1870. On the initiative of M. Joly, 
chief engineer of the railroads of Alsace and Lorraine, 
the movement for a commemorative monument was 
initiated September, 1931, during the convention of a 
bookkeeping and accounting association. Public sub- 
scriptions provided an appropriate memorial. M. Joly 
was able to assert that the inventor of the first cal- 
culating machine was a Frenchman, Charles-Xavier 
Thomas. Documents were assembled to prove this 
claim. The monument was erected on the lawns of the 
Champs-ed-Mars, executed by the sculptor, Rene 
Hertzel. 

Inventor a Practical Man 

Thomas was assisted in his work by a collaborator, 
Piolaine. The inventor was not a learned theorist, but 
a practical man, who involved himself in computations 
of finance and of accounting, which favored him with 
the gift of mechanical invention. Puzzled, in some way, 
by the goal he had proposed for himself, he was guided 
intuitively by his exceptional inborn gift for mechan- 
ics. At the outset he knew how to appropriate, while 
playing with his machine, many parts, ideas for which 
sprung spontaneously in his brain. These have since 
remained classic in the domain of calculating machines 

the drum with nine teeth of unequal length deter- 
mining the movement desired for each factor of ex- 
treme simplicity for the instantaneous return of the 
machine to zero following each operation; the final use 
of the maltese cross, very happily borrowed from the 
art of the watchmaker. This prevented the mechan- 
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ical parts in rotation from being carried by inertia 
beyond the stop position. 

A brief address was made in the name of the com- 
mittee on the Thomas monument. The mayor, speak- 
ing in the name of the city of Colmar, thanked the 
committee for the memorial, and accepted possession 
in the name of his fellow citizens. 

Gratitude of Thomas Descendants 

The gratitude of the descendants of Charles-Xavier 
Thomas was expressed for the honor attached to his 
name, which would henceforth find itself perpetuated 
in the city which knew him as a child. 

Mr. Albert Navarre, the publisher of La Revue du 
Bureau, participated in the workings of the committee. 
A dispatch was sent him by the committee: “All of 
the committee on the Thomas monument sends you 
its best wishes and sincerely regrets the absence of 
the manager of Revue du Bureau at the ceremony of 
the official dedication of the monument of Charles- 
Xavier Thomas, inventor of the first industrial calcu- 
lating machine at his birthplace, a monument to whom 
you have contributed in a large part.” 

M. Navarre had been detained in the country be- 
cause of duties elsewhere. 

Sate 
BECK CELEBRATES SIXTIETH BIRTHDAY 

Franz Beck, managing director and technical director 
of the Europa Schreibmaschinen A. G., Erfurt, Ger- 
many, celebrated his sixtieth birthday on October 25. 

Mr. Beck was born in Offenbach and at an early age 
began his studies of the engineering profession. He 
served an apprenticeship, studied in technical high 
schools and traveled extensively through Germany and 
in other countries. He undertook many years of prac- 
tical work in industrial plants of America as a means 
of rounding out his education. 

In 1921 he was called to the directorate of the AEG 
manufacturing organizations and a short time later, by 
his own preference, was given the task of directing the 
manufacture of typewriters. When AEG’s typewriter 
interests were merged with those of the Deutsche- 
Werke and the plant was moved to Erfurt under the 
new name of Europa Schreibmaschinen A. G., Mr. Beck 
took over the job of building the new quarters so that 
the firm could profit by his experience in the field of 
construction and organization. 

Mr. Beck has spent many recent years in the develop- 
ment of the typewriter. He has been responsible for a 











Franz Beck 


number of improvements on the Olympia 8, and the 
Olympia Tiko models and he is also the creator of the 
Olympia Filia, a portable model. 

Following out a custom of former years, Mr. Beck 
donated a considerable sum of money to various work- 
ingmen’s benefit institutions as part of his birthday 
celebration. 
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M. Nissen-Lie & Company, 
Akersgatan 15, Oslo, Norway, 
Holds Jubilee——The picture 
shown was taken at a dinner 
celebrating the completion of 
forty years in business. Mr. Nis- 
sen-Lie was most remote from 
the camera and is partially ob- 
secured by table decorations. The 
company has a record of thirty 
years in typewriters and twenty- 
seven years as representative of 
th Royal Typwriter Company in 
Norway. It also handles calcu- 
lators and other office equip- 


ment. The dinner came at the 
conclusion of a two-day con- 
ference in which M. A. Berg- 
man, of the Royal Company, was 
in attendance, making a per- 


sonal trip to pay the company’s 
compliments to the Norwegian 
firm. Mr. Nissen-Lie’s business 
comprises display room, offices, 
and a works and service depart- 
ment. He is among the leaders 
of the trade in Norway and is 
the sole owner of the firm. 


MERGER OF MERCEDES AND ADREMA 
IS ANNOUNCED 


Dispatches from Germany bring an announcement of 
the recent amalgamation of two office machine com- 
panies, the Mercedes Biiromaschinen A.G. Zella-Mehlis 
Thur., and the Adrema Maschinenbau Ges. m.b.H., 
Berlin. 

The Mercedes concern manufactures calculators, 
standard typewriters, portables, Mercedes electric type- 
writers and bookkeeping machines while the Adrema 
manufactures addressing machines. 

Before the merger the export business of Adrema was 
conducted by the Adrema Export Company, a subsidi- 
ary of the parent organization. The Mercedes Com- 
pany, however, purchased the entire stock of both 
concerns and they then became part of the Mercedes 
Biiromaschinen Aktiengesellschaft.—ERB 








Chinese Boys Have Look-See at Writing Machine.— 

Mrs. G. W. Rader of the North China Training In- 

stitute shows her Corona portable to curious Chinese 
boys. 
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TWO NEW ZEALAND FIRMS MERGE 
The Office Equipment Specialist Company, Christ- 
church, New Zealand, has recently become amalga- 
mated with the Precision Engineering Company, Ltd., 
manufacturers of steel furniture, shelving and parti- 
tions, with headquarters at 24 New Regent street, 
Christchurch, C. 1. 





CONSOLIDATED AGENCY GOES TO 
ALVAREZ DEL MANZANO 


F. M. Alvarez Del Manzano, manufacturer’s agent at 
San Juan, Puerto Rico, was recently appointed sole 
sales representative in the island of Puerto Rico for the 
Hercules stapling machine and wire staples of the 
Consolidated Staple Company, Inc., New York City. 
The export business of the Consolidated Company is 
handled through the Pan-American Trading Company, 
also of New York. 


—_——.@—————- 


PARKER PEN COMPANY FIGHTS ALLEGED NAME 
INFRINGEMENTS 


Charging that its trade name of “Parker” was being 
used by certain organizations in a “free” deal advertis- 
ing plan from which the public received the impression 
that Parker products were used in the transaction, the 
Parker Pen Company last month secured injunctions 
in Federal Court against two individuals and one razor 
blade manufacturing concern. 

In asking that the defendants be “restrained from 
directly or indirectly infringing upon the plaintiff's 
trade mark ‘Parker,’ the Parker Pen Company charged 
that it had been the victim of certain ‘hawking deals’ 
in connection with the ‘gift’ of a fountain pen to those 
who purchased a package of Parker razor blades.” 

According to officials of the company, those against 
whom the injunctions were directed issued a small ad- 
vertising sheet to various stores, which bore the head- 
ing in large type: “Parker’s New Deal.” Then followed 
an offer of a $2.50 fountain pen free with every pur- 
chase of a forty-nine cent package of razor blades, 
the name “Parker” being in close proximity to a cut 
of a fountain pen. 

The Parker Pen Company alleged that the wording 
on the folder together with the picture of the pen and 
the use of the name “Parker” was shrewdly calculated 
to give the impression that the products are of the 
Parker Pen Company’s make, which they are not. The 
Parker Pen Company does not make razor blades. 

The injunctions which at the present time are still 
pending, also ask that in addition to protecting the 
plaintiff’s trade mark that it also prevent the defend- 
ants from using any colorable imitation of the trade 
mark in any manner or form upon razor blades or 
containers thereof. 
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CURRENT CORPORATION FINANCIAL STATEMENTS 

Addressograph-Multigraph Corporation reports for 
nine months ended September 30 consolidated net oper- 
ating profit of $1,063,991, against $856,380 for the like 
period in 1934, and net profit of $462,010 after all 
charges, including depreciation, estimated income 
taxes and guaranteed preferred dividends. This com- 
pared to $333,160 for the like nine months last year. 
(New York Herald-Tribune, November 9, 1935.) 


* o . 


Despite the fact that the summer months are usually 
a period of reduced business in the office equipment 
industry, earnings of International Business Machines 
Corporation for the third 1935 quarter were practically 
unchanged from those of the preceding three months. 
They were more than four per cent ahead of the like 
1934 period. 

Report of the corporation, including foreign subsid- 
iaries, for the nine months ended September 30, 1935, 
shows net income of $5,304,844 after interest, reserves, 
depreciation, estimated federal taxes, etc., equivalent 
to $7.39 a share on 717,412 no par shares of capital 
stock. 

This compares with $5,053,514, or $7.18 a share on 
703,345 shares in the first nine months of 1934. 

For quarter ended September 30, last, indicated net 
income, based on a comparison of company’s reports 
for six months and nine months periods, was $1,756,729 
after charges and estimated federal taxes, equal to 
$2.45 a share on 717,412 shares. 

This compares with $1,776,201, or $2.47 a share on 
717,412 shares in preceding quarter and $1,652,338, or 
$2.35 a share on 703,345 shares in September quarter 
of previous year. (Wall Street Journal, October 24, 
1935.) 

a . * 

Preliminary report of Remington Rand, Inc., and 
subsidiaries for quarter ended September 30, 1935, 
shows net profit of $405,341 after depreciation, interest, 
federal taxes, etc. Based on the new capitalization, 
this is equivalent after quarterly dividend requirements 
on 175,394 shares | par $25} of five per cent prior pre- 
ferred and 175,394 shares |par $25] of $6 preferred 
stocks, to six cents a share on 1,378,684 shares of com- 
mon stock | par $1| of common stock, comparing with 
net profit in preceding quarter of $478,704, equal on 
present share basis to twelve cents a share on com- 
mon, and with net profit in September quarter of pre- 
vious year, of $224,573, equal on present share basis 
after quarterly dividend requirements on five per cent 


prior preferred stock, to 97 cents a share on 175,394 
shares of $6 preferred stock. 

For the six months ended September 30, 1935, net 
profit was $884,046 after charges and taxes, equal to 
eighteen cents a share on common comparing with net 
profit for the six months ended September 30, 1934, of 
$389,600, equal on present share basis to $1.59 a share 
on $6 preferred stock, after six months’ dividend re- 
quirements on five per cent preferred stock. 

Cash holdings of the company on September 30 were 
$4,600,000 compared with $4,722,000 three months pre- 
vious. (Wall Street Journal, October 23, 1935.) 

> * * 

Underwood-Elliott Fisher Company reports for the 
third quarter of this year consolidated net income after 
all charges of $526,019, or seventy-two cents a share 
on 666,448 shares of common stock, compared with 
$458,046 net in the third quarter a year ago, or sixty- 
one cents a share. 

For the nine months ending September 30, 1935, con- 
solidated net income was $1,995,919, or $2.78 a share, 
and for the nine months to the end of September a 
year ago amounted to $1,850,137, or $2.56 per share. 
(Boston News Bureau, October 19, 1935.) 


MR. GRAFF RECOVERING AFTER OPERATION 

George B. Graff, president of the George B. Graff 
Company, Cambridge, Mass., is reported convalescing 
following an operation performed at the Duke hospital, 
Durham, N. C., October 14. Mr. Graff will remain with 
Mrs. Graff at their home in Southern Pines for the 
winter. 


FIVE HUNDRED AT GRAND OPENING OF 
YOUNG’S STORE 

More than 500 visitors and well-wishers attended the 
grand opening of the Young Office Equipment Com- 
pany, in its new place of business at 210 West Adams 
street, Chicago, Saturday, November 9. 

From early morning until late in the evening the 
visitors were greeted at the door by Elmer Young and 
his genial general manager, John Grobark. From the 
doorway, after signing a register, those who came to 
see the new place were conducted inside where mem- 
bers of the staff, pressed into duty for the occasion, 
led them to a huge table where food and refreshments 
waited. 

The entire first floor which, together with another 
story above, was redecorated and air-conditioned at a 
cost of $210,000, was banked with flowers which almost 
hid the equipment on display. This included Under- 
wood, Royal and L. C. Smith & Corona typewriters, 
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Elaborate Decoration and Air-Conditioning. 
Equipment Company at 210 West Adams street, Chicago. 


Remington, Sundstrand, Burroughs and Victor adding 
machines, Comptometers, Marchant and Monroe hand 
and electric calculators, Dictograph inter-office tele- 
phones, Dictaphones, Elliott addressing machines, Mul- 
tigraphs and Mimeographs, Addressographs, Ediphones, 
Hooven machines and Auto Typists. 
——_.g———_—__. 
SHIPMAN-WARD GIVES DEALERS TURKEYS 
AND RADIOS 

With eighteen lucky dealers having won as many 
turkeys presented by the Shipman-Ward Manufactur- 
ing Company, 4401 Ravenswood avenue, Chicago, in 
an interesting contest, twenty-five more are due to 
win fine, attractive radios this month. 

The two sets of gifts were arranged by James P. 
Ward, president of the company, as a means of stimu- 
lating the sales of recovered typewriter platens. With 
every platen sent in for recovering the dealers were 
given an opportunity to receive one of the fat, fifteen- 
pound Thanksgiving birds. This contest was open to 
dealers in Chicago only. 

The new contest, which is open to dealers and their 
employes regardless of locality, will result in the award- 
ing of twenty-five Philco Superheterodyne Compact 





James P. Ward, Jr.. James P. Ward, Sr., 

and Richard Ward who conducted the 

platen contest in which dealers won tur- 
keys and radios. 


radios. These prizes are also dependent upon type- 
writer platens sent in for recovering, and will be 
awarded December 20. Further details of the latter 
contest may be obtained by writing to the Shipman- 
Ward Company. It is expected that announcement of 
the winners will be made in the January issue. 

The winners in the turkey contest, listed in order, 
were as follows: F. C. Erickson, Sholes Typewriter 


Company; W. H. Worley, Underwood Elliott Fisher 
Company; S. R. Sholes, Sholes Typewriter Company; 
D. M. Fry; E. Wagner, Wagner Typewriter Exchange; 
H. Bergman in charge of typewriter service for Kemper 
Insurance Company; James Hagan; F. J. Henrick, 


These are the predominating features of the new establishment of the Young Office 
Alterations and decorations cost $210,000 to complete. 


P. L. Comegys & Company; Joseph Piper, Montgomery 
Ward & Company; J. E. Maher, International Type- 
writer Exchange; Miss M. Stack, Stack Typewriter 
Company; John M. Griswold, handling typewriter 
service for Federal Reserve Bank; Roy A. Leaborg, 
Chandler’s, Evanston; Roland Fields, Underwood Elliott 
Fisher Company; W. W. Cooper, W. W. Cooper Com- 
pany; W. M. Shipley, Reliable Typewriter & Adding 
Machine Corporation; W. F. Egelton. 

The interest in the contest was intense and hundreds 
of tickets were filled in and returned to the Shipman- 
Ward Manufacturing Company by typewriter men who 
participated. 

waiiiites 
PAYNE CELEBRATES ANNIVERSARY 

With its four floors of office equipment, stationery 
and furniture attractively decorated for the occasion, 
the T. H. Payne Company, 821 Market street, Chatta- 
nooga, Tenn., celebrated its seventieth anniversary last 
October. 

It was seventy years ago that the late Z. C. Patten 
and T. H. Payne started a small business in a space six 
feet by twenty-five feet between Fifth and Sixth streets 
in the Southern city. This small business was the 
foundation upon which has grown the organization 
listed today as one of the largest and most modern 
office equipment firms in the South. 

The store today occupies three floors facing Market 
street and four stories facing Broad street. Thirty-five 
persons are employed, headed by C. H. Howell, presi- 
dent, and T. P. Howell, secretary —CG 








EXCUSE US, PLEK DS 


ROYAL SALES STAFF NAMES GARBLED 


On page 219 of the November issue of Office Appli- 
ances, in a classified news column, appeared the fol- 
lowing erroneous statement: 

“Portland, Ore.—Col. Earl Durro has been appointed 
manager of the local branch of the Royal Typewriter 
Company, Inc. His predecessor, Staunton Langs, has 
taken charge at Seattle.” 

This item should have read as follows: 

“Portland, Ore.—Earl Dutro was recently engaged as 
a salesman at the locai branch of the Royal Typewriter 
Company, Inc., and Stanton Langs, a salesman work- 
ing out of this office was transferred to the Seattle 
branch as salesman.” 9 

Office Appliances regrets the errors outlined above 
and takes this means of rectifying them. 














COLLINS COMPLIMENTS BRITISH STATIONERS 
ON RETURN FROM ENGLAND 


Sidney E. Collins, president and general manager of 
the Automatic Pencil Sharpener Company, 58 East 
Washington street, Chicago, recently returned from a 
three-week stay in England. 

Mr. and Mrs. Collins sailed October 4 aboard the SS 
Majestic and returned October 31, on the SS Manhat- 
tan, the ship which brought Ex-Mayor Jimmy Walker 
back from his self-imposed exile. 

The three weeks abroad were spent in London and 
gave Mr. Collins sufficient insight into the workings of 
the British stationery business to enable him to return 
an avowed champion of elimination of price-cutting 
which, he said, was apparently an unknown factor 
there. 

“IT can speak only for my own line,” Mr. Collins ex- 
plained, “and as far as that is concerned I was amazed 
at the stabilized prices in the stationery concerns. I 
visited between thirty and forty stationery shops and 
failed to find one sign of price cutting or cut-throat 
practice in any of them. 

“IT was given to understand that the British Station- 
ers Association publishes a price list and this is rigidly 
adhered to. As a result I found every stationery store 
prosperous and apparently doing a good business. 

“I was also informed that there are about 700 sta- 
tioners in London including the suburbs. The fact that 
all of them are prospering and that a great many are 
running businesses which are one hundred and more 
years old, speaks well for their price-stabilizing 
methods.” 

Mr. Collins declared that he was amazed at the huge 
number of modern department stores in London. He 
added that the business men of London apparently 
never use the word “depression.” “There doesn’t seem 
to be any depression there so they can hardly talk 
about it,” he said. 


Staff of Alexander Bros.., 
Honolulu.—L. to R.: W. 
Merriam, J. Fernandez, R. 
Ching, W. R. Roberts, J. 
Harano, J. Farquhar, J. 
Sugano, L. Alexander, 
Miss A. Spillner, W. King, 
EF. M. \ le Xan d er, &. 
Yamashita, Mrs. A. 
Chung, E. Han, D. Lee, 
G. Lane, J. Johnson, FE. 
Connerry, D. Gilliland, 
and F. P. Alexander. 
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There Were Only Five Employes When 
The Washington Woodstock Typewriter 
Branch Opened Four Years Ago. And 
Now Look at Them! This splendid body 
of men and women make up the staff 
which the company now finds necessary 
to maintain to care for the ever-increasing 
business in Woodstock typewriters in the 
Washington district. 


SHEAFFER PROFIT SHARING PLAN BOOSTS SALE 


A recent experience of a stationer in Illinois in boost- 
ing a sale from twenty-five cents to $12.84 through ad- 
herence to the Sheaffer Selective Profit-Sharing Plan, 
advocated by President W. A. Sheaffer of the W. A. 
Sheaffer Pen Company, Fort Madison, Iowa, indicates 
the potentialities of the plan. 

A customer entered the stationery store to leave a 
roll of film for development. When he asked for sta- 
tionery the dealer, instead of offering a featured 
twenty-five cent box, explained the superiority of a 
fifty-nine cent brand and made the sale. Then, with 
the plan still in mind, the dealer asked if the customer 
owned a fountain pen, and found he did. But, the 
customer explained, it was giving trouble and he did 
not car for the large barrel with which it was equipped. 

The dealer promptly offered his own Sheaffer Feath- 
ertouch for a trial at the end of which the cus- 
tomer purchased a Feathertouch Lifetime ensemble 
priced at $12.25, making a total cash sale of $12.84. 

Whenever the plan is applied with the idea of get- 
ting the customer to select the higher quality merchan- 
dise, and remunerating salespeople for the effort, there 
is an appreciable upturn in sales, according to the 
W. A. Sheaffer Pen Company. Customers are not of- 
fended because they consider it a service to be told 
of the comparative qualities of merchandise, facts with 
which they can become familiar only through the in- 
formation and demonstration furnished by salespeople. 

a 
HAWAIIAN FIRM SPEEDS SALES OF 
UEF PRODUCTS 

The task of developing the distribution of Underwood 

Elliott Fisher products throughout the Hawaiian 


Islands is one for which the credit goes to Fred Alex- 
ander, president of Alexander Bros., Ltd., Honolulu, 


H. T. 
Eleven years ago Mr. Alexander took over the type- 
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writer department of the Waterhouse 
Company, Ltd., then sales agent for the 
Underwood Typewriter Company. During 
the ensuing six years he increased the 
business volume of UEF equipment by 150 
per cent. 

Despite the comparatively long distances 
between the main islands of the Hawaiian 
group, Alexander Bros., Ltd., has solved 
the distribution problem by the unique 
plan of setting up in business various for- 
mer employes of the firm as sales agents 
in the outlying communities. By this 
means the four islands of Aohu, Hawaii, 
Maui and Kauai are all possessors of sub- 
agencies. 

Every Saturday morning the firm holds 
a staff meeting at which practically all 
employes are in attendance. Included in 
the list of employes are several Japanese, 
Koreans, Chinese and Filipinos. 

The Alexander establishment is located 
in the heart of the Honolulu business dis- 
trict and comprises 4,000 square feet of floor space in 
a thoroughly modern office building. On the main 
floor, across the front of the building, are sales and 
display rooms, and in the rear the service and account- 
ing departments. There is a demonstrating room on 
the second floor for the accounting machine line to- 
gether with an office of J. W. Johnson, in charge of 
accounting machine sales. The basement is used for 
storage and shipping. 

—— ee 
DEVELOPMENT OF THE ROYAL H. ECKERT 
BUSINESS 

From desk room in an office building in 1913 to an 
establishment containing 35,000 square feet of display 
space in 1935. That is the enviable record of the Royal 
H. Eckert, Inc., complete office outfitters, Allentown, Pa. 

A tour through the Eckert premises is interesting. 
On entering at the main door on the ground floor a 
visitor finds the stationery department, where are dis- 
played complete lines of commercial items for every 
use. 

Just to the rear of the stationery department is the 
typewriter sales department. Here is transacted the 
business of selling, renting or offering for free trial all 
makes of standard typewriters in both correspondence 
and portable sizes. The company is agent for L. C. 
Smith & Corona Typewriters Inc., and carries in stock 





Corona Animal Keyboard Display in Window of Royal H. Eckert, Inc., Allen- 
town, Pa. 


a large quantity of all Smith-Corona models. Rebuilt 
machines of all makes, as well as rough second-hand 
typewriters, are also handled. 

The safe department, where light-weight filing safes 
and heavy fire-proof safes of all sizes rub shoulders 
with each other, is located at the back of the store. 

Ascending to the second floor, the visitor finds him- 
self in a large room devoted exclusively to displays of 
office furniture. Among the lines shown are Bentley 
& Gerwig desks and tables, Sikes chairs, Gunn book- 
cases, and many accessories, such as costumers, desk 
sets, waste baskets, lamps, screens, copyholders, visible 
systems, umbrella stands, radiator enclosures, etc. 

Also on the second floor is the office machine repair 
department equipped to renovate typewriters, adding 
machines, checkwriters, bookkeeping machines, cash 
registers, etc. Close by is the adding machine depart- 
ment where the Victor adder is featured. 

The third floor is devoted to displays of outdoor 
furniture. 

The Security line of steel files and cupboards, is dis- 
played in the basement, together with steel desks and 
certain lines of used furniture. 

The operating personnel of the Eckert organization 
consists of Royal H. Eckert, treasurer and founder, 
three outside salesmen, eight office and floor men, two 
delivery men and several office girls. 





CAR NO? 
CRAMS 
SEOGRAPHICAL GLOE*9 
LOS ANGELES CALECENIA 









More Than 10,000 Geographical Globes Going to California—Exactly 10,013 globes made by the George F. Cram Company, Indian- 
apolis, were aboard these two box cars when they started out for Los Angeles recently. 








SEEK TYPEWRITERS FOR BELGIAN BLIND 


Charitable institutions in Brussels and other parts of 
Belgium are making a concerted drive to secure gifts of 
typewriters as the first step toward supplying all blind 
persons with one of the machines. 

The drive was started through the press and donors 





The attractive new store of C. F. Decker, Inc., 902 Chest- 
nut street, Philadelphia. The first floor is devoted to com- 
mercial stationery with a greeting card department in the 


rear of the store. Around the walls on the first floor are 
mural decorations depicting the various stages of record 
keeping from the stone age to the modern office of today. 
The basement is devoted to the display of steel filing 


equipment and systems as well as office furniture. The 
store now occupied by the Decker company was formerly 
the Yawman and Erbe branch store in Philadelphia. C. 
F. Decker, Inc., took over the exclusive agency together 
with the building as well as the sales organization. The 
Decker Company also operates a store at 9 South Fifteenth 


street. 


were asked to contribute typewriters regardless of their 
age and condition. The advertisements declared that 
the various organizations had made preparations for 
the employment of a mechanic to repair and rebuild 
donated machines.—LR 
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THE GUEST BOOK 


Edgar B. Jessup, president, Marchant Calculating 
Machine Company, Oakland, California, signed the 
Guest Book October 30. He had been East to attend the 
New York Business Show and was on his way back to 
Oakland. Instead of taking the quickest way home he 
held district sales meetings in several important cities. 
He was particularly enthusiastic about the reception 
accorded the new machines shown to the public first at 
the show. He also expressed his gratification at the 
steady increase in volume. 

Californian by birth, Mr. Jessup is deeply interested 
in early California affairs. While in the East he picked 
up California letters some of which were written before 
California was a part of the United States. The letters 
were interesting from an historical standpoint, from 
the unique postage and from the methods of transpor- 
tation indicated, which included Pony Express between 
St. Joseph, Missouri, and the Pacific Coast, also Wells & 
Company, Wells-Fargo, another private service which 
was largely by water and crossed the Isthmus of Pana- 
ma, and others. He has built up a very interesting 
collection. 


Mr. H. Asai, president of Messrs. Asai Shoten, man- 
aging director of the Osaka Pencil Manufacturers Asso- 
ciation and the Nippon Pencil Union of Manufacturers’ 
Association, and Mr. Yaroku Katayama, secretary of 
the Foreign Trade Bureau of the Osaka Commercial 
Museum of Osaka, Japan, called upon us on November 
2nd. The pleasure of their acquaintance and their in- 
teresting conversation increased our desire to visit 
Japan. 

The visitors left Yokohama on August 24 and arrived 
in Seattle on September 3. After a short stay there 
they proceeded to San Francisco, Los Angeles, Houston, 
Galveston, New Orleans, Washington, Philadelphia, 
New York and Chicago. Thence, to San Francisco, with 
some short by-trips, whence they sailed on the Presi- 
dent Cleveland on November 15. 

The special object of their trip to the United States 
was in the interest of Mr. Asai’s considerable import 
and export business with this country. Commenting 
upon which, Mr. Katayama, whose work in the Com- 
mercial Museum of Osaka makes him familiar with 
the statistics, observed that Japan’s purchases from 
the United States have grown to twice as much as its 
Sales here. A bit of overbalance of trade which Jap- 
anese commercialists think should make us receptive 
to more goods from their country. Mr. Asai’s connec- 
tion with the import and export business which bears 
his own name and his connection with the pencil man- 
ufacturers’ associations, give him extensive interest in 
the stationery business in many countries. 

Mr. Katayama is well acquainted with customs and 
conditions here, having lived in New York several years 
and having been back a number of times since. 

According to both gentlemen, Japan is experiencing 
gradual resumption of normal business apparent here 
and in certain countries in Europe. 

Business in other countries of the Orient has also 
received some slight impulse so our visitors find some 
encouragement in the look ahead. In Japan particu- 
larly the demand for office equipment, furniture and 
stationery is gradually increasing. 

Our visitors’ conversation was not devoted wholly to 
business. We naturally brought up the name of Laf- 
cadio Hearn, who went from the United States to Japan, 
became a member of the faculty of the University of 
Tokyo, married a Japanese lady and became a citizen 
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of Japan, and wrote many delightful stories of the land 
he loved most of all. 

Mr. Katayama had recently visited the Hearn Me- 
morial Hall built near the house in Matsue in which 
Hearn lived for a considerable time, and spoke interest- 
ingly of Hearn’s life and influence. 


Ben A. DuPre of Fibroin Stencil Corporation, Jack- 
sonville, Florida, signed the Guest Book November 6. 
After the Kansas City convention he spent some time 
with distributors in the Middle West and planned to 
work east to New England and then south to Jackson- 
ville, with about two months of travel ahead of him 
from the time he called at the office of this publication 
until he expected to reach home. He expressed his per- 
sonal satisfaction over the convention. He reported 
that business was increasing and that October was the 
best month in four years. His hobby is sailing. He hopes 
to have the pleasure of taking his boat out into the 
Atlantic as soon as business will permit him to return. 
He hopes that will be early in December. 


E. A. McIntosh Brown of E. T. Brown Pty., Ltd., The 
Brownbuilt Steel Equipment Company (Regd.), Clifton 
Hill, Melbourne, Australia, signed the Guest Book No- 
vember 9. He had entered the United States at Los 
Angeles shortly before and was on a trip which would 
keep him abroad for seven or eight months. Upon 
arrival he found much of interest. He was impressed 
with the view from the hills of Hollywood at night, pro- 
duced by the thousands of electric lights on the hills 
and in the more level sections of the city of Los Angeles. 
On his way east he stopped at the Grand Canyon of the 
Colorado and took the ride along the rim from where 
he was in a position to enjoy the unusual view of that 
marvellous work of nature. He referred to a number 
of American customs which seem strange to an Aus- 
tralian visitor. One is the practice of serving water 
whenever a person asks for light refreshments such as 
a fountain drink or ice cream. Others in similar vein 
were mentioned. We thoroughly enjoyed the visit with 
Mr. Brown and express the hope that we may have 
the pleasure of renewing it later. An additional refer- 
ence to Mr. Brown and a portrait appear elsewhere in 
this issue. 


G. Stewart Vivian, past chairman of the council of 
the Stationers Association of Great Britain and Ire- 
land, and official delegate of that association to the 
National Stationers Association convention in Kansas 
City last October, paid us a visit by telephone on Tues- 
day, November 12. Mr. Vivian also represented the 
Associated Manufacturers of English Playing Cards, 
Ltd., during his stay in the United States. 


After leaving Kansas City he spent some time in the 
East. His stop in Chicago was made while enroute to 
California. While in Chicago, he visited the Merchan- 
dise Mart in pursuance of his plan to study distributing 
methods in America. With this contact fresh in his 
mind, Mr. Vivian remarked upon the progressiveness 
of American merchants in establishing wholesale cen- 
ters where manufacturers may have their display 
rooms under one roof and buyers may do their shop- 
ping with speed and convenience. 


“IT have been greatly impressed, too,” continued Mr. 
Vivian, “by the progressiveness of your retail stores, 
particularly in the matter of providing such adequate 
sales forces that one almost never has to wait a mo- 
ment, upon entering a store, before an attendant is at 
his service. This typifies your American spirit of 
hustle.” 
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Mr. Vivian confided that this was his first visit to 
America, “but it certainly will not be my last.” 


Milton Shuster, Ardmore, Penna., signed The Guest 
Book on November 19. “Milt” has been doing some very 
active and successful representing for Charles M. Hig- 
gins & Company since he joined their organization not 
many months ago. Since the convention in Kansas 
City, he has remained in the Middle West. He plans to 
return home the early part of December. “Milt” is a 
Hoosier and like all others who have had the good for- 
tune to be born in Indiana, is proud of it. The town 
of his birth and early schooling is Gas City. The family 
one by one developed interests which drew them toward 
the east. While Ardmore is close to Philadelphia, Milt 
will be commuting to New York in between trips. His 
hobby when off the road is to study just as much as 
possible about the product he has to sell and whatever 
new applications may be developed. Indiana is part 
of his territory. He will occasionally find good oppor- 
tunity to visit the folks down home. 

—— <> 

TIDD TRAVELING FOR AMES SUPPLY COMPANY 

C. G. Tidd now covers a group of middle western 
states for the Ames Supply Company, traveling out of 
the Chicago office. Mr. Tidd worked as salesman for 
different typewriter manufacturers and operated a 
business of his own for years. 





C. G. Tidd 


Earlier in the year, James Sinclair was added to the 
staff and has been calling upon typewriter dealers in 
the east. He makes his headquarters at the Ames’ 
office in New York. 

— 
BANKERS BOX COMPANY LAUNCHES SALES PLAN 

Embracing a nation-wide advertising plan which 
will include circulars, counter cards, blotters, news- 
paper mats and letters, the Bankers Box Company, 
536-538 South Clark street, Chicago, has launched a 
huge selling campaign on behalf of its lines of Liberty 
products — storage boxes, permanent storage binders 
and string binders. 

Coincident with the campaign the company has 
completed the manufacture of new models of these 
standard products which are said to be completely in 
line with the most modern and up-to-date method of 
storing valuable files and papers. 

In addition to the flood of literature for dealers the 
Bankers Box Company will distribute a new and at- 
tractively-decorated counter card which is so designed 
as to hold a large number of the advertising folders 
which, in turn, contain complete descriptions and illus- 
trations of the Liberty storage boxes, Liberty perma- 
nent binders and Liberty string binders. 





CHICAGO OFFICE APPLIANCE MANAGERS HOLD 


ANNUAL MEETING 


The election and installation of officers of the Office 
Appliance Managers Association of Chicago took place 
November 8 at the Illinois Athletic Club, of which sev- 
eral in the organization-are members. 

President J. B. Ward, Addressograph sales agent, pre- 
sented the nominations for the new year as recom- 
mended by the board of control. These included W. D. 
Lawrence, Felt & Tarrant Manufacturing Company, 
president; Harry Shifflette, Marchant Calculating Ma- 
chine Company, vice-president; W. A. Ireland, The 
Todd Company, secretary-treasurer; E. L. Capehart, 
International Business Machines Corporation, member 
of board of control. They were elected unanimously. 
A vote of thanks was extended to Mr. Ward for his ac- 
complishments during the past year, and to A. E. Black- 
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MEETINGS—CONVENTIONS—DINNERS 


From A. L. Dunphy of Ditto, Inc. came the idea that 
the salesman with a high standard of living has been 
a good producer and is likely to keep alert so as to 
maintain that standard. He recommended personal 
interest in the home life of the salesmen. He was not 
interested in sales meetings, but fostered friendly 
rivalry in the office and between offices in the same 
organization. 

Study of Legislative Acts 

Charles Kirk of International Business Machines 
Corporation suggested careful instruction of salesmen 
on legislative acts which might affect business one way 
or another so that the salesmen could talk about them 
intelligently and because of their possible effect on 
business from an accounting point of view. He urged 
that the sales agent work closely with the salesmen 
and encourage the latter as much as possible to build 
up to a better living. 








W. D. Lawrence 


stone of Dictaphone Sales Corporation and William 
Eismann, retiring members of the board of control. 

Harry Shifflette took the chair in the absence of Mr. 
Lawrence, who was unable to be present, and con- 
ducted a round table discussion on how best to stim- 
ulate the activities and enthusiasm of seasoned senior 
salesmen. 

Round Table Discussion 

A. H. Foxcroft of L. C. Smith & Corona Typewriters, 
Inc., suggested the analysis of orders to see the pro- 
portion of new and old accounts and to encourage the 
contacting of new prospects. 

Harry Cross of Dictaphone Sales Corporation, recom- 
mended sales meetings for general results and sitting 
down with salesmen individually to arrive at and help 
in specific personal problems. 

J. W. Hogue of Addressograph suggested encourage- 
ment of salesmen to get help on difficult situations. 
He recommended explaining that it does not affect a 
salesman’s standing to ask for assistance; that he gets 
full commission from his territory even though the 
office helps him land some of the business. 

Mr. Blackstone recommended that older men con- 
tinue to add new prospects. He remarked also that “if 
you can get men to plan the day’s work there will be 
no problem.” 

Donald Oakes of Postage Meter Company, told of 
listing individual sales and demonstrations of each 
salesman on a board in the office so that each would 
know what the others are doing. He found that send- 
ing salesmen on salary to dig up prospects on cold 
canvass not only was a good way to get leads, but also 
revealed the thoroughness of the regular canvass. 


H. E. Shifflette 


W. A. Ireland 


Mr. Capehart told of the advantages of a service 
man in each sales territory. The service men furnish 
live leads for the salesmen. Paid a salary by the of- 
fice, they add substantially to the salesman’s income 
from business either new or repair, which they help 
develop. 

Mr. Ireland recommended a regular meeting a week 
in charge of a salesman who has planned it with those 
who make quota permitted to stay away if they so de- 
sire. He spoke of other meetings for older men only. 
Call backs and other points were checked individually. 

Mr. Ward recommended an attitude toward each 
salesman as being a prospective sales agent. The men 
should be developed so that they will be eligible for 
bigger opportunity. He told of discussing the previous 
day’s results each morning at 8:15, the way the dis- 
cussion was handled being an inspiration to the sales- 
men participating. He suggested that new men prop- 
erly trained who make good records would show older 
men new possibilities and furnish new enthusiasm for 
the sales staff. He referred to the application con- 
ference held in Cleveland which was reported a few 
months ago in Office Appliances. 

Because of the interest which it aroused, the topic 
was discussed until late in the evening. 

—___<————— 
LOUISVILLE STATIONERS HOLD MEETING 

The regular monthly meeting of the Stationers As- 
sociation of Louisville was held Monday, November 4, 
in the Brown hotel, Louisville, Ky. The members dis- 
cussed several phases of routine business and set the 
next meeting date for early in December. 
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VICTOR SALES STAFF HOLDS CONVENTION 

District sales managers from every section of the 
country attended the recent convention of the Victor 
Safe & Equipment Company, Inc., held at the firm’s 
home offices at North Tonawanda, N. Y. 











Top. Victor District Sales 
Managers at Home Office 
Convention. Center: The two 
golf teams at the convention. 
Lower: R. M. Tussing, presi- 
dent, left, and W. F. Block, 
visible sales manager of the 
Victor Safe & Equipment 
Company, Inc. 














With “help the dealer to make more sales and 
profits” as their keynote, the delegates put in an inten- 
sive week developing plans to make 1936 a banner year 
for their dealers from coast to coast. Prominent among 
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the plans discussed was the extensive consumer ad- 
vertising campaign on Mak-ur-own all-transparent 
index tabs now appearing in such national magazines 
as Collier’s, Literary Digest, News Week, American, 
Nation’s Business and Cosmopolitan. 

One afternoon of the session was devoted to golf 
when all the golfers and near-golfers struggled with 
the traps and bunkers at the Meadowbrook Country 
Club of Buffalo. 

The meeting closed on a note of general enthusiasm 
for the business prospects of both the dealer and the 
manufacturer, and of genuine appreciation for the 
fine support accorded the Victor Company and its 
policies by the dealers during the past year. 

—_———— 


BOSTON STATIONERS MEETING 


More than ninety members attended the meeting of 
the Boston Stationers Association meeting held in the 
City Club, November 18. The total membership was 
slightly boosted when six new members were admitted 
at the gathering. 

The highlight of the affair was the “appearance” 
of General Manager Charles P. Garvin of the National 
Stationers Association who addressed the assembled 
stationers. Through an ingenious arrangement of tele- 
phone and amplifiers, Mr. Garvin was able to deliver 
his address from his office in Washington, nearly one 
thousand miles away. 

The guest speaker of the evening was Lawrence P. 
Rogers, sales supervisor of the New England Telephone 
& Telegraph Company. Mr. Rogers displayed the vari- 
ous types of telephone installations which are adapt- 
able to telephone selling. 

ae ae 


TWO SPEAKERS ADDRESS CINCINNATI 0. A. M. A. 


Two prominent speakers addressed the Cincinnati 
Office Appliance Managers Association at two inter- 
esting meetings held last month. The speakers were 
Judge Stanley C. Roettinger who spoke on “Lights and 
Shadows of the Courtroom,” and Carl A. Saunders, 
business editor of the Cincinnati Post, who delivered 
an address on “The Improvement in Business.” Other 
speakers are scheduled for the near future. 

* : 
STATIONERS SQUARE CLUB MEETS 


Featured by a turkey dinner for the forty members 
present, the regular monthly meeting of the Stationers 
Square Club of Greater New York, No. 576, was held in 
the Governor Clinton hotel, November 21. 

Another feature of the meeting was the appointment 
of a nominating committee to bring in nominations 
for the election of officers which will be held Decem- 
ber 19. 

Those appointed to the committee were: 

Lou Tavernier, chairman; Charles Wertheimer, Aaron 
Gottlieb, Donald McLeod, Harry Lynn and Howard 
Shoemaker. 

—_-—~<___- 


CALIFORNIA RIBBON AND CARBON DEALERS 


With Ira Cole, vice-president and general manager 
of Mittag & Volger, Inc., Park Ridge, N. J., as princi- 
pal speaker and guest of honor, the regular meeting 
of the Carbon & Ribbon Dealers’ Association of North- 
ern California was held November 8 in the Palace hotel, 
San Francisco. Mr. Cole, who had just completed a 
trip through the western territory, left November 10 
for a combined business and pleasure trip to Central 
America. 

(Turn to page 66, please) 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Blaine ]. Bristoll, Koch Brothers, Des Moines, lowa, president; R. A. Maish, Dennison Manufacturing Company, Framingham, 
Mass., vice-president and chairman, manufacturers division; Craig Sheaffer, W. A. Sheaffer Pen Company, Fort Madison, Iowa, 
vice-chairman, manufacturers division; Edward H. Wobber, Wobber’s, Incorporated, San Francisco, Cal., vice-president and chair- 
man, distributors and wholesalers division; Arthur L. King, Ward’s, Boston, Mass., vice-chairman, distributors and wholesalers divi- 
sion; Herman Cast, Western Lithograph Company, Wichita, Kansas, vice-president and chairman, office furniture and office out- 
fitting division; Wm. H. Schmiederer, Buxton & Skinner, St. Louis, Mo., vice-president and chairman, manufacturing stationers 
division; Paul W. Cheney, Southworth Company, West Springfield, Mass., vice-president and chairman, field division; W. E. 
Stockett, Jr., Stockett-Fiske Company, Washington, D. C., treasurer; Woodson P. Waddy, Everett Waddy Company, Rich- 


mond, Va., auditor; C. P. Garvin, Washington, D. C., secretary and general manager. 


Regional Governors 


No. 1. W. R. Dolliver, Prov No. 4. Harold Carithers, 
idence Paper Company, Carithers - Wallace - Courte- 
I. 


Providence, R. nay Company, Atlanta, Ga. 


No. 2. A. G. Preston, Utica we. & Horeté 4, emotes. 
Sika) Suomly yCompany,  fodlananolis ine Supply 
Inc., Utica, N. Y nd P y, polis, 


No. 3. John A. Brown, J. R. No. 6. Leo J. Blied, Blied 
Weldin Company, Pitts- Office Supplies, Inc., Madi- 
burgh, Pa. son, Wis. 


Hansell, 
Ltd., 


No. 7. J. O. Popple, Will H 
Zaiser Specialty Company, 
Des Moines, Iowa 


No. 4. Morris E 
F. F. Hansell & Bro., 
New Orleans, La. 


General Offices and Information Bureau 





No. 11. W. A. Montgomery, 
J. K. Gil) Company, Port- 
land, Ore. 


No. 8 Fred Downs, Downs- 
Randolph Company, Tulsa, 
Okla. 


No. 12. William F. Johnston, 
Schwabacher-Frey Station- 
ery Company, San Fran- 
cisco, Calif. 


No. 9. W. C. Northern, Staf- 
ford- Lowdon Company, 
Fort Worth, Texas. 


No. 10. E. Frank Winfield, No. 13. A. J. Kerin, Tower 
Winfield’s, The Outing Brothers Stationery Com- 
Shop, Grand Junction, pany, New York City, 
Colo. mm. We 


525 Investment Building, Washington, D. C. 


Place of Next Annual Convention—Chicago, Ill. 


President Bristoll in Chicago 

En route to his home in Des Moines, Ia., from a con- 
ference at NSA headquarters in Washington, Blaine 
Bristoll, president of the National Stationers Associa- 
tion, spent Saturday, November 23, in Chicago. 

A group of Chicago stationers and manufacturers 
met for lunch with Mr. Bristoll. After lunch a commit- 
tee was appointed to formulate plans for the local 
group’s part in the 1936 convention to be presented 
with recommendations of other features for the con- 











B. J. Bristoll 


vention at a meeting of the NSA executive committee 
to be held in Chicago next month. 

The enthusiasms with which the Chicago group thus 
early enters into the proposals for the next convention 
insures the lively interest of all members of the trade 
in the Chicago area and the sixth regional district. 

Mr. Bristoll told the group of some things discussed 
with General Manager Garvin at the Washington con- 
ference which it is hoped will make the convention 


outstanding in association annals. The comparatively 
short time between trains did not afford time to go 
into details, all of which will be announced later. 

Because of the short notice for the call of the Satur- 
day meeting, some members of the trade could not 
attend. The committee, at present composed of those 
listed below, will be increased in number before its 
first meeting early in December at which a chairman 
will be named. 

Russell Carpenter, Sanford Manufacturing Company; 
George Mandeville, Wilson-Jones Company; Fred H. 
Tracht, University of Chicago Book Store; Harold 
Griswold, Sanford Manufacturing Company; Al. Skibbe, 
Associated Stationers Supply Company; Charles C. 
Carpenter; R. Vail, Vail Manufacturing Company; M. 
E. Roberts, A. B. Dick Company; F. P. Seymour, Hor- 
der’s, Inc.; Oliver Stevens, Stevens, Maloney & Com- 
pany; Harry Chumley, Woodworth’s; Sidney Collins, 
Automatic Pencil Sharpener Company; Carl Preising, 
The Wahl Company; H. L. Fellowes, Bankers Box Com- 
pany; Oscar Modene, Marshall-Jackson Company; 
Evan Johnson, Office Appliances. 

veieeatillinasiiaess 


THREE LADIES WIN PRIZES ON CONVENTION 
LETTERS 


For writing the best letters on the recent National 
Stationers Convention in Kansas City last month, three 
ladies were awarded prizes of ten, five and five dollars 
respectively. 

The winners were Mrs. R. D. Latsch, Latsch Bros., 
Lincoln, Neb.; Mrs. Frank E. Gallup, Gallup Map and 
Supply Company, Kansas City, and Mrs. R. E. Crowley, 
Crowley-Reuter Stationery Company, Kansas City. 

Mrs. Latsch won first prize of $10 for her letter of 
four paragraphs under a heading of “My Impressions 
of the 1935 Stationers Convention.” The letter follows: 

“My first impression upon arrival at the Convention 
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SHE'S THE 
WORLD'S GREATES 
WARRIOR 












Marshal Foch called Jeanne d’Arc the 
first general of all time. She had a genius 
for using the material at hand. Today 
countless women in business and education 

are using the Mimeograph as a means for per- 
sonal advancement. Since the advent of the 

Mimeotype stencil a woman’s artistic touch is 

particularly helpful—for through this great 

invention almost any kind of illustration can be 





readily combined with typing to project ideas viv- 
idly, quickly, handsomely, at low cost. Get latest 
information about the standard stencil-duplicator 
of the world, from A. B. Dick Company, Chicago, 
or see classified ‘phone directory for local address. 
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headquarters was the painstaking preparation that had 
been made to make the 1935 Stationers Convention 
second to none. It seemed to me that the entire ma- 
chinery of the Convention was ‘well oiled’ and thus 
working most efficiently for the mutual benefit and 
pleasure of all concerned. 

“The ‘Powers That Be’ had arranged a challenging 
program for the members of the Association and the 
ladies were royally entertained in a variety of ways 
to appeal to the most discerning. 

“The Monday night program was a delight to all who 
heard it and how the ladies did enjoy the very illumi- 
nating talk at the Tuesday luncheon! We are just now 
anticipating the closing event of our entertainment— 
the tea at the home of Mrs. Pitt. 

“There was food and ‘food for thought’ interspersed 
with that most delightful association and cooperation 
for the best interests of all concerned in an industry 
that is ‘old’ but ‘growing’.” 

Mrs. Crowley’s letter follows: 

“While an hour of life remains, life is in the making. 

“While an hour of life remains, the memory of the 
National Stationers Convention of 1935 will make my 
life the richer, and if I can pass on one tithe of the joy 
that I have received from it, I shall be more than 
happy and shall feel that I have made a good begin- 
ning on conventions. 

“Rembrandt’s five or six greatest canvases (one of 
the entertainment features was a trip to the Nelson 
Gallery of Fine Arts) were painted after he was fifty 
years of age. This, then, is my first masterpiece, and 
may there be many more. 

“For the general entertainment the Monday night 
program under Mr. George E. Mason’s direction was 
most delightful. Judging from the applause and the 
favorable remarks on every hand, it was very well 
received. Every moment of Tuesday’s program for the 
ladies under Mrs. C. S. Demaree’s direction was very 
much enjoyed and appreciated. Both entertainments 
were very unique in the annals of Stationers Conven- 
tions, according to those who had attended in other 
years. 

“This afternoon we are anticipating a pleasant social 
hour with Mrs. William Pitt, which will be the end of 
a perfect four days” 

Mrs. Gallup wrote as follows: 

“In response to your invitation to write impressions 
of the National Convention in Kansas City, October 
7th to 10th, this being the first stationers convention 
that I have attended, it is not possible to draw com- 
parisons. 

“Starting on Monday it seemed to me that some sort 
of headquarters where the ladies might gather would 
have been appropriate. A room or space adjacent to 
where the men registered would have allowed the ladies 
to perhaps feel a little more like they rated as a regular 
part of the Convention. This same headquarters would 
have been convenient and helpful throughout the en- 
tire meeting. 

“The entertainment provided by the men for Monday 
evening actually proved to be better than it sounded 
on the program. Would it have been possible to even 
go a little further Monday evening and added some 
plan of more general introductions that would promote 
better acquaintance. 

“Our Tuesday luncheon at the Women’s City Club 
was far above the average and the Review of New 
Books resulted in favorable comment by all in attend- 
ance. The masked ball in the evening did prove some- 
thing very novel and entertaining. Both the partici- 
pants and the onlookers had lots of good fun. Perhaps 
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if more had known in advance they would have ob- 
tained costumes and there would have been a greater 
number take part. 

“Wednesday's luncheon was a pleasant affair. Then 
the delightful visit to the Art Institute was a form of 
entertainment that could not help but please. 

“The banquet Wednesday evening brought out the 
entire attendance and was really a ‘social success.’ The 
gridiron feature was ‘big time’ and deserves repeating 
each year. If the seating and acoustics of the banquet 
hall could have been improved to the point that every- 
one could have seen and heard, then this event could 
not have been improved upon. Just to be ‘catty’ though, 
why not recognize the ladies just a little bit at this 
main event? 

“The question of tea or bridge for Thursday after- 
noon had its advocates both ways. The beautiful home 
and perfect surroundings for the tea probably gave 
this entertainment a more favorable impression. 

“All in all, I think that it was a wonderful conven- 
tion—such a friendly group of men and women who 
combined serious business and pleasure. The ladies’ 
entertainment and activities moved in splendid, well- 
ordered fashion, making apparent that it was directed 
by a competent, efficient chairman. 

“T heard the remark many times that this was one 
of the best conventions ever attended, and I am sure 
the ladies thoroughly enjoyed the opportunity to meet 
and become better acquainted.” 

The prizes were donated by the Wabash Cabinet 
Company and the Yawman and Erbe Manufacturing 
Company. The judges were J. E. Woodmansee, presi- 
dent, Kansas City Chamber of Commerce; R. J. Potts, 
president, Kansas City Advertising Club, and Carolyn 
Benton Cockefair, University of Missouri. 


a 
CORRECTING A MISLEADING DESCRIPTION 


A description of the new Corona touch selector, 
adopted by L. C. Smith & Corona Typewriters, Inc., as 
an integral part of the Silent, Sterling and Standard 
Corona models, was published in the August, 1935, num- 
ber of Office Appliances. Inadvertently the reporter 
who wrote the story used the expression, “Touch 
Control,” the name popularized by the Royal Type- 
writer Company to designate its key tensioning device. 
This notice is published to correct any mistaken im- 
pression concerning the ownership of “Touch Control” 
which may exist in the minds of readers of this 


publication. 
—_—_—_——_—_—. 


REMINGTON RAND PROMOTES TWO SALESMEN 


Two Remington Rand, Inc., salesmen were promoted 
to typewriter division branch managerships last month, 
and one branch manager was transferred. A. R. Saur- 
man, formerly a salesman at Philadelphia, took over 
control of the Hartford branch office and R. E. Dunn, 
a salesman at St. Paul, took over the managership of 
the office in that city, relieving H. L. Philo, who takes 
over the New Haven branch. 

Mr. Philo was tendered a farewell dinner at which 
he was presented with a pen and pencil set upon which 
was engraved: “H. L. Philo from the St. Paul Gang.” 
Mr. Saurman was also presented with farewell gifts 
by his Philadelphia associates. He received a Gladstone 
bag and a floor lamp. 

Mr. Saurman’s son, Harleigh, also a Remington 
Rand salesman in Philadelphia, follows his father to 
Connecticut. He was presented with a pen and pencil 
set by his associates. 
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But more than that, 
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NOW BETTER THAN EVER 
WITH MANY NEW REFINEMENTS 


THE announcement of Super-Filer, less than two years ago, brought a new 
idea to file users. It demonstrated that even so stabilized a product as a 
filing cabinet could be vitalized and made to perform many of the acts 
that have been done by hands since vertical files were first con- 
ceived. Today, thousands of firms are enjoying the advantages 
and economies of mechanized filing exactly as they 
are enjoying the advantages of mechanized letter 


writing, computation, dictation and accounting. ae 


Like all other revolutionary ideas, Super-Filer 
has undergone improvement, and incorporates in today’s models, refine- 
ments not possessed by the original Super-Filer. Among these are: 

New, easily adjusted, Throw-back type Divide-a-Files 

New, Full-Plate, Front Compressor 

New, Improved Buttonless Safety-Latch 

New, Sound-Insulated Swing Drawer Front. Improved Super-Suspensions 

New, Triple-Security Yale Lock 

And a fully completed line of all models 
Super-Filer offers to dealers a new and telling sales appeal that opens new 
doors to salesmen. Business men are learning that filing departments, like 
other branches of their business, must be modernized. The old type of 
equipment will no longer do in today’s keen competition. Super-Filer 
offers them the means for bringing new economies to their filing depart- 
ments — a service which all GF dealers are prepared to render. If you 


are not now a GF dealer, perhaps you can render this Super-Filer service 


also. We'll be glad to discuss the possibilities with you. 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO 
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Your letter’s a little car for 
driving ideas home. 


You stop it on your reader’s 
desk and invite him to come 
along. 


The smoother the ride, the 
better he'll like your idea. The 
smarter the pace—the 

sooner you'll do busi- 


ness. 


Re-style with Pana- 





MANIFOLD SUPPLIES COMPANY 


MANUFACTURERS OF 


PANAMA and BEAVER 
188 THIRD AVENUE, BROOKLYN, N. Y. 
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(Meetings and Dinners—Continued from page 59) 


KANSAS CITY STATIONERS CLUB HOLDS 
FIRST ENTERTAINMENT 


Marking the first social event since its organization 
a little more than one month ago, the Stationers Social 
Club of Kansas City held its first party in the Crystal 
room of the Hotel Phillips in Kansas City November 16. 
There were about one hundred of the members present 
to attend the show. 

Mrs. Walter Kane was in charge of the entertainment 
and was assisted by a committee consisting of Mes- 
dames Gordon Steinmetz, P. T. Jamerson, Paul Baird 
and R. C. Moore. 

Norvell Slater, KMBC, a radio artist, was master of 
ceremonies and added much to the entertainment by 
keeping things moving and getting everyone ac- 
quainted. 

Others who contributed their efforts to the show 
were John Keeling, Art Metal Construction Company, 
who played a piano solo; Maurice F. Mann, Automatic 
Pencil Sharpener Company, who sang two solos; and 
Mrs. George W. Bacon, soloist. Mr. Bacon is connected 
with the Miller-Bryant-Pierce Company. 

The winners of the two door prizes given away were 
Mrs. V. T. Williams, Schooley Printing & Stationery 
Company, and Frank E. Gallup of the Gallup Map & 
Supply Company. The prize waltz was won by Irwin 
Title of the W. A. Sheaffer Pen Company, and Mrs. 
W. R. Benge, whose husband is connected with the Co- 
lumbia Ribbon & Carbon Company. 

George Mason of the Bryant & Douglas Stationery 
Company, who is president of the club, made several 
announcements and assisted greatly in seeing that 
everyone had a good time. 


~<>- 


SEATTLE DEALERS HEAR SALES TAX TALK 

Problems confronting dealers which grew out of the 
two per cent sales tax in the state of Washington, was 
the subject of an address delivered by Ray C. Moliter, 
Seattle agent for the State Tax Commission, before 
the Seattle Typewriter Dealers Association, Novem- 
ber 19. 

After Mr. Moliter explained that his object was the 
working out of a satisfactory working classification 
for typewriter dealers, President James C. J. Martin 
appointed Mr. Bergland and U. G. Moore to confer with 
Mr. Moliter and recommend a policy to the state com- 
mission. 

Before the meeting adjourned a report was read from 
a committee appointed several weeks ago to investi- 
gate alleged irregular practices in local pawnshops 
with respect to typewriters. 

Among the remedies suggested by the committee 
were: 1. Co-operation from all manufacturers in the 
elimination of pawnshops as dealers in new portables, 
and 2, a request to the manufacturers that they forbid 
salesmen to sell to pawnshops. Secretary Edwin Phe- 
lan, Seattle Chamber of Commerce, said he would like 
to hear from other associations with regard to this 


problem.—JCJM 


———E— 


J. BANOV JOINS SAINBERG STAFF 
J. Banov, brother of the well-known Leon Banov, 
has joined the staff of Sainberg & Company, manu- 
facturers of desk pads and accessories, New York City. 
Mr. Banov will contact resident buying offices in the 
Metropolitan area while Milton E. Hoppenberg will 
continue calling on the trade in the same territory. 
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The busy man’s or woman’s near companion with 








service and system at their finger tips. Enables 
one to keep follow-ups, copies of orders, corres- 
pondence and other important papers properly 
indexed for quick and easy reference—but con- 
veniently out of the way when not in use. 
Empty those desk drawers of mixed up papers, 
then file them in a DESKSIDE. Makes desk 
work more of a pleasure and the orderliness 
in which papers are kept will greatly please 
the user. 


DESKSIDE Files are made in Letter and Cap 
widths—-for Letter and Legal Cap size papers. 
The Letter size is 304 inches high, including 
the easy rolling castors, 134 inches 
wide and 202% inches long front to 


and Easy Rolling 


You Will Be 


Desk High 





back. Inside dimensions are 10} inches high, 
124 inches wide and 17% inches from front to 
back. The Cap size is same as Letter only 
three inches wider. Equipped with removable 
locking rod to hold eyeletted guides. Fur- 
nished in Light Quartered Oak, Mahogany and 
Walnut finishes to match other office equipment. 


Come complete as illustrated, with the excep- 
tion of the indexing guides. These must be 
ordered to fit requirements. A 25 division 
Alphabetical Index, made of long wearing press- 
board, is the usual requirement, but State, 
Daily or Monthly indexes may be used when 
filing is desired other than the reg- 
ular A to Z Alphabetical method. 
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Made double thick where the wear is greatest. 
If your customers are not now using Weis Duo 
Tops suggest their use for the current files 
when the old folders are transferred in January. 
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Fibre Board Storage Cases 








The dust proof kind; the fibre board 
storage case made without gummed tape. 
A revelation in storage equipment. And 
a size for every filing requirement. 
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The pull out drawer feature en- 
ables user to stack them one on 
another and still have contents 
easy of access. Much cheaper 
than transfers made of any other 
material. 
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member of the sales promotion department of a St. 
Louis retail establishment, with an interesting book 
review. 

President William Schmiederer, Buxton & Skinner, 
then appointed a committee of arrangements for the 
Inaugural party to be held in February. The commit- 
tee is composed of R. H. Lewis, Dennison Manufactur- 
ing Company; E. T. Kettenbrink, Modern Press & Sta- 
tionery Company; William Foshage, Decker-Foshage 
Company; E. J. Lessard, Lessard Printing & Stationery 
Company; C. A. Kennedy, William J. Kennedy Station- 
ery Company; C. T. Spalding, Spalding Stationery 
Company, President Schmiederer and Secretary E. J. 
Mitchell. 

After M. T. Weingaertner, of the Egyptian Station- 
ery Company, Belleville, Ill, outlined the convention 
plans of the Illinois Booksellers Association which 
meets in Belleville next Spring, the meeting adjourned. 

wie 
CHICAGO SMITH-CORONA CLUB ELECTS OFFICERS 


On Saturday, November 16, the Smith-Corona Sales- 
men’s Club of Chicago held a meeting in the Chicago 
offices of L. C. Smith & Corona Typewriters, Inc., for 
the purpose of electing officers. The following were 
honored: K. B. McClellan, president; H. S. Bartemes, 
vice-president, and E. W. Cornelius, secretary-treasurer. 

An extra item not on the regular business agenda was 
the presentation of a bouquet of flowers to Chicago 
Manager A. H. Foxcroft in honor of his first anniver- 
sary as head of the Chicago branch. 

Earlier in November the club conducted a social 
gathering at the Medinah-Michigan avenue club. The 
members have found it worth while to intersperse seri- 
ous business activities with lighter affairs involving 
only entertainment and fellowship. 


N. Y. TYPEWRITER DEALERS MEET 


The regular meeting of the National Typewriter and 
Office Machine Dealers of New York was held in the 
Hotel Dixie, Thursday, November 13. 

The guest of honor and principal speaker of the oc- 
casion was Sam Taub, noted radio fight announcer. 


Mr. Taub likened the business world to the sport world, 


spending most of his time in interesting reminiscenses 
of his experience as an announcer and newspaper re- 
porter and his association with famous boxers of yes- 
terday and today. 

Following Mr. Taub’s address a short business session 
was held and, after the showing of some interesting 
motion pictures, the meeting adjourned. 

sanciiliimaniad 
GEORGIA STATIONERS MEET 


A meeting of the Georgia Stationers Association was 
held in the DeSoto hotel, Savannah, October 18. The 
morning session was featured by the appointment of a 
committee to function on the Fair Trade Act, with 
W. W. Shepard, of Macon, appointed chairman. 

After the morning session the association members 
were taken to the Georgia Paper and Pulp Laboratory 
where Dr. Charles H. Herty showed the visitors paper 
being manufactured from slash pine as well as rayon 
being made from the same source. 

The next meeting of the Association is set for De- 
cember 13 at the Dempsey hotel, Macon, Ga. 

—~>—___ 
CHICAGO TYPEWRITER DEALERS MEETING 

The Chicago Typewriter Dealers Association held its 
regular meeting Tuesday, November 12, in the Medinah 
Athletic Club, with a large number of members present. 

Before association business matters were discussed, 
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Columbus discovered America —and now America 
is discovering Columbus, the biggest 5c value on 
the market. Columbus contains A. W. Faber's 
famous lead. That fact alone speaks volumes to 
stationers who know that A. W. Faber sponsors 
the world-famous “Castell” Drawing Pencil. En- 
cased in finest yellow polished Cedar wood with 
hexagon rounded corners, hexagon ferrule and red 
rubber tip-—here is a pencil that for sheer writing 
quality surpasses the entire 5c field. Push Columbus 
for Profits —and be sure to mention to your custom- 
ers that it is backed by the name of A. W. Faber. 


Order now from 
A. W. FABER, Inc., Newark, N.J. 
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Leatheroid File Pockets have reinforced corners and foldover 
gusset tops with double fronts and backs, glue welded 
throughout. Made in all sizes with 134, 344 and 54-inch 
expansion. 


We'll gladly send samples and prices 
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President L. M. Albright introduced a newcomer to the 
Chicago territory, A. B. LaFleur, manager of the Chi- 
cago Woodstock Typewriter Company office. This was 
followed by the introduction of a new member of the 
organization, C. Samaras, proprietor of the Western 
Plating Company, 172 North Halsted street. 

Frank Marin, chairman of the board of directors, 
read a brief treasury report in which he informed his 
listeners that there was a balance on hand of $157, 
that $200 had recently been deposited and that no 
funds had been spent. 


CLEVELAND DEALERS PLAN STAG DINNER 


The December meeting of the Cleveland Typewriter 
and Adding Machine Dealers Association will be de- 
voted to a general good time with only essential busi- 
ness being transacted. The big event of the evening 
will be a turkey dinner free to members. It will be a 
strictly stag affair and takes place in the Hotel 
Allerton. 

At the November meeting there was the usual good 
attendance and a committee was appointed to arrange 
details for the dinner. A discussion of manufacturers 
advertising took up most of the evening. At the same 
time it was announced that the association plans to 
have further demonstrations of various makes of type- 
writers by managers of factory branches similar to the 
one given by E. J. Smythe of the Woodstock Company 
last month.—_AED 

PHILADELPHIA O. E. ASSOCIATION EXECUTIVE 

CHANGES 

Due to the transfer of Ed. Thompson of the A. B. Dick 
Company from Philadelphia to Chicago, the executive 
personnel of the Office Equipment Association of Phila- 
delphia was changed recently. Blaine Rawdon of the 
Underwood Elliott Fisher Company was elected to fill 
the position of vice-president vacated by Mr. Thomp- 
son. Mr. Rawdon having been formerly secretary and 
treasurer of the association, another election was 
needed in order to fill the executive roster. Claiborne 
Hale of the Dictaphone Sales Corporation was, there- 
fore, elected to succeed Mr. Rawdon as secretary and 
treasurer. Robert Carlile of Ditto, Inc., continues as 
president. 

— 

AUTOMATIC MASTERGRAPH COMPANY MOVES 

As a means of securing additional and much-needed 
space, the Automatic Duplicator Company, manufac- 
turers of the Mastergraph duplicator, has moved to a 
three-story building at 807 Walnut street, Des Moines, 
Iowa. 

According to K. W. Gaar, general sales manager, the 
company will now have at its disposal five times the 
amount of space as that of its former location. This 
will enable the firm to add several new lines including 
office furniture and all types of office machines. The 
company is already agent for the Macey line of steel 
and executive furniture. 

In addition to its own business the company will also 
operate the Gaar Bros. Typewriter Company. 

RS = 
OPEN NATIONAL DISTRIBUTION OF BURNS 
STUDY-STAND 


Timing its action to coincide with the coming holiday 
season, the American Automatic Electric Sales Com- 
pany, 1033 West Van Buren street, Chicago, recently 
started a nation-wide distribution of its Burns Study- 
Stand. 

The item is a strongly-constructed copy or book- 
holder manufactured for the use of students, office 
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3 Point Contron 


| E ve Underwood Sundstrand oa , 2 ‘y & 


Feature simplifies machine figuring ‘ 


... Greater Speed by 15% to 25% 






1. Adding 

2. Subtracting 
3. Non-Adding 
4 
5 







. Sub-Totaling 
. Totaling 
6. Printing Credit Balences 


ADDS— SUBTRACTS 
MULTIPLIES—DIVIDES 





UNDERWOOD ALL 







HE Underwood Sundstrand Adding- 

Figuring Machine, always famous for 
its simplicity, speed, accuracy and durabil- 
ity, reaches a new high peak of simplicity 
and speed with the advent of the newest 
exclusive Underwood Sundstrand devel- 


opment...3-POINT CONTROL. 
3-POINT CONTROL, in combination 


with Underwood Sundstrand 10-key op- 
eration, makes it possible to write figures 
on the tape 15‘ to 25% faster! 


3-POINT CONTROL permits three 
miracle keys to perform six distinct op- 
erating functions. 


3-POINT CONTROL, because it 
makes operation simpler, also makes 
the operator more accurate. It reduces 
fingering errors to the absolute minimum. 


3-POINT CONTROL provides amaz- 
ing new short-cuts in multiplication and 
division and actually brings machine 
addition and subtraction within the capa- 
bilities of a child. : 

See the new Underwood Sundstrand e 
at the nearest Underwood Elliott Fisher ea / 
Branch or ask for a demonstration in ok vel 
your own office. Remember, in addition 
to 3-POINT CONTROL, Underwood 
Sundstrand offers you the boon of 10 
numeral key operation. 


- 
<°* 


Adding Machine Division 
UNDERWOOD ELLIOTT FISHER COMPANY 


Adding Machines... Typewriters 
Accounting Machines 
Carbon Paper, Ribbons and other Supplies 


342 Madison Ave., New York, N. Y 


wenssiceme  JNDERWOOD SUNDSTRAND 


ADDING-FIGURING MACHINES 


Underwood Elliott Fisher Speeds the World’s Business 





e Every Underwood Sundstrand Machine 
is backed by nation-wide service facilities 























3 Ways 








ET’S get two facts straight. First, there is hardly 
a user of LIBERTY Boxes who does not need two, 
three, four, possibly a dozen different sizes. Some 
public utilities, for example, use fourteen sizes. In 
the illustration above, 22 standard sizes are shown. 
Every one of these sizes is a volume seller for some 
type of record. Are you missing possible 
sales? Remember, it is important always 
in selling LIBERTY Boxes to dig into 
users needs and to start them using as 
many sizes as their records call for. 
The second fact is that 
time is the peak selling season for 
LIBERTY Boxes. Don’t let your sales- 


men assume that users transfer or store only 


transfer 
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TO MAKE THE MOST OF 
TRANSFER TIME 


See that every LIBERTY Box customer and pros- 
pect you have gets one of the new LIBERTY direct 
mail folders imprinted with your firm name. 


Sometime around the year-end make a window or 
floor display of LIBERTY Boxes, using our new 
display cards. 





Have your salesmen make a special year-end cam- 





paign not only to show users the superior advan- 
tages of LIBERTY Boxes but also to emphasize the 
fact that there are sizes for every transfer need. 









checks or letters. Bigger orders are to be had by dem- 
onstrating each LIBERTY Box size. Deadwood must be 
cleared from active files to start the new year efficiently. 
And this year-end, more than for years, will prove 
excellent for LIBERTY Box sales. The possibilities for 
profit make these boxes worth a genuine year-end sales 
campaign, combining direct mail, news- 
paper advertising if you do that, win- 
dow and floor displays, and demon- 
strations to all customers and 

prospects by salesmen. If you have 

not yet ordered advertising helps 
from us orneed more, write. Envelope 
stuffers, blotters, display cards, and sales- 
men’s miniature samples are available free. 


BaNnNKERS Box Company 


ESTABLISHED 


1918 


536-538 SOUTH CLARK STREET....CHICAGO, ILLINOIS 


We have a very interesting proposition to offer stationers in selected territories 
selling these binders, you are passing up 


If you are not 


on LIBERTY Permanent Storage Binders. 


good bet. They will develop into a very profitable line. 
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workers, readers, cooks and children. It is made in such 
a manner as to act as a stand for a volume regardless 
of size and to hold the desired page securely. 

In addition to its uses in the home or office, the 
Study-Stand is effective for display purposes. Further 
details may be obtained by writing directly to the 


company. 
oe —— 


BILL-O-TYPE TO OPEN SCHOOL 
For the purpose of teaching the fundamentals of 
double entry bookkeeping, the Bill-O-Type Corporation, 
St. Louis, will shortly open a training school for dis- 
tributors and salesmen of the company’s products. 
The new school will be under the supervision of N. H. 
von Soosten, vice-president, who has a fine record in 














N. H. von Soosten 

(Strauss Portrait) 
the office machinery field over a period of many years. 
His career includes a number of years with the L. C. 
Smith Typewriter Company, the Sundstrand Adding 
Machine Company, Remington Rand, Inc., and the 
National Cash Register Company. 

In connection with the training school, Mr. von 
Soosten is compiling from his extensive library of data 
a glossary of accounting machine terminology which, 
he says, will go a long way toward eliminating technical 
misunderstandings now existing in the field. 





Electric Football Score Board Entertains Huge Crowds in Seat- 
tle—Here is the control apparatus of the gridiron score board 


operated by the U. Mimeo & Typewriter Company, Seattle, 
Wash., for every major game. More than 120 lights on the minia- 
ture playing field faithfully records every move as the various 
teams battle for football supremacy. 
—>— 
ALLEN IS CHICAGO VISITOR 
R. C. Allen, president of Allen Calculators, Inc., New 
York City, was a visitor in Chicago last month as part 
of a short tour he is making of the Middle West. 
Mr. Allen, who left for Grand Rapids, Mich., on Mon- 
day, November 18, spent several hours of his visit with 


NUMBER 














Stapling ma- 
ehines in one! 


USING: 





S. F. 183—14" Staples 


capacity 40 sheets 16 Ib. 
equivalent 





Ss. F. 13—3%%" Staples 





capacity 80 sheets 16 Ib. 
equivalent 





S. F. 13—1,” Staples 





capacity 120 sheets 16 Ib. 
equivalent 
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“SPERSTENER 


Reg. U 8. Pat. off 





TRIPLE-DUTY 
STAPLING MACHINE 


At Last! the ma- 


chine every dealer 
and consumer has 
been waiting for! 


THE POWERHOUSE! 


A new HEAVY DUTY stapling 
machine, a husky fellow with 
plenty of pounding capacity, 
using three sizes of staples with 
the same perfect ease of opera- 
tion. 


NOW this one machine 
covers a multitude of duties in 
office, store and factory. 


A great money-saver and time- 


saver. Good to look at... 


simple to operate. 


For best results . . . use Speed 
Fastener Chisel Pointed 4", 34" 
and 14” staples. 


Display this profit maker .. . 
and up go your sales. 


LIST PRICE $7790 


WRITE FOR MORE INFORMATION TO 





Parrot Speed Fastener Corp. 


363 Broadway 


New York, N. Y. 
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Six Profit Reasons 
For Dealers 


1. Dealers make good profits on Artility Pos- 
ture chairs because the first sale means 


steady repeat business. 


an increasing demand for chairs 
which means great 
| 


durability and low maintenance cost. 


2. There 


metal construction, 


3. They are very moderately priced. 


4. There are three types of upholstery to se 
lect from: Standard, Softex and Super-Softex 
the latter a very special extra resilient 
1terial to which the public has given its en 
isiastic approval. 
5. N I S somfortable than the 
Artilit 
Se Ti quickly and completely adjust- 
t the individua 


Apply today for dealer's terms 


Artility Metal Products, Inc. 
1201 Monger Building 
Elkhart, Indiana 
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R. J. Smith, manager of the Chicago office at 343 South 
Dearborn street. He was highly enthusiastic over the 
business outlook for the coming year. 

“I am very much pleased with the manner in which 
business has picked up in recent months,” Mr. Allen 
said. “Our company is experiencing ever-increasing 
demands for our products and I confidently believe the 
increases will continue all through 1936.” 

a 
LYNN COMPANY’S NEW PLANT SPEEDS UP 
PRODUCTION 

With the most modern machinery at its disposal, 
and installed in a new plant at 2000 Howard street, 
Detroit, the Lynn Paper Products Manufacturing Com- 
pany has speeded up the output of its lines of paper 
rolls for adding machines and cash registers. 

Listed under the name of “Certified,” the products 
of the Lynn Company are manufactured from a non- 
lint paper of the highest grade obtainable. The vari- 





Neat Display of Lynn Products. 

Pictured here are seme of the 
paper rolls manufactured by the 
Lynn Paper Products Manufac- 
turing Company, Detroit, Mich. 


ous lines include colors for special designations as well 
as carbonized and duplicate, two-ply, rolls. 

In addition to its cash register and adding machine 
rolls, the Lynn Company manufactures special rolls for 
teletype machines and police signal systems which 
are shipped to every part of the country. 

Coincident with its removal to the larger plant the 
Lynn Company is prepared to extend a helpful coop- 


eration to dealers everywhere. 
—~<t— 


UEF IN CHICAGO RECEIVES VISITOR AND 
LOSES STAFF MEMBER 


Early in November J. D. Donovan, educational direc- 
tor of the Underwood Elliott Fisher Company, New 
York, N. Y., was in Chicago for a two days’ visit. He 
spent the time conferring with the UEF executives of 
the Chicago office. 

Anton Kanak of the Chicago office’s mechanical de- 
partment was transferred last month to New York City 
where he now serves as an instructor in the mechani- 
cal school. 

—>—_—_ 
SALESMANSHIP ON STORAGE FILES 

Liberty Slants, the house organ of the Bankers Box 
Company, commented on a job of sales engineering 
done on a Sale of “Liberty” boxes. A stationery sales- 
man discovered that a user was storing a small form in 
a box which was too large. He suggested that a box 
could be supplied for two row storage, doubling the 
capacity of the box. 

~~ 
SMITH COMPANY LEASES WAREHOUSE 

The storeroom at 1011 McGee street, Kansas City, 
Mo., has been leased for five years from James F. 
Pickett, by Herndon H. Smith, of the Smith Ribbon 
and Carbon Company.—ATW 







































VERTICAL GUIDES 


Made of best materials in 
several styles of tabbing— 
plain, flat celluloid, flat 
and angular metal, angu- 
lar celluloid. All 


of indexing are available. 


styles 


MANILA FOLDERS 


‘“Tuftear’ ‘‘Nor- 
vcelele MED co} Co (-ba-Mbaat-(el-Bbal-T0) 
ia s-- Me} B-pa-balel- bac Mha- to) ob bate, 
Bat: 


bate | 


provide a complete 
for every filing need. 


CARD INDEX 
STOCK FORMS 


A great variety of stock 
forms are available — 
sales, credit, inventory, 
quotation, purchasing, 
payroll, follow-up, real 
T3¢- bd batt bba- bale - Mae -) com 
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THEY LOOK YOU RIGHT IN THE EYE 
AND USERS COME BACK FOR MORE 


45 Degree Easy Reading Angle 


Heavy Celluloid Tab —Can Be Read From Standing Position 


Cannot Become “*Dog-Eared”’ 








Removable Labels Permit 
Unlimited Expansion 






Heavy Gray 25-Pt. 
\ Pressboard Stock 


\ 


Tab Cemented and Eyeletted 
to Front and Back of Guide 





Colored Tabs for 


Quick Selection 


Your customers will like G/ W angular tab guides and folders, for they 
help prevent filing fatigue, reduce wear and tear on guides and folders, 
speed up filing and finding, and save money. Tabs are set at the easy- 
reading angle of 45°. The file clerk looks AT the guide—not FOR it. 


No stooping or bending to read indexing, even in the lowest drawer. 


Transparent celluloid gives full visibility to the insert label and pro- 
tects it from becoming soiled or damaged. Inserts are removable, 
making possible unlimited expansion. Tabs are available in yellow, 
blue, red, green, orange, and clear uncolored celluloid. 


Globe-Wernicke guides, folders-and card index record forms are avail- 
able in all standard styles and sizes to meet every business need. Their 
dependable quality and satisfactory service makes regular customers 
for our dealers and helps sell other goods. Investigate the possi- 
bilities for increasing your sales and profits with Globe-Wernicke 


filing supplies. Write for complete information, catalog and prices. 





Globe-Wernicke 


hy ©, 0. @ on Ou OF om OR Ue oe. Gar 101000 Os OY On 


Cincinnati, Ohio 


i oe oe OB Oe Oe Oa OP we we 0 On oe 


Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 
and Wood.Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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Copies? 


With our new electric 
duplicating machines 
we can get ‘em out 


in two hours!‘‘ 


“L 
AST MONTH, Id have 


had to say “No,” but since we put in our new elec- 
tric duplicating machines, we can turn out two 


or three times the work we used to. They're 
cleaner copies, too, and they won't cost you as 
much. Come on down and see our room — it’s 
so quiet you wouldn't know the old place. Elec- 
tricity eliminated all the cranking and banging.” 


* + * 


Perhaps you plan to buy a duplicating machine. 
Of course, you'll want the best —a modern, 


quiet, smooth-running electric machine. 


While General Electric doesn’t make electric 
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duplicating machines, you can be sure when 
you buy one—or any other electrified office 
device—that if the motor bears the G-E mono- 
gram, it is as correct for the service as the 


device is right for your needs. 


Vianufacturers have found that G-E motors 
excel in reliability, quietness, compactness, and 
freedom from maintenance — advantages they 
want for their customers. They know that the 
initials G.E. are assurance that their product 
is as fine electrically as it is mechanically. 
General Electric, Dept. 6A-201, Schenectady, 
New York. 


070-109 


GENERAL @ ELECTRIC 
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ROYAL COMPLETES MOVIE PRODUCTION 

Ending a task started early last Spring, the Royal 
Typewriter Company, Inc., New York, has completed a 
new and interesting motion picture film for the use of 
its sale staff all over the country. 

The new picture, which is described as “a full one- 
hour slide-film” entitled ‘“‘Demonstrating the Royal, the 
Home Office and Factory” includes 300 photographs 
taken for the occasion. There are thirty photos of the 
home office, nearly 100 of the factory and nearly 150 
of actual demonstrating procedure. 

The interesting study shows President Faustmann 





Royal’s Film Epic. 


duced for the staff and sales organization by the Royal Type- 


Here is a scene from the new slide-film pro- 


writer Company, Inc., recently. The cut shows a scene in which 

a salesman is talking to both the stenographer and the executive 

while presenting the Royal typewriter. More than 300 actual 
photographs were taken for the production of the new film. 


behind his desk. Sound apparatus carries his voice to 
the audience. Other Royal officials are also seen and 
heard before the film switches to other scenes of com- 
pany activity. 

Among the scenes shown in the picture are the align- 
ing department at Hartford in full operation; how the 
factory appears when approached from a railroad; 
Royal parts passing through the huge factory to vats to 
be chromium-plated; the large dining room at the 
plant. 

Still other scenes include a personal talk by M. V. 
Miller at a sales meeting, and a star salesman demon- 
strating the keyset tabulator with every operation care- 
fully shown and explained. 

ene 
D. R. PINNEY ON EASTERN TRIP 

For the purpose of visiting his firm’s various dealers 
to assist them in building up sales, D. R. Pinney, direc- 
tor of sales for the Bankers Box Company, of Chicago, 
recently started on a lengthy tour of the Eastern 
States. 

Mr. Pinney had only been back a few days from a 
similar tour through the West when he started out on 
the Eastern journey. When his travels are completed 
he will have paid personal visits to every company 
dealer from coast to coast. 

In speaking of the results of his tours, Mr. Pinney 
Said: 

“The object of the trips is not to take orders for 
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SPOTSEALD 


ADDING 
MACHINE 





SEALED ON A SPOT 
TEARS ON A DOTTED LINE 


ee 
WITH A STOP SIGN AT 
THE END OF THE ROLL 


—_— 


@ There's no waste of 
tape or time in opening 
‘'Spotseald’’ Adding 
Machine Rolls...Grasp 
a corner— tear on the 
line ... that’s all! A 
couple of inches of tape 
—a couple of seconds 
of time... it’s done. 


And there’s no excuse 
for printing totals on a 
bare platen, either! For 
three whole feet from 
the end of each roll there 
runs a red stop signal 
.a red band on each 
edge that says ‘Have 
another roll handy.” 


‘'Spotseald’’ Adding 
Machine Rolls are made 
in three grades and in 
all standard sizes. Write 
for complete informa- 
tion and prices. 


ROCKWELL-BARNES 


1511 West 38th Street 
CHICAGO 


our lines of Liberty boxes and permanent binders, DUt qq 








“OFF” Brands 


May Cost You Profits! 


PECIFICALLY, we mean “off” brand 
typewriter keys of unknown manufac- 
ture. Just contrast unheard-of keys with 
PEERLESS and you'll see why you should 
carry this leading standard brand type- 
writer key, with over 20 years of proved 
quality in back of it. 


Aside from the obvious fact that it is to 
your advantage to carry the finest product 
of any type of merchandise, we are going 
to give you specific reasons why PEER- 
LESS KEYS bring easier sales and greater 
profits. 


Study them carefully: 


1 Better —more favorable customer acceptance than new, 
off-brand unknown products. 


Only PEERLESS KEYS possess the patented ‘‘Se- 
curity” feature which prevents the rubber key top from 
coming out of its metal base or twisting or slipping. 


3 PEERLESS KEYS are unreservedly guaranteed. The 
super-quality, highly resilient rubber of which they are 
made is warranted against hardening for FIVE YEARS. 


PEERLESS manufactures the only complete line sold 
through dealers. There are rubber keys in all colors for 
typewriters, adding, billing, computating and register 
machines; also a full line of knobs, twirler rings, rubber 
cushion feet, typewriter pads and other allied items. 





5 PEERLESS is continually referring consumer inquiries 
to the dealer. 


SEND FOR BRAND NEW DEALER HELP THAT SELLS 
KEYS QUICKER THAN ANYTHING YET DEVISED 


Next to personal demonstration, there's nothing that will sell Keys for 
you the way this new Peerless idea does! Limited space—and a desire to 
keep this idea confidential for dealers who already have Peerless Keys 
in stock or who are really interested, prevents us from going into detail 
here 


Write for full particulars and details of the inviting Peerless 
Sales Plan 





INC. 


PEERLESS KEY CO., 


Vanu/facturers of the only complete line 
of rubber keys sold through dealers 


176 Fulton Street New York City 
Chicago: 19 So. Wells Street 
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to assist dealers in any way possible to greater sales. 
Dealers who a year or two ago threw up their hands 
when certain sales quotas were mentioned, are today 
actually making them and more. This proves not alone 
that business is on the upgrade but that manufacturing 
sales cooperation pays.” 
— oe 
ROBINSON MANAGER OF ANDREWS STORE 


T. L. Robinson, veteran furniture salesman who 
spent thirty-four years selling for the Globe-Wernicke 
Co., was recently appointed manager of the A. H. An- 
drews Company office furniture store, 107 South Wa- 
bash avenue, Chicago. 

Mr. Robinson, who sees an era of prosperity coming 
for furniture manufacturers in the near future, started 
his selling career with the Globe-Wernicke Co., in 
1899. He sold retail furniture until 1925 when the com- 





T. L. Rebinson 


pany temporarily merged with the Rand-Kardex Com- 
pany, now Remington Rand, Inc., and he was then 
sent to the Globe-Wernicke division of that concern. 


In 1933 Mr. Robinson resigned and spent the next 
two years looking after his private interests. He took 
charge of the Andrews Company establishment on No- 
vember 11 of this year. 

“The furniture manufacturing business will soon be 
back where it was in 1929,” Mr. Robinson predicted 
to a representative of Office Appliances. “Every 
manufacturing firm in the country is making better 
and more beautiful furniture. Period suites are being 
made and are much in demand. New office furniture 
is so far ahead of the old style in improved features, 
beauty and service ability that replacements are prac- 
tically assured and will keep time with the return to 
normalcy of general business.” 

a a 
SILVERGLO MOVES TO MT. WASHINGTON 

With increased facilities and space at its command, 
the Silverglo Company, manufacturers of office lamps, 
has moved its entire plant from Baltimore to Mt. 
Washington, Md. 

Coincident with the move officials of the company 
said redesigning of its five most popular items, Nos. 
201, 298, 408, 410 and 600, has been completed and the 
lines are now in stock ready for shipment. In addi- 
tion to the redesigning each of the items has been 
reduced in price. At the same time it was announced 
that a new number has been designed to take the place 
of the No. 640. 

New descriptive literature and prices are available 
to dealers by writing to the company at 1600 Sulgrave 
avenue, Mt. Washington. 
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ate 
the needs of 


In Art Metal’s laboratories, testing de- 
partment, and drafting rooms, engineers are 
constantly at work... plotting the latest 
trends in business methods . . . finding ways 
to steer business smoothly into the new 


paths. 


When new methods of procedure and new 
business machines come into general use, 
Art Metal has anticipated them. Skilled en- 
gineers have designed, trained workmen 
have built, special purpose desks or filing 


equipment to meet the new routine. 


Because Art Metal is adaptable to chang- 


ing needs, Art Metal Dealers profit. Cus- 
tomers learn that they are most likely to 
find the latest developments in office equip- 
ment at the store featuring the Art Metal 


line. 


Not only does Art Metal seek new prod- 
ucts, it is continually devising ways to im- 
prove the regular models. Sturdy steel con- 


struction is assurance of years of service. 


Art Metal franchises are available in cer- 
tain territories. Write for complete infor- 


mation. 


AGENCY DIVISION—ART METAL CONSTRUCTION CO. 
JAMESTOWN. NEW YORK 


s "he? 
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but in One Year’s Time 


VICTOR STENCILS AND INK HAVE GIVEN 


NEW IDEAS ABOUT 


} lade getting to be a byword! Whenever duplicator 
stencils and inks are discussed, Victor quality is 
bound to pop into the conversation—yes, and win ap- 


plause from everyone who has sold them. 


It’s another tribute to the importance of starting right. 
Victor Stencils were engineered correctly from the 
very beginning . . . “tailored” to fit the expectations of 


customers who know stencils at their best. 


Victor Stencils are famously easy to type; letters do 
not punch out; type does not clog. Excellent for stylus 
work, too. Simple to correct—and no one can detect 
the change. There are many other advantages, such as 


QUALITY and Profits 


the resistance of Victor Stencils to deterioration while 
in stock, their excellency on re-runs and, last but not 
least, the absence of unpleasant odors. 

But better get all these facts first hand. You owe it to 
future profits! Just send the coupon, we'll do the rest. 
Victor Safe & Equipment Co., N. Tonawanda, N. Y. 


( Please send me Victor Stencil samples so I can test them ) 
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(New Machines & Devices—Continued from page 43) 


nary electric light, and was created especially for the 
benefit of office workers, is, as its name implies, a hood 
which fits over the various-sized and shaped electric 
light bulbs. In addition to their ability to relieve eye 
strain, certain of the color bulbs are said to drive most 
night-flying insects from lighted areas. The light 
produced through the hood is claimed to be “easier” 
for reading, close work or matching colors. 

The hoods may be applied to either direct or indirect 
lighting fixtures and come in sizes from ten to 50) watt. 


———— 


NEW ASCO GREETING CARD 
RACKS 


As its contribution to modernized 
merchandise display methods, the 
Art Steel Company, Inc., 300 East 
One Hundred Forty-fifth street, 
New York City, has introduced its 
new G. R. series of Asco greeting 
card display racks. The new racks 
are designed to display a maximum 
quantity of greeting cards in such 
a manner as to facilitate selection 
and sale with a minimum expendi- 
ture of time and effort on the part 
of salesmen and women. 

Five of the new racks are illus- 
trated here. Reading from top to 
bottom they are: G. R. 6—Five step 
higher than deep rack with regular 
glass and dividers, 2734” high, 105,” 
deep, 30” wide; G. R. 7—Six step 
higher than deep rack with regular 
glass and dividers, 3234” high, 1234” 
deep, 30” wide; G. R. 5—Six step flat 
rack with narrow glass and dividers, 
12” high, 334” deep, 30” wide, slot- 
ted for sign holder; G. R. 4—Five 
step flat rack with narrow glass and 
dividers, 934” high, 2814” deep, 26” 
wide; G. R. X—Hook-up wall rack 
for narrow installations, with glass 
and dividers adjustable to three 
heights on 1%” centers. It is 30” 
long, 244” deep, 7” high. The racks 
are finished in olive green, maroon 
or chocolate. 

















Here Are Five New Asco Greeting Card 


Racks for Holiday Use 
~>— 
KEE LOX CARBON DEVICE 


Created as a means of converting a typewriter into 
a continuous billing machine, a new Kee Lox Carbon 
device has been placed on the market by the Kee Lox 
Manufacturing Company, Rochester, N. Y. 

The device, which permits the use of continuous 


forms on a typewriter for the typing of multiple copy. 


office records, is inserted between two attaching clamps 
which are permanently screwed to the typewriter. No 
drilling is required, and the attachment does not affect 
typewriter action. 

Among the many features claimed for the carbon 
device are the following: It can be placed in position 
or removed instantly, its manner of using carbon paper 








Now comes Christmas—and just because — 
We doff our hat to Santa Claus, 

For jolly St. Nick, with a knowing wink 
Keeps errors away witha MASTER PINK! 


Mistakes never ruffle old St. Nick, for he has 
a way of always making everything turn out all right. 


Nor need mistakes in writing ever ruffle even your 
most fussy customers. For them, Weldon Roberts 
Erasers No. 2020 and 2021 MASTER PINK (just 
two sizes of the same eraser) have a way of clean- 
ing things up so that everything turns out all right 
in the end. 

MASTER PINK answers a universal demand for a 
better than usual pink eraser for pencil work and 
cleaning—for an eraser of this type that stays clean 
and doesn’t harden—for an eraser that doesn’t 
flake or crumb, but which wears down uniformly, 
all through, erasing easily and smoothly all the 
while. 

If you think that this is a large order for one eraser, 
try MASTER PINK—and watch the large orders 
that Master Pink will bring in for you, once you've 
introduced it. 

Write for data today. We can show you how to make 
your eraser selection and your eraser business more 
profitable. 


WELDON ROBERTS RUBBER CO. 


America’s Eraser Specialists 





Newark N. J. 
No. 2020 No. 2021 
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SPEED-O-PRINT 


The WORLD’S FINEST 
Low Priced Full Size 
ROTARY 
Stencil 


DUPLICATORS 


Consider these features: 














|. Less working parts than any other duplicator 
on the market. 

Size of sheet: From postcard to legal size form. 
Perfect registration. 

Raising or lowering of print. 

Stripper. 

. Inside inking. 

7. Adjustable to thickness of stock. 

8. Speed of automatic feed, 5000 per hour. 

9. Speed of regular model, 1000 per hour. 

10. Prints to the very top of postcard or sheet. 
ll. Fully guaranteed. 


View Why 


> 
- 














AUTOMATIC 
SPEED-O-PRINT 


a 
*3 ar. Chicago 














§9.9>0 HAND FEED 
f.o.b. Chicago SPEED-O-PRINT 


Dealers: Write for prices and samples of 








work. Speed-O-Print is one of the fastest 
selling lines of duplicators on the market 
today. 


SPEED-O-PRINT CORPORATION 


180 W. Washington St., Chicago, Ill. 


SEE 
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results in low carbon consumption, it weighs only one 
pound but is built to stand the maximum amount of 
work. 

It may be attached to standard typewriters, electric 
typewriters, Burroughs billing calculating machines 





Kee Lox Carbon Device 


and others. Distribution of the device is being handled 
out of the Kee Lox Manufacturing Company’s New 
York office, 2 Park avenue. 


———_—__—_- 

PEDAL RETURN FOR TYPEWRITER CARRIAGE 
The Typewriter Speed Retractor Company, Eaton 
Hotel, Wichita, Kans., is manufacturing the Type- 
writer Speed Retractor, which makes it easy for the 
stenographer or typist to return the carriage to the 
starting position. This device also feeds the paper in 
the platen, spacing either single, double or triple, as 





Typewriter Retractor 


desired. The retractor saves the time required to re- 
turn the carriage, permitting the machine operator to 
continue her work without leaving the keyboard. 

The Retractor is a wheel reducing unit, completely 
enclosed, which can be attached to any standard type- 
writer. The control is through a foot pedal, leaving 
both hands free for productive work on the keyboard. 
Either the right or the left foot can be used to actuate 
the retractor. 
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(RC ™ 
"ADDING MACHINE 


7 - No. 5099 


Another headliner in the RC Allen line . . . A de-luxe all purpose 9 
column electric with direct subtraction, new high speed keyboard, large 
visible dials . . . new automatic signals. 


Aggressive dealers have been "going places" with R C Allen portables at 
$55, $75, and $95 . . . now the new large capacity models offer a com- 
plete range. DEALERS and OFFICE MANAGERS are invited to write 


for detailed information. 





ALLEN CALCULATORS, INC., 40 RECTOR ST., NEW YORK 
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A BATTERY of steel drawer front Pronto Storage Files such 
as illustrated here is a credit to every office. They are 
beautifully finished to harmonize perfectly with other office 
furnishings. 

Pronto Files are made of 275 Ib. test corrugated board to 
stand the abuse of constant use. Both the shells and the 
drawers are steel reinforced. 


Pronto Files keep records clean and orderly at all times. You 
Can sell hundreds of them because of their low cost. 


Pronto Files are constructed so you can interlock them into 
solid units and stack them as high as the ceiling. 


Prontos are made for— 


CORRESPONDENCE INVOICES DRAFTS 
CANCELLED CHECKS VOUCHERS CARDS 
CHARGE SLIPS ORDERS CLAIMS 


26 sizes—a size for every record 


PRONTO FILE CORP., 636 BROADWAY, NEW YORK,N. Y. 


PRONTO “tore: 
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PACIFIC NORTHWEST NOTES 


The Seattle Office Supply Company of Seattle, Wash., 
has been formed and duly incorporated in that city 
this November for the manufacture of school as well 
as office supplies. Incorporators of this business are 
James W. Tague, Chris C. Wilkins, Alvin K. Holmes 
and Harrison Sanford. 

- = * 

Business upturn in office and school supplies is strik- 
ingly reflected at the University Bookstore, large retail 
outlet near the campus of the University of Washing- 
ton at Seattle. J. E. McRae, manager, has tallied an 
eleven per cent increase in gross sales at the store for 
the fiscal year ending the last of August. Although 
there has been a noticeable increase in business at the 
store since 1932, it is still somewhat behind the all- 
time high of boom years, towards which it is gravitat- 
ing, however. Business volume at the large outlet on 
University Way, which merchandises typewriters and 
all manner of diversified stationery supplies, is expected 
to exceed last year’s high by a considerable margin 
this year, since with more than nine thousand colle- 
gians and co-eds, there is unprecedented enrollment 
at Seattle’s big “U’’ where higher education is being 
popularized. 


Planning large expansion, new headquarters of the 
direct branch of Remington Rand, Inc., at Portland, 
Ore., are being taken. This Pacific Northwest branch 
has taken a ten-year lease on the entire second floor 
of the Flatiron building of Portland, as well as the 
extensive basement, for the enlarged merchandising 
movement in this section. Second floor of the Pine 
and Ankeny street location will be given over to a 
fine display of office equipment, bookkeeping and add- 
ing machines, typewriters, filing equipment and a 
wealth of other office supplies. The prominent space 
leased comprises eleven thousand square feet, soon to 
be filled by the fascinating display of modern ma- 
chines for stepping up the efficiency of Portland 
offices. 

Moving from the present location of the branch of 
Remington Rand, Inc., at the southwest corner of 
Broadway and Burnside will soon be under way in- 
asmuch as the corporation expects to occupy its fine 
new business site the first of February. Executive 
branch offices will be contained in the space as well as 
sales rooms for the showing and demonstrating of the 
company’s devices. 

The Portland office, as a direct branch, reports to 
the company’s headquarters in Buffalo, N. Y. Repre- 
sented in its Pacific Northwest territory is the southern 
part of Washington, as well as the entire state of 
Oregon. T. J. Norton is the able manager of the Port- 
land branch, which has a large staff of forty-five 
permanent employees in its various departments and 
in addition employs temporary help. The company was 
one of the first during the depression to courageously 
foster a program of expansion, and as a result is en- 
joying the fruits of constant growth. 

With a large financial outlay, extensive remodeling 
of the Flatiron building will be undertaken. Besides 
creating an interior that will form an appropriate dis- 
play and merchandising background, there will be an 
exterior created that will keep pace with modern busi- 


ness requirements. 
7 > *. 


Heading a delegation into the Pacific Northwest, 
Everett J. Murphy, branch manager of the Dictaphone 
Sales Corporation in Los Angeles, and president of the 
Pacific Coast Advertising Clubs Association, gave a 
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finliday 
Greetings 


HE Good Will of our loyal 

customers and friends is 
one of our most valued assets. 
The spirit of the holiday season 
brings to us renewed apprecia- 
tion of the world-wide confi- 
dence placed in our organiza- 
tion. The New Year offers 
greater opportunity for service 
than ever before, and we there- 
fore again renew our pledge 
of Quality, Service and Trade 
Protection. It is our most cor- 
dial wish that every one in the 
Stationery and Office Appli- 
ance Industry, enjoy an old 
fashioned Merry Christmas 
and a Happy and Prosperous 
New Year. 


Mittag & Volger, Inc. 


Principal Office and Factory 







New Jersey 
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BALANCED ACTION 
CHAIR IRONS 











682 


PATENTED 





All pressed steel construction— 
no castings—side bar adjustment 
—ball bearing—designed spe- 
cially for high grade chairs. 





Successful manufacturers of chair irons for 
years, serving many leading chair manufac- 
turers who have used our irons exclusively 
during this period. Catalog on request. 


COLLIER-KEYWORTH CO., 
GARDNER, MASS., U. S. A. 
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series of notable advertising talks throughout Pacific 
Northwest cities. 

Welcomed at Seatfle, Tacoma, and other key cities 
of the Northwest region, Mr. Murphy was feted by 
business and civic leaders and principal advertising 
men of the region, on his mission into this territory 
in November. 

At Seattle he sounded the keynote of the forthcom- 
ing convention of advertising interests to be held in 
Seattle next July. And a few days later at Tacoma, he 
was the principal speaker at two special meetings. He 
addressed the Tacoma Advertising Club, and also the 
Girls Advertising Club of that city, since the smart 
young ladies have gone in for advertising in a big way 
in the Puget Sound community. 


* + * 


The Kilham Stationery & Printing Company of Port- 
land, Ore., has been awarded this November an order 
of $1,040 by the County Commissioners in the Oregon 
city, for furnishing a large number of supplies in the 
assessment and tax offices. 

> * * 


The Capital Stationers, Incorporated, is a new corpo- 
ration formed in the state capital city of Olympia, 
Wash. Capitalized at $20,000, the Capital Stationers 
has been incorporated by T. J. and Lucille Lofgren 
and R. F. Cogswell, for the purpose of conducting a 
general stationery business. 


> * . 


“Art” Fransen, head of the A. E. Fransen Stationery 
Company of Seattle, in quest of his health, is on an 
extensive trip through the Southwest, visiting Cali- 
fornia, Mexico, Texas, and Louisiana, before return- 
ing to his organization in time to direct Christmas 
merchandising about the middle of December. 


. * * 


The Bookstore, located at 322 Pacific Avenue, Brem- 
erton, Wash., “Navy Yard City of Puget Sound” and 
white spot of sales in this region, with new shipbuild- 
ing activities for the Navy, has been appointed as the 
resident agent for Kitsap County by Remington Rand, 
Inc., for its standard, noiseless and portable typewrit- 
ers. A large stock has been put in and preparations 
made to service them in the shop, where all makes of 
typewriters and adding machines are now being fea- 
tured.—CML 

— 
MATCHES AID UNDERWOOD DISPLAY 


The San Francisco branch of the Underwood Elliott 
Fisher Company recently combined typewriters and 
matches in a clever and arresting window display. 

A green placard was suspended in midair and bore 
the legend “A Matchless Product” in large letters. With 
this were several modernistic green and silver pam- 
phlets titled “12 Points of Progress: New Underwood 
Special Typewriter.” 

A flooring of bright green corrugated cardboard had 
contrasting cutouts of pale green and leatherized dark 
green. In the foreground four rows of green roping 
started at the left, several inches apart and converged 
at the right. Directly beneath each row were match 
books, an inch apart, curving into a circular effect at 
the converging point. 

Three typewriters stood on pedestals, each fronted 
with a semi-circle of match books and matches. An 
open instruction book was on the platen of each ma- 
chine. The hundreds of match books were all different 
and gave color to the exhibit which was an excellent 
demonstration of the unlimited possibilities of codper- 
ative display of unrelated merchandise.—AL 
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Now—at Transfer Time—replace worn out 


FILE GUIDES 








In thousands of offices throughout the country 
filing systems have been limping along with dog- 
eared guides or inadequate indexing in some form. 


You have seen them—files with only four or five 
index guides per drawer—files that required 10 
minutes searching instead of 10 seconds finding 
“can't-find-it”’ files. 


Susiness has improved in many lines to such an 
extent that buyers are receptive to time-saving 
supplies and equipment, and this is your opportunity 
to get your sales force into a real campaign to sell 
file guides. 


Oxford card index and vertical file guides are 
recognized throughout the country for their sturdi- 
ness, high quality and fine workmanship. They are 
available in several grades in many styles, including 
alphabets up to 10,000 sub-divisions. 


Oxford steel tab guides with bright colored cellu- 
loid windows offer equipment that will be a credit 
to any filing system. Oxford celluloided pressboard 
guides (celluloided in color) are also remarkably 
serviceable and attractive. Lower priced grades are 
available for all purposes. 


We suggest you send today for a new sample kit 
of Oxford guides which not only shows samples but 
also gives a few pointers on how to sell file indexing. 


OXFORD FILING SUPPLY CO. 


340-A Morgan Avenue Brooklyn, N. Y. 


Oxtorsd, 


FILING FOLDERS—INDEX CARDS 
FILING GUIDES—RED FIBER 
POCKETS AND _ ENVELOPES 
CORRUGATED BOARD FILES 
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NINE New Features: “). 
Chromium Finish : AF4 
Adjustable Stencil Bar 
Longer Wear—Longer Life gy : 
Decelerating Clutch-action + | ae 
Extremely Silent Operation 


Uniformly Accelerated Cam Motion 
Time-saving Stencil Mounting Pegs 
Automatically Feeds 21/2" to 16" Paper 
Harmonic Coordination of Related Parts 


PLUS these 12 features which have already established leadership: 
1 “Hair-line Registration’’ Control. 2 Flexible Automatic Front Feed. 3 Entirely Self- 
operating Paper Tray Elevator. 4 Ream Feed. 5 Individual Sheet Breaker System. 
6 Nine-inch Printing Range Adjuster. 7 Selective Inking Device. 8 Automatically Re- 
leasing and Self-aligning Impression Roller. 9 Adjustable Receiving Tray 10 Re-set 
Counter. 11 Amazing Niagara Slip-Sheeter. 12 Niagara 4-speed Electric Drive. 


“We consider this model the finest standard stencil 


duplicator made today . . . both in performance 


and appearance . . . regardless of price!” 


NIAGARA DUPLICATOR CO. 


5815 THIRD STREET e SAN FRANCISCO e U.S.A. e CABLE “NIADO” 
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CHAIR MARKET OPENS IN ARGENTINA 

The United States Department of Commerce visions 
a marked increase in the demand for chairs in Argen- 
tina. A new law requires that seats having a back must 
be installed in every place where work is performed in 
industrial and commercial establishments. The per- 
sonnel of these establishments under the law shall have 
the right to occupy their seats at rest intervals as well 
as during their tasks, if the nature of the work per- 
mits it. 

All transportation vehicles, such as railways, tram- 
ways, automotive vehicles, elevators, etc., must likewise 
be provided with seats having a back for the exclusive 
use of the personnel employed in such vehicles. 

At the present time the majority of Argentine in- 
dustrial and commercial establishments do not pro- 
vide seats having a back, or any sort of a seat for the 
majority of their employees. 

The penalty for non-compliance with the law is a 
fine of from twenty to thirty pesetas for each seat 
which is lacking under the conditions established by 
the law. 

——— ee 


RELIANCE OPENS NEW PLANT 
The acquisition and opening of a new plant at Mount 
Vernon, N. Y., was recently announced by Maurice I. 
Levine, president of the Reliance Pencil Company. 
The new structure is a four-story and modern fire- 
proof building with an efficient layout for the manu- 








Reliance Pencil Company’s New Plant at Mt. Vernon, N. Y. 


facture of pencils, penholders and other similar items. 
Each step in manufacture has been carefully planned 
so that it follows directly after the preceding operation 
on the production line from the time the wood and 
lead are first treated and handled, on through to the 
point where the finished pencils are grouped for box- 
ing, banding, packing and shipping. 
——_~<>—————_— 


U. S. SPECIFICATIONS FOR TIME STAMPS READY 

Government specifications for time stamps which 
may be required in federal offices are now available 
according to a letter to Office Appliances from the 
procurement division of the United States treasury de- 
partment, Washington, D. C. 

At the same tiine the letter, which was dated No- 
vember 18, declared that any comments or criticisms 
must be received at the treasury office not later than 
four weeks from the date of the letter to receive at- 
tention of the technical committee considering the 
specifications. 
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Floating 
Roller 
Bearings 


HAVE WITHOUT QUESTION MADE OUR 


NEW Keystone 
NON-SUSPENSION FILE 


the outstanding file of its type procurable. 


The amazing ease of drawer action of 
this new non-suspension unit literally de- 
fies description. 


Satisfied dealers and users throughout 
the entire country have written to tell us 
how pleased they are with its many excep- 
tional features. 





ToeQut "ATE 





SOLID BRONTE Last 
HOLDER AND HARDWARE 


DRAWER REINFORCEMENT 
AND RUNNER OF 
GAUGE anGiat maTE O— 





ww Y“ 
WOE LOCKING FOLLOWER BLOCK 


* FLOATING ROLLER BEARINGS 
ROLLER ATTACHED TO DRAWER RUNNER ~ 


HEAVY GAUGE U CHANNEL REINFORCEMENT © 


REINFORCED CHANNEL DIVIDER —— 


Tyene> f0Gt Om BOTTOM = ————_-___ 


Order a Sample at once and convince yourself 
that this is the most exceptional value ever offered. 


All heights and finishes 
Full 28 inch depth 
Solid bronze hardware 


All types of inserts are available 


PEERLESS STEEL 
EQUIPMENT CO. 


Hasbrook and Unruh Sts. Philadelphia, Pa. 
OFFICES 

Philadelphia New York Boston 

Los Angeles Baltimore Chicago 














Our new 
catalojue will 
be ready tor 
distribution 


on or before 
December 10th 


Granting our distributors’ and deal- 
ers’ requests, we are giving them a 
new series of chairs, embodying 


BEAUTY OF DESIGN 
NEWEST CREATIONS 
WONDERFULLY FINISHED 
SKILLFUL TAILORING 

BEST WORKMANSHIP 

WITH COMFORT UPPERMOST 


Giving quality when based on 
prices that stand above all others. 
In this, our latest catalogue, you 
will again find something new. 


Jasper Chair 
Company 


JASPER :: INDIANA 


Chicago Representative: W. H. Brown, 


6708 Glenwood Ave., Telephone ROGers Park 3644 
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NORTHWEST TRAVELERS NOTES 
By Fred C. Schaefer, Correspondent 


This column has published many news items about 
travelers whom we see very often but it is a privilege 
to broadcast some news concerning one of the best 
loved members of the Northwest Travelers Club, none 
other than our first president, James T. Lacey. Many 
of the boys have been wondering where our good 
friend, Jim, is, and we are pleased to tell you that he 
is manager of the Winnetka Stationers, Winnetka, IIl. 
Jim’s home address is 1710 Juneway Terrace, Chicago. 

” * * 

The writer and Bob Valleau, a former president of 
the Northwest Travelers Club, had the pleasure of 
spending the evening of November 14 at Madison, Wis., 
with one of the first members of our club, George 
Willig. Many of the boys have asked the whereabouts 
of George during the past few years. George is a recent 
benedict and is living happily at the Knickerbocker 
hotel, Milwaukee. 

” * * 

Under club news we can only give our readers items 
with which the writer comes in personal contact. At 
each regional meeting the members of the club have 
been pleaded with to send news items to this column’s 
conductor at 1317 Summit avenue, St. Paul, Minn. 
Some of the members have given very fine items when 
they met your correspondent but he has yet to receive 
his first news item by mail. In the language of a well- 
known writer, “Assistance! Assistance! Assistance!” 

. « = 

The officers and members of the Northwest Travelers 
Club congratulate their customer and friend, B. J. 
Bristoll, of Koch Bros., Des Moines, Iowa, on his elec- 
tion to the presidency of the National Stationers Asso- 
ciation. The members of the Seventh District feel 
highly honored because of the fact that within the 
past few years two stationers of this district have be- 
come presidents of the N.S.A.—Mr. Bristoll and A. J. 
Walker. 

* + > 

While we congratulated Joe Popple, of Zaiser’s, Des 
Moines, on his election as governor of the Seventh Dis- 
trict last April, we will again extend our best wishes 
to our good friend, Joe, on his appointment being offi- 
cially confirmed at the N. S. A. convention in Kansas 
City in October. 

* * * 

With both the president of the national association 
and the governor of the seventh district residing in 
Des Moines, that city sort of becomes the stationers 
official headquarters. 

+ * o 

The attendance from the Seventh District at the 
National Stationers’ convention in Kansas City, in 
October, was inclusive, all the states in the district 
being represented—Minnesota, North and South Da- 
kota, Nebraska and Iowa. 

. na 7 

The writer was very much pleased to have been a 
member of the “Gridiron” performers at the banquet 
at the national convention in Kansas City, held at the 
Muehlebach hotel, on Wednesday evening. It was the 
first time that a performance of this kind has been 
given at a national meeting and as one of the “actors,” 
I will always look back to a very happy experience. 

+ ¥* > 

If all of the members of the Northwest Travelers 
Club could have been in Kansas City during the na- 
tional convention and have witnessed the masquerade 
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The enthusiasm and confidence which you have placed in the 


Amesco line is deeply appreciated by us. 


The Holiday Season would be incomplete without our wishing 
you the Happiest Christmas and Most Prosperous New Year 
you have ever had, and assuring you of our continued conscien- 
tious effort to work with skill and imagination to meet honestly 


the needs of the typewriter dealers throughout the world. 


A. R. AMES E. J. SHEEHAN C. H. AMES 


President Vice-President Vice-President 


ars 
AMES SUPPLY COMPANY 


Typewriter Platens and Office Machine Rolls of Every Description 


Manufacturers and Distributors of 


Typewriter Parts - Tools - Ribbons - Carbon Paper - Supplies 


37 Murray Street 564 West Randolph Street 583 Market Street 
New York Chicago San Francisco 








94 OFFICE APPLIANCES 


4 


MN, win 


Steel Transfer Case 








for less than 
the price of two Singles. A Browne-Morse 


; contribution to lower costs per filing inch 
Stacked as Solidly The Twin steel transfer case, available for less than the 
, price of two singles, represents another forward step in the 

As a Brick Wall lowering of filing costs. The development of the Twin by 
: we ; Browne-Morse engineers is in keeping with their tradition of 


» “The Best for the Money, Always.” 
_— at cot = Twin cases stack as solidly as a brick wall. Purchase of 


\ : = . se . 8 s 8 @ ° . ° 
de Dads | -. -s | es the Twin does not obsolete single units, as Twins stack per- 
— { — [ rs eo | &-> ' The draw- 











fectly with Browne-Morse “single” transfer cases. 

ing at the left graphically illustrates the many ways Twin and 
Single units can be stacked together above, below or at the side 
— or interlocked just like laying a brick wall. 


DIMENSIONS 




































































Stock | mace OUTSIDE DIMENSIONS| INSIDE DIMENSIONS 

__Ne. | weesaneinataenn High Wide | Deep | High | Wide | Deep 

‘aie 2412 | 2 Letter Size Drs, 12% 25% 26% 10% 12 |25% 

2415 | 2 Cap Size Drs. 124% |32% |26% 110% |15% |25% 
, es Ask for Complete Catalogs of Complete Lines 
afzeq of Filing Supplies, Filing Equipment and Steel 
Pa . Desks, and many other Office Necessities 








-Morse Company 
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ball which was put on by the Travelers, they would 
have been proud to count themselves as Travelers. 
Over one hundred dealers and travelers, colorfully 
costumed, were in attendance, and it proved to be 
one of the most brilliant and successful affairs ever 
staged at a national convention. The stationery trav- 
elers of the United States can well be proud of the 
splendid work which was done by President Bill Bra- 
den and Secretary R. C. Moore of the Mid-West Trav- 
elers Club. 
© x - 

Three of the officers of the Northwest Travelers Club 
were in attendance at the national convention in Kan- 
sas City— Gene Mitchell, first vice-president; Roy 
Clarke, secretary-treasurer, and William E. Smith, 
auaitor. 

. * * 

The annual banquet of the Twin City Stationers As- 
sociation will be held at the Lowry hotel, St. Paul, Sat- 
urday, January 25. 

x + * 

A great deal of interest in store arrangement was 
noticed among the visiting stationers at the Kansas 
City convention, the local stores being visited by many 
out-of-town dealers. The writer talked to several sta- 
tioners from the Seventh District who are about to 
modernize their stores, and it is gratifying indeed, to 
notice the intense interest in better retail selling dis- 
played by the stationers all over the country. This 
means better and more business for all of us. 

* *~ * 

Our lusty young neighbor, the Wis-Ill Club, made a 
remarkable showing in attendance at Kansas City. 
They started right in boosting for Chicago for 1936, 
and that city was selected for the next national con- 
vention. 

—_—»j>__—_. 
WHEN YOU MOVE, TELL THEM ABOUT 
IT PLAINLY 

When you move, tell them plainly, and the move may 
be a business advantage. 

This is the motto of Fred H. Schlador, proprietor of 
The Typewriter Equipment Company, San Diego, Calif., 
who moved a few months ago from the location with 
which his customers were familiar to a new location 
and practically doubled his sales after moving. 

The long and the short of it is that he used the move 
for a lot of good direct-by-mail publicity. He took a 
picture of his new place, post-card size, and mailed it 
out to his rental customers and handed it out to every- 
one whom he thought might be interested and inter- 
esting. 

On his blotters, widely distributed, he ran a line draw- 
ing of this place of business with the two intersecting 
streets plainly marked—Eighth avenue and Broadway. 
The typewriter rental customers, running up into the 
hundreds, gave a good mailing list to start on. 

The new location is of course central in the city, 
easily reached, and easily designated on a blotter or 
mailing piece. The firm is well established and carries 
a complete line of typewriters. 

When you move, tell them plainly, and you may gain 


by it! They will follow if they know clearly where to 
go!—JET 
———————— 
MERSHON COMPLETES TWENTY YEARS 
OF SERVICE 


Last November 15, S. L. Mershon completed twenty 
years as district manager in Philadelphia for the Elliott 
Addressing Machine Company, Cambridge, Mass. Back 
in 1915 the Elliott Philadelphia office was a small room 
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“MAIL 


VAIL 


PRODUCTS 


Are Made in 


Our Own Plants 


Production control from raw ma- 
terial to finished product insures un- 
deviating high quality. From steel 
rod to finished formations the en- 
tire Vail line of metal paper fas- 
teners is produced in Vail’s modernly 
equipped Chicago plants. With 
ample stocks kept constantly on 
hand, dealers may rely on Vail serv- 
ice as well as Vail quality and reason- 
able prices. 


PAPER CLIPS 
PINS 
BRASS FASTENERS 
STAPLES 
THUMB TACKS 


Write for illustrated price list 
covering our complete line 


VAIL 


Manufacturing Company 
1752-58 E. 75th St. 


Chicago, Ill. 


IT TO VAIL’ 
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THIS 1S THE MACHINE 


that is 
PAYING DEALERS 


( regular profit! 


A survey of hundreds of dealers, large 
and small, who have been selling the 
Remington Portable Adding Machine 
for a number of months in all sorts of 
territories, rural and urban, reveals that 
they are making a substantial, steady in- 
come from it. Many are building their 
businesses around this one item. 

There is no great secret in this. Simply, 
here is a wonderful, little machine for 
which there is a definite market, and 
which possesses features that make it 
easy to sell. 

Send the coupon for greater details 
about the Remington Portable and the 
liberal dealership offer! 








Remington Rand Inc. Date 
Buffalo, New York 


Please send me a copy of the Remington Portable Adding Machine 


dealership contract and literature descriptive of the machine. | un- 


derstand that this places me under no obligation. 
Name 

Address 

City 


OA? 
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on the third floor of a building and the office force con- 
sisted of “Mary,” the stenographer, and Mr. Mershon 
as Manager, salesman, mechanic and errand boy. 

Today the business has grown so large that it occu- 
pies a corner street-floor store for display and offices 
with complete stock and service departments, with 
salesmen’s conference rooms and a stencil service on 
the second floor. 

With less than 100 users of the Elliott machine in the 
Philadelphia territory in 1915, the number today has 
grown to 4,000 customers. 





New Junior Index Dis- 
play. This clever 


counter and window 
display for the Junior 
and Cocktail indexes 
is now being distrib- 
uted to the trade by 
the Bates Manufactur- 
ing Company, Orange, 
N. J. 
-_— 
AIR MAIL SERVICE SAVES SITUATION 

The use of United States airmail service where speedy 
delivery is of the utmost importance was recently 
demonstrated by the Dahlke Stationery & Manufac- 
turing Company, Buffalo, N. Y., and the Bates Manu- 
facturing Company, Orange, N. J. 

The incident came about when the Bates Company 
ordered a large number of pads for which a line of 
staplers was being held up in production. The order 
was received by the Dahlke firm on the morning of a 
certain day and delivery that afternoon asked for. 

The pads were manufactured that morning and at 
exactly 10:55 a.m., were delivered to the Buffalo post 
office. They were received at the Bates plant in Orange 
at 4 o’clock that afternoon. Records of Superintendent 
of Mails August Bindeman show the following legs of 
the journey during the five hours prior to delivery: 

Package received at 10:55 a.m. Arrived at the Buffalo 
Terminal RPO at 11:14 to connect with a pouch which 
is made up there at 11:55 for the airmail field at New- 
ark, N. J., via plane leaving the Buffalo airport at 12:06 
p. m., arriving in Newark at 1:40. The package was then 
dispatched from the Newark airport on a D. L. & W. 
train leaving Newark at 2:13, arriving at Orange at 2:24 
in time to obtain delivery on the afternoon of the date 
of mailing. 

ai 
FLIER ON OFFICE FURNITURE 

From the Horne Desk & Fixture Company, 47-49 
Pryor street, Atlanta, Ga., comes a broadside devoted 
to an offer of 2,000 pieces of walnut and mahogany 
furniture. Included in the broadside are office chairs, 
steel filing cabinets, desks, costumers, telephone cabi- 
nets, telephone tables, typewriter tables, tablet arm 
chairs, library tables and wooden waste baskets. This 
is stock consigned to the Horne Company for imme- 
diate liquidation. We infer that this offer applies to 
dealers as well as consumers. 
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NEW! 


LOCK BOOSTER 
RING BOOKS 


NATIONAL 


A Single Booster Lever Opens, Closes and Locks Rings 

















sn, THE OLD WAY 


a 

Tey 1 To open book both hands are needed 
Li to operate boosters; sheets pop off 
| 4 rings, get disarranged and torn. 


— | 2 To shut rings, the rings must be pinched 
\aiy, together with both hands. Sheets get 
torn and fingers pinched. 





Any ordinary ring book, crowded with sheets or not, if dropped on edge will usually spring the 
rings, spilling and tearing sheets. 


NEW LOCK BOOSTER WAY 
NO SPILLING OF SHEETS 


\ 6. 
AFR 
y — 


A slight, down- 


ward pressure of 


one hand on 
booster lever 
opens rings: the 
other hand is free 
to hold sheets in 
perfectalignment. 


To close, one 
hand is still free 
to hold sheets in 
place: with 
thumb resting on 
top of filler, lever 
is easily pulled 
up to close rings 
without a jar. 





By transferring 
thumb to top ring 
and pulling lever 
to Full Upright 
Position rings are 
securely locked. 





a) 
— 
IMPORTANT 


This closing operation is an exclusive feature, and is very important, because when the locking process is completed 
by pulling the lever to full upright position as illustration No. 3, all rings are firmly locked—and will stay closed_under 
all kinds of hard usage, even when book is dropped or jarred. 
AVAILABLE IN 
4720 Series—Brown Leather—1 inch Capacity—Page 73 Catalog “A” 
4620 Series—Black Leather—1 inch Capacity—Page 75 Catalog ‘‘A”’ 


nome NATIONAL BLANK BOOK COMPANY gee 
“* 4 


NEW YORK HOLYOKE, MASS. CHICAGO 
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S/LENCE.. 


i. 


.. DEFINITELY 
SUPERIOR! 
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STEELCASE 
TIRIUMPHS 


Wherever shown, wherever sold, wherever used, 
the new Steelcase Desk meets with enthusiastic 
approval. It is the desk of the year; the out- 
standing triumph of a line that has always com- 
manded the interest and the respect of the most 


discriminating dealers in the industry. 


THE DESK WITH THE FEATURES 
OF TOMORROW! 


e Wear-proof linoleum top) ¢ smart stainless 
steel trim ¢ strength with light weight e draw- 
ers that never stick, bind or warp. ... You'll 


find them all in this desk of tomorrow. 


Send for our latest catalog. It reveals the 


details and points the way to profits. 





‘STEELCASE 


| Business yt qguipm enr 





OFFICE FURNITURE COMPANY, GRAND RAPIDS, MICHIGAN 
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YOCHUM JOINS HARRY L. MORGAN COMPANY 

Branson R. Yochum has associated himself with The 
Harry L. Morgan Company, 65-69 East Gay Street, 
Columbus, Ohio. He has been active in the commercial 
stationery field there several years. The Harry L. Mor- 
gan Company is exclusive representative in central 





B. R. Yochum 


Ohio for the Yawman and Erbe Manufacturing Com- 
pany, and also represents the Gunn Furniture Com- 
pany, Jasper Chair Company and The Meilink Steel 


Safe Company. 
—<—____ 


NEW ENGLAND TRAVELERS NOTES 
Don’t forget the big Christmas party for everyone in 
the stationery industry. It is set for December 16 in 
the Parker House, Boston. The new roof ball room holds 
400 and exactly that number of tickets will be sold at 


$1 each. Beginning at 6 o’clock, the big event will in- | 


clude a hot or cold supper, a six-piece orchestra, a 
Christmas tree, Santa Claus and prizes for lucky visi- 
tors and lucky dancers. 

. + - 

The committee for the party is composed of Jim Arm- 
ington, Laura Cameron, Thorp & Martin; Paul Cheney, 
Alice M. Eaton, Samuel Ward’s; Jim Hayes, Blake & 
Rebhan; Jim Hobart, Winnie Kellard, Thomas Groom 
Company; Laura MacKay, W. M. L. McAdams; Francis 
MacMillan, Hobbs & Warren; Norman Miller, Industrial 
Stationery Company; Helen Monahan, Adams, Cushing 
& Foster; Joe Murphy, Samuei Ward’s; Harold Narcus, 
Samuel Narcus; Chauncey Seeley, J. L. Fairbanks Com- 
pany, and Ben Willander, Thomas Groom Company. 

- > € 

The New England Travelers gathered at Stoney Brae 
Golf Club, October 23, for a very entertaining and suc- 
cessful party with Guy Hart, Joseph Dixon Crucible 
Company, as host. The green team of golfers was over- 
whelmed by a red team. Red team: John Brooks, cap- 
tain, 94; Charlie Ashland, 91; Jim Armington, 88; Dick 
Bohaker, 98; Mal Dresser, 121; Ed. Knapp, 134; Lee 
Paddock, 106; Harold Scranton, 84; Bill Taylor, 109; 
Jim Towhill, 88; Benny Willander, 94; Cort Worth, 87. 
Green team: Guy Hart, captain, 99; Paul Cheney, 114; 
H. Fisher, 97; Frank Fisher, 105; Jim Hobart, 117; Jack 
Kennedy, 119; Walter Nichols, 118; Ken Page, 131; Art 
Shearman, 113; Wally Taylor, 94; Doc Travers, 80; 
J. B. White, 96. 

> 7 > 

Following their regular meeting, members of the New 
England Travelers joined with the Connecticut Valley 
Stationers Association for a joint dinner at the Quinni- 
piack Club in New Haven, November 14. 

s 7 > 

With President Walter Wilson wielding the gavel, 

members of the Rhode Island Stationers Association 


| 





| 
| 





SELL 


CEN-TR-KOTED 


CARBON 
PAPER 


It means satisfied 
repeat business and 


create PROFITS! 





An exclusive agency on 


GRAND PRIZE 


QUALITY CARBONS and RIBBONS 
is a sure step toward increased 


profits. Write for our Dealers 
Proposition Booklet. 


GRAND PRIZE 
CARBONS and RIBBONS 


PACIFIC CARBON & RIBBON MFG. CO. 


J. Francis O'Connor, Pres. 








Head Office and Factory 1451 Harrison Street, San Francisco, Calif. 
Chicago: 608 So. Dearborn St. 


Portland, Ore. Denver 


Los Angeles 
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“THANKS A 
MILLION!” 


for the splendid reception given 
our new line of modern chromium 











No. 1801 (with clock) $9.75 No. 1802 (round base) $6.00 


DIP-A-DAY DESK SETS 


Early holiday selling proves those 


stationers who put in the Displayer 
They are 


selling Sengbusch sets like hot cakes! 


early were on their toes. 


If you have already sold out your 
original order or if, for some reason, 
you have not stocked them as yet, we 
urge you to wire promptly for im- 


mediate shipment. 









these last 





We've been extremely busy 


few months but we're never too busy to 


% 
; wish you a very 

Merry Christmas 
f anda Happy New Year! 


SENGBUSCH 


SELF-CLOSING INKSTAND CO. 


1215 SENGBUSCH BLDG. MILWAUKEE, WISCONSIN 











OFFICE APPLIANCES 


held their regular meeting, November 6, in the Narra- 
gansett hotel, Providence, R. I. 
. . . 

And, by the way, don’t forget that the Travelers will 
hold their own Christmas party, December 20, with a 
Santa Claus, music and presents. 

. . . 

Chester Cummings, one of our most popular mem- 
bers, returned to his home recently from the Melrose 
hospital where he was operated upon for a ruptured 
appendix. 

* * . 

The many friends of George S. McKenzie, well-known 
stationer of Quincy, were shocked to hear of his death 
last October 27 just as he was preparing to return home 
from the Quincy hospital where he had undergone a 
major operation. Death was brought about by embol- 
ism. The funeral was held Wednesday, October 29, from 
the family residence at 39 Neponset road, Merrymount, 
Mass. 


* . ~ 
The above news items were gleaned from the N. E. T. 
Club News, official organ of the New England Travelers 
Club. 





- se. \ 
j . \ 
a ue } \: 


Americans are proud of the in- 
dustrial achievements that have 
made their brawn, courage and 
ingenuity world famous. The 
chief disease which threatens 
that supremacy is tuberculosis. 
It is the greatest cause of death 
between the ages of 15 and 45. 
Help protect American man 
power from this enemy by pur- 
chasing the Christmas Seals that 
fight it all year round. The seals 
you buy today may save your life 
tomorrow. 
BUY 
CHRISTMAS 
SEALS 


The National, State and 
Local Tuberculosis Associa- 
tions of the United States 





- ~> - 


BRADEN SUFFERS SEVERE RELAPSE 

W. R. Braden, who despite a serious operation, was 
very active at the National Stationers Convention at 
Kansas City, last October, suffered a serious relapse 
and was ordered by physicians to return to bed for at 
least another month. 

Mr. Braden, who represents the Stationers Loose Leaf 
Company, Milwaukee, and is president of the Mid-West 
Travelers Club, is believed to have over-taxed his 
strength while doing his part to make the Kansas City 
gathering a success. 

Office Appliances joins with the many friends of 
“Bill” Braden in wishing him a speedy and permanent 
return to good health. 
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Carry a Complete Lime ....a 





Profitable Line... Buy Shaw-Walker 





> sn! 


‘‘Free-Coasting”’ Files 


Oo 

= Proven to have more customer acceptance 
— than any other file on the market. Six lines 
= every price and every purpose. 


= 


Fire-Protective Devices 


Fire-Files are not made by any other manu- ge — 
facturer for dealer distribution. Fire-pro- - , 
—, 


tected cross-files, posting trays and ledger 
desks also in the line. 


The Sensational Skyscraper Desk 


More selling points than any 
+S other steel desk. A complete line 
of business furniture,—desks, ta- 
+ * bles, aluminum chairs. 








A complete line for use in all finan- | eebhes 
cial or commercial organizations. | 
Ledger equipment, special desks, all 
kinds of form cards for usual or | 
unusual applications. , 
=_ 








Applied Indexing . . Indexing Supplies 


— Simple, effective systems, easy to 
ifr understand and sell,—and a very 
3 complete line of all standard cards, 

: folders and guides, 


The Complete STATE Line 


This includes a complete line of files 


(with and without suspension slides), in- 
Storage Cabinets .. Stationers’ Items 


dexing supplies, card files in wood, steel 
or fibreboard, and many other small items. 


. . . including transfer cases in a very 
4 large assortment of sizes, trays, card cabi- 
4 


i i 
+ 
| ayy nets, bookcases, clip and arch boards, etc. 


_ 
“ 


f 


SHAW WALKER 





LARGEST EXCLUSIVE MAKERS OF OFFICE FURNI- 
TURE AND FILING EQUIPMENT IN THE WORLD 


equipment business, you aren’t interested in making 

changes or additions in your lines. But if you want 
to increase your profits, we can probably help you. We 
are in a position to appoint several new dealers at this 
time, if they are responsible and aggressive. 


1 you're making all the money you want in the office 


Read on this page the advantages that a Shaw-Walker 
Dealer gets. 


“Built Like a 


Skyscraper” 





Your Customers Know 
This Trademark 


“Built Like A Skyscraper’’ is the best known phrase in 
this industry, bar none . . . it identifies the most com- 
plete line of equipment available to any dealer. 


By sending this coupon you may find out some- 
thing that may help your business a great deal. 
Fill it in and send it. We will send you detailed 
descriptions, prices and other interesting in- 


formation. 


To: The Shaw-Walker Company 
Muskegon, Michigan 


Send us the information on the Shaw-Walker franchise. 
We're particularly interested in the following: 


The Complete Line Filing Cabinets 


[} Desks, Tables, Chairs Machine Bookkeeping 


] Fire Protective Devices Equipment 





|] Indexing and Supplies Storage Cabinets and 
The STATE Line Stationers’ Items 
PRE a ndacadsbauedvesvoaselan ens» OAs cee 
Po re rrr rrr ne 
= 
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Bassick 
OFFICE CHAIR CASTERS 
FLOOR PROTECTION EQUIPMENT 





An important and profitable 
line of quality products for 
every office equipment dealer! 





*« Diamond-Arrow Casters 





* Diamond-Velvet Casters 

+* NoMar Rubber Desk Shoes 
* NoMar Atlasite Cups 

* NoMar Furniture Rests 

* Rubber Cushion Slides 









ASK FOR CATALOG No.113 PREPARED 
FOR OFFICE EQUIPMENT DEALERS. 





This practical attractive displuy block is cre- 
ating business for Bassick dealers. There are 
still a few of these available. Write for details 
as to how you con secure this sales help. 


BRIDGEPORT 


THE BASSICK COMPANY connecricur 


CANADIAN FACTORY: STEWART-WARNER-ALEMITE CORP. OF CANADA, LTD., BELLEVILLE, ONT 
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DITTO, INC., PROMOTES ALLEN 


J. L. Allen, for the past two years assistant to the 
president, has recently been appointed secretary and 
treasurer of Ditto, Inc., Chicago. 

Mr. Allen, who was elevated to the new position upon 
the resignation of A. A. Pieper, began his business 
career when he graduated from Northwestern Univer- 
sity and spent four years as auditor for the Hartford 








J. 


L. Allen 


Fire Insurance Company. Later he joined the firm of 
Edwin G. Booz Surveys, management consultants. 

During his term as assistant to the president of 
Ditto, Inc., Mr. Allen won an enviable record as an 
executive who was willing and able to handle difficult 
jobs. 

tte 
DAVIS JOINS FAWN BRANDS SALES STAFF 

Raynes Davis, of Los Angeles, well known through- 
out Pacific Coast states selling circles, has been ap- 
pointed by Fawn Brands, Ltd., New York City, to handle 
its lines of stencils and duplicating machine supplies 
in the West. 

The appointment was made by Mrs. Lora V. Perry, 
president of the company, and was in line with an 
expansion program upon which she and her associates 
have been engaged for several weeks, 

Mr. Davis will maintain headquarters in Los Angeles 
and will cover the following states: California, Oregon, 
Washington, Idaho, Montana, Utah, Wyoming, Colo- 
rado, and parts of Texas and Oklahoma. 

Just prior to announcing the appointment of the 
West Coast representative Mrs. Perry completed a 
lengthy tour of the New England states where she 
found evidence of ever-increasing business. She said: 

“All through New England as well as in the Middle 
West the demand for our products is on the upward 
trend. And with each month’s output steadily increas- 
ing in size we look forward to an excellent year in 1936.” 

——@—__—_ 
HANO TAKES SECOND SPACE ADDITION 


For the second time within three months the Hano 


good looks. 
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SLET’S TALK FACTS 



















Let’s forget superlatives, claims, 


promises, best, finest, etc. 

Let’s talk turkey! 

Your customers want adding ma- 
chines. They want light weight, 
portability, simplicity, accuracy. 


They want convenience, durability, 


And they want economy and low 
cost. 

All right. Why not give them ex- 
actly what they want? Make your 
selling easy. Make your profits and 
turnover quicker and steadier. 


You can—with the 

















full 
size key buttons—Adds and Multiplies—Correction 


Weight, 11 pounds—Aluminum case and base 
Key—Back Space Key—Automatic Ribbon Reverse 
Light, fast Pull—10-Key Keyboard—Automatic Col- 
umn Selector—Seven Column Capacity—in short ali 
the features required in a listing-adding machine at 
an attractive low cost. SEND THE COUPON! 





Paper Corporation, Long Island City, N. Y., has been | 
forced by increases in business to make a further addi- | 
tion to its premises. Three months ago the firm ac- 
quired one and one-half times the space provided in a 
former building and the new addition to the Long | 
Island plant now gives the company double the space 
in use one year ago. 


MAURICE MANN ILL 

We are very sorry to report that Maurice F. Mann, 

who represents the Automatic Pencil Sharpener Com- 

pany, is ill in St. Joseph’s hospital, Kansas City, Mo. 

We hope the illness will not prove to be a very serious 
or prolonged one. 


AMERICAN WRITING MACHINE CO. 
374 Broadway, New York City 


Gentlemen: 


Yes, I'll talk “facts.” You may send me, without obliga- 


tion, all necessary information and dealership contract in 
connection with the Monarch Portable Adding-Listing 
Machine. 


Name 


Street 


City 
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Che 
ORIGINAL 


PAPER FASTENER 


conceived and developed by Acco— 
which has brought about a definite change 
in binding and filing methods. Accepted 
by the U. S. Government and institutions 
throughout the world. A complete variety 
of sizes and capacities fills every binding 
and filing requirement. 


NO. SIZE CAPACITY | INTERCHANGEABLE 
12 23% 1 | PRONGS 
tT 23% 9" | ForusewithNos. 32to 72 
Capacity 
32 234 A a 
42 4X | B 9” 
52 S'2 | Cc 3 
56 6 D 4’ 
62 7 | € 5” 
72 BR ! 2 | F 6” 


ACCO PRODUCTS, INC. 
LONG ISLAND CITY, N. Y. 


CANADA ENGLAND 
Acco Canadian, Ltd. Acco Company, Ltd. 
TORONTO LONDON 





PASSED AWA Y 











C. W. HEPPNER 

Prominent in regional as well as national trade 
circles, C. W. Heppner, of the staff of the J. K. Gill 
Company of Portland, Ore., passed away in the Oregon 
metropolis last month, the victim of a brief illness. 
Born in Sinclairville, N. Y., November 15th, 1882, he died 
shortly before the birthday anniversary upon which 
he would have attained the age of fifty-three years. 











The Late C. W. Heppner 


At an early age he entered the stationery trade, and 
for the past fourteen years in which he has been on 
the staff of the Gill organization, has been one of the 
distinguished Northwest leaders, thoroughly conver- 
sant with every phase of the local stationery business. 
Until shortly before his death, Mr. Heppner had been 
one of the department managers at Gill’s store. 

Twice he was president of the Oregon Association of 
Stationers, has been chairman of memberships, and has 
held the position of second vice-president of the Na- 
tional Association of Stationers, as well as Governor of 
District Eleven of the national body, filling these posi- 
tions with honor and distinction. Besides a host of 
friends within and without the trade in the East as well 
as the West, Mr. Heppner leaves a widow, an adopted 
son, mother and uncle-—CML 

D. F. McLEOD 

Stricken with a heart attack while in attendance at 
a football game near his Ocean Grove, N. J., home, 
Daniel F. McLeod, for more than forty years an em- 





The Late Daniel F. McLeod 


ploye of the S. E. & M. Vernon Company, New York 
City, died before medical aid could be summoned last 
November 5. He was in his eightieth year. 

Mr. McLeod began his career in the stationery field 
with Stuart Bros., Philadelphia, and a few years later 
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Ribbons of Merit 


From the hands of expert ribbon winders, men who have been 

trained for years to maintain the most exacting standards, 
COLUMBIA RIBBONS go forth to win the highest awards for merit in the 
critical competition of Business. 





~~ 


| Columbia spooling machines, exclusive, ingenious Columbia inventions, 
| automatically detect and discard ribbons with even the slightest imper- 


fections. This is just one precaution in a number taken by Columbia that 

| makes Columbia Ribbons, cotton or silk, different and better than the 
countless others which the industry offers. 
) Utilize this “difference” to your advantage. Write us your requirements. 
Whatever they may be, Columbia can furnish you with a “‘winning”’ ribbon. 
COLUMBIA RIBBON & CARBON MFG. CO., INC. 

Main Office and Factory, Glen Cove, L. I., N. Y. 

Export Department: 303-315 East 45th St., New York City 


Columbia also manufactures a full line 
of carbon papers for All Purposes. 





TYPEWRITER RIBBONS & CARBON PAPERS 
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TRANSFILE 


TRADE MARK 


is the only corrugated file with 
ROLLER BEARING DRAWER SUSPENSION 


NY file clerk will tell you what roller 
A bearing drawer suspension in a file 
means—effortless drawer operation 
—instant accessibility—longer wear—not to 
mention the time and labor economy. And 


the heavier the load in the TRANSFILE drawer 


the easier it rolls. 


Steel front beautifully finished in olive green 
with the entire outside of the case to match— 
2-way Interlock, the simplest and easiest 
method—Steel Reinforcement at every point 
of stress and strain—Solid, heavy duty drawer 


construction—Follow Block to keep drawer 


contents upright—these are the TRANSFILE 


features that get the order. 


Transfer season is just around the corner. Be 
prepared to offer TRANSFILE—the finest cor- 


rugated, collapsible file on the market. 





The DELUXE TRANSFILE with roller 
bearing drawer suspension and the steel front entire outside finished in olive 
green to harmonize with other filing equipment. 





THERE 


IS A TRANSFILE FOR 


EVERY PURSE AND PURPOSE 








The REGULAR 
TRANSFILE 


the economical file for 
inactive records. 


Write for a sample now. Test it—try it! 


You'll be convinced. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST. NEW YORK, N. Y. 


> 


N THE LEADER 
CW! TRANSFILE 


Beautiful green finished steel front with the other 
famous TRANSFILE features—2-way Interlock— 
Follow Block—treinforced drawer, the LEADER sets 


new standards for storage economy. 12 sizes. 


THE LEADER 
TRANSFILE 
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joined the Vernon organization. He traveled in many 
sections during his career as a salesman and was 
widely-known through New England and Central West. 
His cheery word of encouragement during the years 
has been of untold value to scores of young men en- 
tering the field. He was also the author of a number 
of poems, many of them beautiful expressions of his 
outlook on life. Mr. McLeod is survived by a widow. 


¥ ’ y 
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A. L. COLE 

Arthur L. Cole, president and treasurer of the A. L. 
Cole Company, Lawrence, Mass., died in his home in 
that city, Sunday, November 10, following an illness of 
only one week. 

Born in Weybridge, Vt., on May 26, 1867, Mr. Cole was 
sixty-eight years old at the time of his death. He had 
been in business in Lawrence for the past thirty-four 
years. 

Mr. Cole started in the stationery field at the age of 
twenty-one when he went to Clinton and found em- 
ployment under George S. Harris and later George E. 
Martin. He remained in Clinton for ten years and then 
moved to Lawrence where, together with Mr. Martin, 
he opened an establishment handling wholesale paper 
distribution. It was known as the Central News Com- 
pany and Mr. Cole served as manager from 1893 to 1901. 

In May, 1901, he bought out the George Coburn sta- 
tionery and art store. A few years later he incorporated 
the business and in 1924 enlarged and modernized the 
business house, making it one of the largest of its kind 
in New England. 

Mr. Cole is survived by a widow, Marion M. Cole; a 
sister, Mrs. William P. Kelley, of Holyoke; a son, Wil- 
liam H. Cole, who is vice president of the business, and 
two grand-children. 


Y Y 
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ROBIN HIBBARD 

Robin Hibbard lost his life in an automobile accident 
on Wednesday, October 30. He was a son of John B. 
Hibbard, Globe-Wernicke representative on the Pacific 
Coast, and himself a salesman connected with the 
Mimeograph department of the Grimes-Stassforth 
Stationery Company. Young Mr. Hibbard was twenty- 
eight years old, a bachelor, and lived in Long Beach, 
which was in the central part of his territory. He en- 
joyed the affectionate esteem of a large circle of 
friends 


RUDOLF BLANKERTZ 

Rudolf Blankertz, senior partner of the firm of 
Henitze & Blankertz, steel pen manufacturers, Berlin, 
Germany, died last month at the age of seventy-four 
years. Mr. Blankertz, who was a member of his firm 
for fifty-three years, was the founder of a museum de- 
voted to specimens of writing of practically all the ages. 
The museum, which was open to the public, contains 
valuable examples of various writings, including Chi- 
nese, Babylonian, Egyptian, early Roman and Greek 
and the monk’s caligraphic_—ERB 
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A. ESPENSCHEID 

Andrew Espenscheid, owner of a stationery and office 
outfitting store in Peoria, Ill., died in his office following 
a heart attack, Thursday, October 31. He was sixty- 
three years of age at the time of his death. 

Mr. Espenscheid, who established his business in 1909 
and built it up to one of the most flourishing concerns 
in the territory, was under the care of a physician fora 
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Pictured above is a partial 
view of the polishing and 
buffing section of Shipman- 
Ward's nickel plating de- 
partment. Here each part 
is made to gleam with 
newness, which when fin- 
ished can scarcely be told 
from brand new. Avail 
yourself of this service 
whenever rusty and tar- 
nished parts need nickel 
plating. 

























JAMES P. WARD 


President 





; the major services rendered by 
the Shipman-Ward plant to the trade at large, parts 
for all makes of typewriters ranks as one of the 
most important. Little difference does it make what 
the part may be, the dealer is sure to get it at 
Shipman-Ward’s, where the stock is complete to the 
very smallest gadget. Delivery service on parts, 
same day of course, is paramount. No telling when 
the mechanic may need a part to complete a rush 
job—Shipman-Ward is ready at all times to accom- 
modate such needs. Try us on your next supply 
for typewriter parts. 






OTHER SHIPMAN- WARD SERVICES 


Supplies, Tools, Enameling, Nickel Plat- 
ing, Welding, Crusader Grade Under- 
woods and Royals, Blue Ribbon Rough 
Underwoods and Royals, 100% Rebuilt 
Underwood Typewriters 














SHIPMAN-WARD MFG. CO. 


4401 RAVENSWOOD AVE., CHICAGO 
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FOLDERS 


MANILA AND KRAFT 
Single and Double Top 
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Square Cut 
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Third Cut 
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Fifth Cut 


We can match any system folder. Send for your free 
sample set and do more folder buziness. 


IMPERIAL METHODS CO. 


FOREST PARK 


GERARD D. WHITE 


100 Worth St. 
New York City 


ILLINOIS 


Western Representative 


C. J. Schubert, Jr. 
307 E. Third St., Los Angeles, Calif. 
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heart ailment for some time prior to the fatal attack. 
He was alone when death overtook him, the body being 
discovered by the widow, Mrs. Eugenia B. Espenscheid, 
and a salesman, W. G. Wingert. 

The son of Karl and Eva Espenscheid, the Peoria sta- 
tioner was born September 10, 1872, at Groveland, III. 
Two years before opening his own business, Mr. Espen- 
scheid married Miss Eugenia Bordinat. Besides his 
widow he is survived by two sisters, Mrs. Lizzie Glads- 
felter of Groveland, and Mrs. Mary Getz, Des Moines; 
four brothers, Charles, William and Samuel Espen- 
scheid, of Groveland, and Philip Espenscheid, New York 
City, and a half-brother, John Espenscheid, of East 
Peoria. 

JOSEPH A. HAYES, SR. 

Joseph A. Hayes, Sr., a retired stationer of Paterson, 
N. J., passed away November 1 after an illness of sev- 
eral weeks. Surviving are his widow, two daughters, 
five sons, one sister, and one brother. 


Y Y Y 
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W. R. BIDDLE 

William R. Biddle, a member of the Webb-Biddle 
Company, Cincinnati, passed away following an illness 
of several weeks. He was born at Cincinnati, Ohio, 
and joined the Webb Stationery & Printing Company, 
Cincinnati, early in life. Later he became a member of 
the company. Surviving are his widow, Mrs. Ida Mc- 
Kinnon Biddle; one son, Thomas A. Biddle; a grand- 
daughter, Mrs. R. E. Richardson; one grandson, Wil- 
liam Graef Biddle. 


T. A. ROE 

Thomas A. Roe, for many years associated with the 
Irving Pitt Manufacturing Company as New York man- 
ager and later as New England traveling representa- 
tive, died at the Sunnyside Sanitarium, Yonkers, N. Y., 
Saturday, November 23 at the age of sixty-four. In 
more recent years Mr. Roe was a buyer for H. K. Brewer 
& Company, New York City. Ill health forced his re- 
tirement. During the past two years he was supported 
at the sanitarium through the assistance of his many 
friends in the stationery field all over the country. 
Funeral services were held from 107 North Broadway, 
Yonkers, Tuesday, November 26. Mr. Roe is survived 
by his mother and a brother. 


Ww. C. BARDENHEUER 

William C. Bardenheuer, one of the most widely- 
known veterans in the stationery field, died suddenly 
last October 22, at his home, 696 East Nineteenth street, 
Brooklyn, N. Y. 

Mr. Bardenheuer was known as an authority on mat- 
ters pertaining to the production and sale of loose leaf 
and blank book merchandise. During his long career 
he was connected with Liebenroth, Van Aur Company, 
Boorum & Pease Company, Wilson-Jones Company and 
the C. E. Sheppard Company. 

Deeply interested in all matters connected with bet- 
tering the industry, Mr. Bardenheuer was a staunch 
supporter of local stationer associations and the Na- 
tional Stationers Association. He is survived by five 
daughters, Mrs. Louis Gobel and Noemi, Helen, Vera 


and Rita Bardenheuer. 


’ * 
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J. W. NORRIS 
Funeral services for J. W. Norris, who died at Miami 
Beach last November 6, were held in Macon, Ga., on 
Thursday, November 7. Mr. Norris was a former resi- 
dent of Macon and was connected with the local branch 
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A Desk of Distinction. . . BY IMPERIAL 














No. 1967 Executive Desk. 
Comb. Walnut. Size 66 in. 
x 36 im. Also: furnished in 
60 in. x 34 in. size. 





Thomas Chippendale (1709-1779), the English 





a. designer, carver and cabinet-maker. has left 


The range of grades offered by Imperial covers every 


us as a heritage the style of furniture that 
office furniture requirement—from standard low- 





bears his name. priced square-leg and turned-leg desks to nicely 
This 18th century desk, with its carved claw-foot with interpreted suites for executive offices. 
. . The Imperial Desk Selling Kit is the key to better 
floral detail, carved brackets and rich paneling, is typical profits in selling office furniture. Write for a copy 
7 . . : if you do not have it. Ask us to include the brochure 
of the work of this great master, on Imperial Home Desks and Bookcases if it is not 
i 


in your files. 


IMPERIAL DESK COMPANY, Evansville, Ind. 











When service at low cost is de- 
manded, make sure it is good 
service ... . stock and display 


UHL ECONOMY 


All Steel TYPEWRITER STANDS 


When your customer demands a lower-priced stand, 
here’s the answer. They are all cold rolled steel—no 
wood tops and shelves. Genuine quality where quality 
is essential and economy only where it is immediately 
apparent, distinguish these ECONOMY Typewriter 
Stands. Load them with pig iron; they sustain tre- 
mendous loads. Note how rigid the structure. It in- 
sures steady support and safety of machine. Truly the 
only reduction of manufacturing cost is in design—the 
well known UHL standard of quality is maintained in 
every stamped part and welded joint. Priced to meet 
all competition. 





Above, No. 8925-D 16x25, also a larger UHL Steel Office Furniture serves 


size No. 8931-D 1l6x3l-—also supplied ; 
without drawer. Below No. 8918 No ™#Py purposes, reduces office ex- 
Drawer with which casters are practic- pense and speeds the routine tasks. 
able if desired. Pussyfoot rubber tips 

can be applied to all ECONOMY Stands The UHL catalog tell« all about it. 


at small extra cost. 


The Toledo Metal Furniture Company 


Manufacturers of “‘Postur-Chair,”’ “‘Little Dandy” Stands, the 70-70 
Typewriter Desk, Cafeteria Tables and Chairs, Filing Tables and 
Stools, Vault Trucks, etc. 


1588 Hastings Street Toledo, Ohio 
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of Remington Rand, Inc. He was later transferred to 
the Greenville, S. C., branch office as manager. For 
the past year he was on leave of absence because of 
ill health, having spent part of his time in Arizona 
and in Florida.—_JHR 
mH oh of 
E. J. HAMILTON 

Edward J. Hamilton, for several years salesman and 
traveler for the Marshall & Bruce Company, Nashville, 
Tenn., died November 8, at his home, 1314 Gartland 
avenue, Nashville, at the age of seventy-six. Mr. Ham- 
ilton went to Nashville from Aberdeen, Miss., in 1890, 
living in the former city continuously up to the time 
of his death. He was a member of the Episcopal 
church and Masonic lodge and is survived by a widow 
and two sons.—CG 

DETOUR LIST ELIMINATES BAD DEBTS 

A new idea to cope with deadbeats was developed by 
an Allentown, Pa., association of business men. The 
association printed a “detour list” on which were 
shown the names of debtors who have been owing 
local business men over a period of years and who re- 
sisted all efforts to settle their accounts. A large num- 
ber of the accounts listed were considered uncollectible. 

Following the name of each debtor are the code 
initials of the firm to whom he owes a past due 
account. All the members of the association have 
agreed not to do business with any of the listed debtors 
until the old accounts are taken care of in some 
manner. 

For instance, when one of these customers comes 
to a member to place an order, the reply will be some- 
thing like this: “We cannot take your order now, but 
you can place it with the firm who has been carrying 
your account and we are sure you can make satisfac- 
tory arrangements with them.” Even though the cus- 
tomer offers to pay cash, he will be detoured to the 
firm he has been refusing to pay. 

This has happened frequently since the detour list 
was printed. The list is revised every month and each 
new list shows a reduction in the number of unpaid 
accounts. The plan has been unusually successful as 
a means of making the tardy debtor attend to his 
obligations because he finds that no one wants to do 
business with him until he shows a disposition to treat 
his just debts with the attention they deserve. 

Debtors who merely laughed when they were threat- 
ened with legal action have not taken the detour list 
so lightly. They have discovered that this method has 
more teeth than the usual collection procedure-—RHB 


_o 
KISTLER’S SELLS TYPEWRITING PAPER AT THE 
PSYCHOLOGICAL MOMENT 

When a customer arrives at the bottom of a ream 
or half ream of typewriting paper bought from the 
Kistler Stationery Company, 1636 Champa street, Den- 
ver, he finds an orange sheet, of the same size. It has 
in the upper left hand corner a picture of a stenog- 
rapher with a surprised look, and the heading—‘“Oh, 
Oh, That’s All! We hope you have liked this paper to 
the last sheet. Want more of the same? Order number 
20, size 814 by 11—Or would you like a change? Ask 
for our sample book.” The suggestion to make use of 
the delivery service is followed by the phone number. 
And a postscript is added concerning carbon and rib- 
bons. Bringing the suggestion of another order just 
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COLUMBIA 
FILING 












































CABINETS 


COLUMBIA 

COLUMBIA apex 
COLUMBIA COLONIAL 
COLUMBIA ATLAS 


FOUR 


COMPLETE LINES 


TO MEET every filing equipment 
need of modern business. 


THE LINES for dealers interested in 
high quality—wide variety— 
unfailing service—and real 
economy. 


COLUMBIA Dealers’ satisfaction 


since 1919 is the proof. 





SOLD THROUGH DEALERS ONLY 

















Columbia Steel Equipment Co. 
PHILADELPHIA 
OFFICE AND SHOWROOM 


LINCOLN-LIBERTY BUILDING 
BROAD AND CHESTNUT STREETS. 














UD 
AN 


INVITATION 
To Dealers Who Must 


Face and Overcome 


A COMPETITIVE SITUATION 
IN RIBBONS AND CARBONS 


6 


A= you up against tough direct selling competition on ribbons 
and carbons? Most dealers are, whether they realize it or 
not. To find out how you stand just take your regular list and check 
over the percentage of customers on it to whom you sell ribbons 
and carbons. With most stationers, this percentage is woefully 
small, but can be largely increased! 


Are you up against a cut price situation? This confronts many 
dealers, too. IMPERIAL can probably correct this without tipping 
off your competition, without demoralizing prices, without slashing 
profits. 

The IMPERIAL Merchandiser and the unique selling idea that sur- 
rounds it, solves the sales problems of nine dealers out of every ten! 
It's as simple as A-B-C. Any clerk can utilize it and sell the mer- 
chandise almost as well as a salesman with years of experience. It 
takes all the mystery out of carbon paper selling—it simplifies a sub- 
ject that should have been simplified by someone long ago, in your 
behalf. 


WE INVITE TOUGH CASES. We extend our offer of cooperation 
to all dealers who are interested in building their sales in ribbons 
and carbons. Write us today about your specific problems, or for 
details of the Imperial Merchandiser and sales plan. 


IMPERIAL MANUFACTURING CO. 
The Manufacturer with the Dealer's Viewpoint 
Owned and Operated by PEERLESS KEY CO., INC. 


General Office: 176 Fulton Street, New York, N. Y. 
Factory: Newark, N. J. Chicago: 19 So. Wells St. 
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at the time paper is needed secures a larger percentage 
of resales—with the delivery service put to work.—_ATW 
WOLFERT EQUIPMENT COMPANY IN MOVE 

The Wolfert Office Equipment Company, Toledo, 
Ohio, has moved from 317 Erie street, to larger quarters 
at 325 Erie street. Improved business conditions, com- 
pany officials explained, made greater space neces- 
sary.—_ATW 

— 


|PELOUZE ; 


r { 





=a? 
2heay Sen3 Chae cad) Bmaps 


| RORGME HERS, 


New Pelouze Display Card. 
This attractive display card ad- 
vertising the Postal Scales of the 
Pelouze Manufacturing Com- 
pany, Chicago, has recently been 
produced by the company and 
is being mailed out to the firm’s 
dealers. A copy may be ob- 
tained by writing direct to the 
Pelouze Company, 232-242 East 
Ohio street, Chicago. 
——__<g>———— 
PACKAGING EXPOSITION TO BE HELD IN 
NEW YORK MARCH 3 TO 6 

The sixth Packaging Exposition will be held from 
March 3 to March 6 at the Hotel Pennsylvania in New 
York. It will not only be larger in area but will also 
be more varied than the 1935 show, according to Alvin 
E. Dodd, managing director of the American Manage- 
ment Association, sponsor for the exposition. 

Exhibits now being prepared by participating com- 
panies include displays of packaging machinery, bar- 
rels, molded products, celluloid wraps, fibre containers, 
metal cans, corrugated containers, transparent cellulose 
wraps, parchment wraps, adhesives, tubes, glass con- 
tainers, foils and metals and fancy containers. 

Concurrent with the exposition will be a series of 
conferences, clinics and round table discussions de- 
voted to every phase of packaging, packing and ship- 
ping. The tentative program provides for two of the 
four days’ sessions to be devoted to the problems of 
the unit package, and two to various phases of packing 


and shipping. 





BURGLARS ROB TYPEWRITER EXCHANGE 

Burglars who spent a leisurely evening ransacking 
nine offices in a building at 208 West Monroe street, 
Chicago, last month, robbed the Typewriter Service & 
Exchange, Inc., of $10 after breaking open a desk. Be- 
cause the robberies were committed over a week-end 
they were not discovered until the morning of Monday, 
November 18. 
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“LOOK UNDER THE PAINT” 
for Selling Features 


ig : ‘ot : 





Something out of the ordinary, this music store installation— 
and a good example of how INVINCIBLE “plays ball” with 
dealers in helping them to develop new sources of sales and 


profits. 
INVINCIBLE dealers have a quality sales story. In these days 
buyers “look under the paint’’—no longer are they satisfied with 
pretty appearances alone. Construction, utility, economy— 
that’s what they want! 
INVINCIBLE is probably the fastest growing line in the field today. 
Why? Because the line is rich in selling features “under the paint” 
and because INVINCIBLE meets the dealer half way and helps him 
create new business. 
It will pay you to get better acquainted with this line and the helpful 
methods of this organization. Find out why more and more dealers 
are turning to INVINCIBLE. 

Send for Latest Catalog 


Modern, up-to-date and filled with many “under the paint” features. A store- 
house of sales ammunition! Send the coupon below. 


“GO AHEAD WITH INVINCIBLE” 


INVINCIBLE METAL FURNITURE CO. 


Factory and Executive Offices, Manitowoc, Wis. 
NEW YORK CHICAGO LOS ANGELES 





| Ritow.. Ey 
STEEL FURNITURE peo ge TAL ry ia 
. "ture Og an 
DESKS . . . FILE CABINETS ee ~ 
COUNTERS . . . CUPBOARDS , ag i ae 
Vincip, 


CONCEALED SAFES . . . LETTER 
TRAYS ... WASTE BASKETS... ETC. a 
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of the many good 

reasons why you 

should sell this out- 
standingly different 


typewriter. 


Chromium plated parts. 
Eye Ease Keyboard. 
Crackle Finish non- glare 
front plate. 


. Individual key action con- 


trol. 
New style feet and cylinder 
knobs. 


. Complete new cork and rub- 


ber feed roll assembly. 
Genuine Underwood parts. 
Precision built. 

Guarantee Bond sealed to 
each machine. 

Only official factory rebuilt 
Underwood. 



















No. 817 


A popular number. 
Full quartered oak. 
Five tengths—48 to 
72 inches; 32 and 34- 
inch widths; height 
30%) inches; shipping 
weight 203 to 26! 
pounds. 












Our catalog presents a wide range of styles. We'll gladly send a copy. 


JASPER DESK COMPANY, JASPER, IND. 
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MASTER GRADE 


UNDERWOODS 


You can't offer greater type- 
writer value— 
Master Grade Re-manufactured 
Underwoods justify the faith your 
customers have in you 






WHOLESALE TYPEWRITER COMPANY 


FACTORY & GENERAL OFFICES: 155 SIXTH AV., NEW YORK, U.S. A. 
CABLE: SALETYPE 
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Experience 
that Counts 


SIXTY years of desk making has 
this definite implication — Jasper 
Desk Co. desks have given consist- 
ent satisfaction. That is because of 
















The above design Is 
also available in ma- 
hogany (No, 917) 
and watinut (No. 
1017). 















New York Ware- 


expert construction, designs are New York Ware [am 

kept up to date and only best qual- yt. New York, N. 

ity materials are used. And yet Chicago) Representa. —_o 
; ive: W. H. a 

Jasper Desk Co. desks are reason- 6708 Glenwood Ave. 


. Telephone: ROG 
ably priced. Pan ea 
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FREE OFFICE PLANNING BOOSTS SALES 

A novel, free office layout planning service has re- 
cently increased business for the Austin Safe & Desk 
Company, San Diego, Calif. Fully fifty per cent of 
plans made for customers or prospects result in worth- 
while sales, it was reported. 

The service consists of two branches, planning a 
new office for a prospect, and rearranging an old one 
for a customer. The job is done regardless of the size 
of the establishment but in the case of an important 
planning involving a large place, the Austin Company 
finds it expedient to make a complete set of blueprints 
of the proposed plan. 

In the actual planning the representative of the 
Austin firm takes exact dimensions of the room to be 
outfitted and, considering the person or firm’s line of 
business, draws in the various pieces of furniture re- 
quired in what he considers the most convenient places. 

When the plans submitted don’t bring immediate re- 
sults, they are filed for follow-up use. From the time 
a plan is made until a deal is made or it proves hope- 
less, the customer is contacted regularly once a month. 
Occasionally, new plans are submitted after the origi- 
nal ones. 

“The planning service does take a good deal of time 
but it would be profitable even if it didn’t bring very 
many direct sales—which it does,” says C. E. Hamil- 
ton, secretary of the company. “It builds invaluable 
good will. The customers fee! that when we take the 
time and trouble to draw up detailed plans for them, 
we are really trying to be helpful as well as to sell 
merchandise. 

“Of course, some discretion is required. It wouldn’t 
be profitable to do this with every office we go into. 
We judge by the type of business and the progressive- 
ness of the person rather than the size of the office.— 
Bart 

MEET THE AMESCOGRAM 

A new means of communicating with dealers at regu- 
lar intervals has recently been inaugurated by the 
Ames Supply Company, 564 West Randolph street, 
Chicago. 

The method is in the shape of a large folder, which, 
when opened, measures 18x12 inches. It is to be known 
as the Amescogram and contains illustrations and de- 
scriptions of various new items of the company. 

The folder recently put out bore pictures and de- 
tails of Amesco typewriter platens, ribbons, carbons, 
cleaning fluid, cleaning brushes and typewriter keys. 
It also contained the following message to all dealers: 

“In harmony with our sincere desire to ‘make new 
friends and keep the old’ we are going to send you 
Amescograms from time to time calling your attention 
to new additions to our line and items that you have 
possibly overlooked. Amesco has forged ahead dedicat- 
ing its entire organization and facilities to one cause— 
proven quality fortified with an inborn desire to serve 
typewriter dealers to the best of its ability. We antici- 
pate the opportunity to serve you again soon.” 

RE PS 
WHITE BEAR EXCHANGE MOVES 

Forced by increased business to seek larger quarters, 
the White Bear Typewriter Exchange, Dubuque, Iowa, 
has recently moved into a new establishment at 965 
Main street. The transfer provides the company with 
nearly double the floor space as that of their former 
location at 855 Locust street. 

The Exchange handles all makes of new portable 
typewriters, Allen adding machines, duplicators, ad- 
dressographs, Schwab safes and office furniture. 
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STEEL 


SIX REASONS WHY THE STEEL 


FURNITURE 








AGE EXCLUSIVE DEALER 
FAMILY IS STEADILY 
INCREASING: 


1. 


A complete high grade 
stock line of Steel Office 
Equipment. 

A dependable source of 
supply for special built- 
to-order work. 

Prompt’ delivery from 
Branch Warehouse stocks. 


Complete protection § in 
the territory. 

Friendly, efficient, coop- 
eration from the Home 


Office. 


A large staff of traveling 
representatives to help 
you with your problems. 


WRITE US FOR FURTHER 
DETAILS AND TERRITORY 


Corry-Jamestown Mig. Corp. 


AVAILABLE 


CORRY, PA. 


Export Dept. 


5716 Euclid Ave., Cleveland, Ohio 


Cable Address CORJAM 


Branches in All Principal Cities 
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FOLDER 
VALUES 


Are measureable only by 
the service they render 
—not by the price paid 








Standard 
or Special 
Tabbing 





ALPHA OER AL 
= 






“Vawt 


Es ae ¥. 


*/y CUT RIGHT CONTE 
‘ 





Duplex Top 
Single Top 


Wabash prices are com- 
petitive, of course, but— 
the point is they are 





The Coupon will bring you full information 


Cie Wabash Cabinet Co. 


Wabash-~indiana. 











The Wabash Cabinet Co., Wabash, Ind 
Please send us a copy of your NEW PRICE LIST with TERMS 
and DISCOUNTS and full information about your line. 


Name 


Address = 














WEDDINGS 





DWYER-ORR 

John B. Dwyer, Pittsburgh representative of the F. S. 
Webster Company, was married last November 25, to 
Miss Elinor Orr, daughter of Dr. and Mrs. C. A. Orr, of 
Pittsburgh. The ceremony was a quiet one owing to 
the ill health of Dr. Orr. Mr. and Mrs. Dwyer will make 
their home at 728 Roselawn avenue, Mt. Lebanon. 

Mr. Dwyer is well known throughout the ribbon and 
carbon industry and has been a member of the F. S. 
Webster Company staff for a number of years. 


NOTED AT THE CHICAGO OFFICE OF ROYAL 
TYPEWRITER 

Paul Jones, Chicago manager for the Royal Type- 
writer Company, reports taking on additional space for 
accommodation of expanding stocks. 

He further reports the appointment of Lloyd George 
Roberts, son of the well-known typewriter man, John 
Roberts, and W. D. Moore as salesmen covering loop 
territory. 

A still further report is the appointment of Chand- 
ler’s of Evanston, Ill., as representative in that Chicago 
suburb. J. J. Konrath, manager of Chandler’s type- 
writer department, is heading Royal activities. 

a 
SUPER SALES BUYS CALHOUN COMPANY 

The Super Sales Company, Benton Harbor, Mich., 
recently purchased the entire stock of the Calhoun 
Office Supply Company and opened for business last 
November 1, handling a full line of office supplies, fur- 
niture and typewriters. The purchasing firm is affili- 
ated with F. L. Richardson & Son, a concern which 
moved recently from Lafayette, Ind., to Benton Harbor. 

——_—>—_—_ 
EAGLE-OTTAWA PICTURE GALLERY 

Pictures of sports events in which the athletes of the 
Eagle-Ottawa Leather Company participate are being 
framed, and hung on the walls of the recreation build- 
ings of the different plants. These pictures will have 
fine historical value as the years roll by, and will be 
interesting to the coming generations. 

HALL NEW MANAGER OF GAGE’S STORE 

Dean A. Hall, formerly with the Calhoun Office Sup- 
ply Company, Benton Harbor, recently assumed the 
managership of Gage’s, an office and business supply 
house, Battle Creek, Mich. Mr. Hall is well-known 
throughout the Middle West, having spent a consider- 
able time in the industry. 

—_—~<>—_—_—— 
SNAPPY LEGISLATORS 

Canadian Business, Montreal, editorialized on a re- 
markable session of the legislature of Prince Edward 
Island. This was a special session, and the work was 
disposed of in one day, at a cost of but $20.00. Illinois 
could copy this example with profit and satisfaction— 
like many other American states. 

eereilllieemsiiantin 

BRYAN MAKES SECOND EXPANSION IN YEAR 

Marking the second expansion of his business within 
a year, Mike Bryan, proprietor of a stationery and 
office supply store at 224 West Second street, Oklahoma 
City, recently doubled his available floor space by tak- 
ing over an adjoining room at 226 West Second street. 


—ATW 
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Created by 
MAJESTIC 


Sofa No. 414 
Chair to Match 


N this popular priced number the finesse of Majestic 
craftsmanship attains lofty heights. Here is luxury, 


REPRESENTATIVES————— dignity and harmony combined with quality and durability. 

MIDWEST A combination of fine leathers, select woods and good ma- 

M. V. Follin, 220 Fairbanks Road, Riverside, Ill. terials smartly customed with the rare skill of Majestic 

a craftsmen ... Majestic confines itself to fabricating leathers. 
© i Mike: Diiidin Ok De Cini Leading dealers everywhere find this a distinct advantage. 

H. D. Blake, Box 64, Rachel, W. Va. 

we a MAJESTIC LOUNGE COMPANY, Inc. 

PACIFIC COAST New York Showroom and Offices Chicago Showroom 

L. B. Downing, 50 Hawthorne St., San Francisco, 6 West 18th St., New York, N. Y. Merchandise Mart 

Calif. Factory at Bridgeport, Conn. 








REAL VALUES 
ALMA 1000 SERIES tue tow price mile 


No. 1060-F 
Top 60x 32 


A Plain Oak Series in all sizes, with 5 
ply tops, 114” thick—veneered edges. 


ALMA DESK COMPANY 


HIGH POINT, N. C. 
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MY SAYING IN 1930— 


Stapling Machines and Staples are 
Stationery Articles, and we are going to 
Drive them Back into the Stationery 
Store, where they Belong. 








In 1935 about 85% of all Office 

Stapling Machines have been sold 

through Stationers and Office 
t. ° 

s Maat’ Equipment Dealers. 

Yes, we had to use forceful language back in 1930, 
when we started to tear down the barrier of indiffer- 
ence which stationers and office equipment dealers had 
erected against stapling machines. But our ACE 
Fastener proved to be an ‘‘open sesame”’ to the dealers 
-—- -—— and it called forth a degree of cooperation such as few 
products have ever received in this business. 


We are very grateful 
for Your Fine Support 


AC 












$6.00 


Prices Apply 
East of Rockies 


FASTENER CORP. 


3415 N. Ashland Ave. Chicago 
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Christmas Greetings 


STEBCO 


S THE end of the year draws near we find special 
occasion to express thanks and best wishes to 
dealers in Stebco leather carrying cases. Our relations 
have been mutually pleasant and profitable, and to- 
gether we have served the public with quality merchan- 
dise that has given satisfaction, created good will and 
brought increased volume of business. 





Stebco Briefcases, Portfolios, Ring Binders 
and Envelopes are much in demand as Holi- 
day gifts. Should your stock be low, we 
can fill your late orders from the large 
stock we have on hand. Write or wire. 


STEIN BROS. MFG. CO... Ine. 
564 W. Adams St., Chicage, Tl. 





Sales Rooms New York—Empire State Bldg., E. R. Manning 
in charge. San Francisco—833 Market St., Herman Halper 


in charge. 








No. F 1660 





JACKSON DESKS 
are QUALITY BUILT 
CLEAR THROUGH 


BUILT LIKE A STONE WALL 





JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 
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DISPLAY BOOSTS FILE SALES 

A clever advertisement designed to boost the sales 
of modern filing systems was recently shown in the 
display window of the Remington Rand branch office 
at 1729 California street, Denver. 

“Ashes or Assets” was printed on a large sign in 
the center of the window. Each word was underscored 
and from each ran an arrow, one pointing one way 
and one the other. On the “ash” side of the window 
was displayed a file which was manufactured prior to 
1917. Its contents were charred and the file itself was 
badly damaged. In front of the file was a placard 
which read “This drawer was not insulated.” 

On the “Asset” side of the window was shown a 
modern file of the type manufactured by Remington 
Rand, Inc. Its contents were intact and the file showed 
no signs of damage by fire. In front of this was an- 
other placard which read “This file drawer is insulated 
for one hour fire protection.” 

The display drew scores of business men to the win- 
dows of the Denver branch. Bradford Bush, an official 
of the company, declared that there was no way of 
indicating the amount of business drawn from the dis- 
play, but added that its value as an advertising me- 
dium was unquestionable.—Bart 


—>— 
N.A.1L.D.M.D. ADOPTS HOUSE ORGAN 

The National Association of Independent Dictating 
Machine Dealers has added another activity to its pro- 
gram by creating a house organ which is to be mailed to 
customers of the association members. 

The new booklet is a pocket-size pamphlet contain- 
ing twelve pages of interesting data concerning the in- 
dustry together with a number of cuts and pictures. 
It is printed on the best grade paper and is made up 
in three colors. 

Association members are all in favor of this method 
of advertising, according to Gerard A. Harrington of 
the Baltimore Dictating Machine Company. 

“Everyone in the organization believes this new idea 
will pay us all dividends and help to greatly increase 
our business,” Mr. Harrington said. 


Matin Sete 
BOLING OPENS KANSAS CITY STORE 

Harry Boling, who for twenty years was connected 
with Burnap Meyer, Inc., and for the past three years 
with the Security Stationery Company, Kansas City, 
last month announced the opening of his own business 
under the name of the Harry Boling Office Supply 
Company. The new business is located at 2020 Grand 
avenue, Kansas City. 

Mr. Boling, an experienced buyer and salesman of 
stationery and office supplies, is well known locally 
and has a host of friends in the trade, both dealers 
and manufacturers. 

In announcing the new business Mr. Boling asks that 
all manufacturers send him their latest catalogues 
and he extends an invitation to all manufacturers’ rep- 
resentatives to visit him on their next trip to Kansas 
City. 

, a 

SENGBUSCH CHROME SETS WIN HIGH PRAISE 

The new chrome desk sets recently introduced by the 
Sengbusch Self-Closing Inkstand Company, Milwaukee, 
Wisc., won considerable comment and praise when they 
were exhibited in the Hoffman & York advertising 
agency booth at the Milwaukee and Wisconsin Exposi- 
tion last month. 

At the same time it was learned that similar praise 
for the line is being experienced everywhere, espe- 
cially in stationery stores where the Sengbusch dis- 
player is used to draw the attention of Christmas shop- 
pers. 


119 








THE XRAY LINE 


Machine Bookkeeping Equipment 
Saves Operator’s Time 





The Ledger Binder here illustrated has the self at- 
tached Folding Steel Rack, to hold the ledger in the 
correct position for posting. Rack folds compactly 
close to binder covers when not in use. Made for all 


sheet sizes. 





Illustration above shows our popular Combination 
Outfit, consisting of the Model E Adjusto Tray- 
Binder, Cabinet Base and File, combining the active 
ledger accounts, transferred accounts and surplus 
sheets in one convenient, portable unit. Furnished 
either with or without hood. 


The most practical and convenient outfit for use 
with any sitting position posting machine. 
Write for Catalog and Dealers Price List 
LEFEBURE CORPORATION 
Manufacturers 


CEDAR RAPIDS, IOWA, U. S. A. 
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THE C. 


Get Ready for 


the Better Business 
in 1936 


Improved business increases the 
better records. 
tions there is bound to be a better market for 
new record keeping equipment. Out of date, 
antiquated methods will be replaced with modern 
up-to-date systems. The Cesco Line with its 
many new features—new forms, and new types 
of equipment is the logical one for any dealer. 
Distinctive, exclusive features will enable your 
sales department to increase your Loose Leaf 
volume. Here are only a few outstanding items: 


demand for 


Pay Roll Records for new Social 
Security Act 


Every employer must revise his Pay Roll Account- 
ing to conform to the government requirements. 
We have developed a series of stock forms and 
have prepared an informative booklet on the sub- 
ject. The potential market for these forms is un- 
limited. 


Visible Record Books with Automatic 
Built-in Shift 


Visible Books have come to be recognized as one 
of the outstanding achievements of present day 
record keeping. The market is a constantly ex- 
panding one. With the new automatic shift 
binder we offer a range of visible equipment un- 
approached by any manufacturer. 


New Improved Posting Machine 
Equipment 


A new line of Binders, Forms and Trays that 
represent the utmost in operating efficiency. Our 
new “Gravity” Type Binder works automatically 
—no keys or cranks to turn. Forms are carried 
in stock for all the recognized bookkeeping ma- 
chines. 


Exclusive Agencies Available 
Progressive, established dealers are invited to 
correspond with us regarding an Agency ar- 
rangement. Complete Catalog and full infor- 
mation on request. 


1401-4429 Twenty-First Street 


LONG ISLAND CITY, NEW YORK 


With vastly improved condi- , 





















E. SHEPPARD CO. 
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CLEVELAND SHOW IS BIG SUCCESS 

Cleveland’s Inform-A-Show, sponsored by the Pur- 
chasing Agent’s Association of Cleveland, Inc., was held 
in the Hotel Cleveland, November 20, 21 and 22. The 
show was the largest ever staged by the association. 

Among the exhibitors who displayed their lines were 
the following: 

The Bonner-Vawter Fanform Company, Inc., with 
F. A. Ross, John E. Oliver, W. F. Donahoe and R. J. 
O’Brien in attendance; The Buckeye Office Supply 
Company, displaying the latest in office appliances, 
with R. H. Milne, C. H. Krumm, Elmer J. Kral, Law- 
rence P. Kral and J. J. Mastny, in attendance; Chand- 
ler & Fisher Company, exhibiting rubber stamps, sten- 
cils and checks, with Henry Lezgus, Frank Speicher and 
Elmer O’Mara, in attendance. The Woodstock Type- 
writer Company presented a clever display of its latest 
models.—AED 














Here-It-Is. 


in the line of gifts is this product 


Bates Something new 


of the Bates Manufacturing Com- 
pany, Orange, N. J. Just a box, 
but it contains everything which 
can never be found when wanted, 
such as hammer, screw-driver, 
thumb tacks, elastic bands, nails, 
tacks and screw eyes. 
—_———_—_—_—_ 
CLARK & GIBBY UPTOWN STORE MOVES 

Marked by a grand opening sale of office furniture, 
the uptown branch store of Clark & Gibby, Inc., which 
maintains headquarters at 358 Broadway, moved No- 
vember 1 from 6 East Forty-third street to a new loca- 
tion at 20 East Forty-first street, New York City. 

In notifying its customers of the change of address 
and subsequent sale, the company used a postal card 
upon which was printed: 

“Today we are moving out of our old uptown location 
Forty-first street. Moving always brings to light vari- 
ous goods that have been priced too high and we have 
goods that have been priced too high and we have 
marked down a good half of our stock to near-cost 
prices.” 

— 

WHITMER ACQUIRES E. D. CUTTON COMPANY 

C. I. Whitmer, owner of the Typewriter Exchange, 
Columbus, Ohio, has recently purchased the stock, 
showcases and equipment of the E. D. Cutton Com- 
pany which was located at 8 East Long street. The 
Typewriter Exchange was established thirty-five years 
ago and has grown until it now handles one of the larg- 
est selections of typewriters in Columbus. The company 
is the authorized dealer for all makes of new portable 
and standard rebuilt typewriters and is the local dis- 
tributor for the Royal Portable—ATW 


os 
MANN RETURNS TO TERRITORY AFTER ILLNESS 
Maurice F. Mann of the Automatic Pencil Sharpener 
Company, who has been ill for several weeks in the 
St. Joseph’s hospital, Kansas City, is reported well on 
the road to recovery and started out on his territory 
the end of last month. 














DECEMBER, 19 
121 


Sets that Sell... 


PIONEER and WEAREVER «ze: 


have what it takes to speed up a dealer’s turnover. 
Well made, beautifully styled, showing a variety 
of colors, retailing at popular prices, here are two 
lines that you should feature strongly during the 
promising weeks ahead. Remember, you cannot 
give your customers bigger VALUES at these prices. 






No. 230 50e 


A smart midget set in an 
appealing box. The pen 





. 7. : 5/29 . esa a es we ’ 
has chased band (5/32 ree aalih EF Send ter 
inch), gold plated trim- AM Fae 4!! 
mings and our famous your copy 
stainless point. Pencil to —" 
match, with leads and vibes f of our 
eraser. Assorted pearl col- 6 1 41 a 
ors. o n it complete 

a en erent new illustrated 


No. 2172 81.00 | ontitial 
Multiple black - and - gold 


band effect. Vacuum pen, 
with visible ink supply. 
unbreakable barrel. 2-tone " » x . as 
iridium-tipped alloyed ASK Y Ol rR Ww HOLESALER 
point. 3-action pencil to 
match with concealed 
eraser. (Standard 134 inch 


i " | David KAHN. Ine. 


North Bergen, New Jersey 























Stationers = Ribbon & Carbon Dealers 


PROTECTION FOR YOU 


UR sales policy is EXCLUSIVELY WHOLESALE—always 

has been. Our line is STRICTLY A DEALER’S LINE— 

Inked ribbons—Carbon papers—Roll carbons—Honest Values— 

Uniform Goods—developed through years of experience in meeting 
and solving Ribbon and Carbon problems. 


Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 


Re — ane 
“ORDS ETE merits their confidence and have found it insures their PROTEC- 
“The Complete Line” TION. 


Originators and Sole Manufacturers of Cleangrip and Whitedge 
Efficiency Typewriter Carbon. 





RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N.Y. 
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We take pleasure in 
presenting our new No. 900 series of desks which we are making in the standard 
sizes and also in the 4 drawer executive type. This desk embodies all the fea- 
tures most desirable to the ultimate consumer; it’s correctly designed, work- 
manship, material and finish is first-class. It has all the eye appeal of a desk of 
the higher grades. All the exterior exposed parts are Genuine Walnut except 


> — which - red gum. — . least one of these and be convinced Pool shipments with New Indiana 
that this series wi a money maker tor you. Chaise reduce freight and hendling 
cost... and keep your stock in good 


INDIANA DESK COMPANY, JASPER, INDIANA Cog” 

















for fine quality | | 





and popular 


| 
price, the a | 
NEW 
ae a Spasnon 5 
ENGLAND m 
Office | Greetings | 
Chair | 


’ 

Pool your chair order 

with a shipment of ! 

Indiana Desks. Low- ] 

er cost, better service | | 
| 


| 
A well constructed, attractively designed and 
finished office chair, this number has the call 


almost everywhere shown. Solid walnut, quar- 






tered oak or birch . . . designed, formed and built | 
by craftsmen. OUR NEW CATALOG shows an 


interesting line of genuine leather upholstered | MARKWELL MFG. cx. INC. 
chairs. 200 HUDSON ST. NEW YORK 





NewIndiana Chair Company . 


JASPER, INDIANA 
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PHILLIPS APPOINTS TWO MORE CHICAGO 
SALESMEN 

As part of a recently announced expansion program, 
the Phillips Ribbon & Carbon Company, Inc., Roches- 
ter, N. Y., last month appointed two more salesmen to 
the Chicago territory. 

The newcomers to the Chicago sales staff, both of 
whom were for a number of years with the M. B. Cook 
Company, are Harry E. Wendt and Bernard Williams. 

The appointments of Mr. Wendt and Mr. Williams 
has increased the Chicago area staff to nine, according 
to J. A. Nance, who came from Boston to take charge 
of the Chicago office last June. 





Santa Prepared for Holiday Rush by Trying Out His New L. C. 
Smith & Corona Portable Typewriter. 


> 
COHEN NAMED TO HEAD FUND DRIVE 


The appointment of Louis Cohen, president of the 
Fort Smith, Ark., Office Supply House, as Sebastian 
county chairman of the Will Rogers Memorial Fund 
was announced last month by Charles D. Coffey, chair- 
man of the Fort Smith district. 

Widely known for his leadership in civic projects, 
Mr. Cohen said that he was experienced to take over 
the chairmanship and would have his county organ- 
ized, particularly with a local executive board, within 
a short time. In addition to his many other duties, 
Mr. Cohen is president of the United Hebrew Congre- 
gation and secretary of B’nai B'rith. 


Ee 


HIGGINS NEW COLOR CARD READY 

A new and attractive color card, to be used as a 
display for its line of American drawing inks, has been 
prepared for dealers by Charles M. Higgins & Com- 
pany, Inc., Brooklyn, N. Y. 

At the same time the company is reminding dealers 
throughout the country that due to the fact that art- 
ists and art students generally make their own Christ- 
mas cards each year, the advertising for its drawing 
inks is particularly timely. 

Officials of the Higgins Company also report an in- 
creasing popularity for its lines of colored drawing inks 
in high schools due to the Higgins award contests 
staged recently. 
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FREE SAMPLES 


as introductory offer of 


PAS-T-LASTIK 


The “Magic Dry” and Clean Paste 


—the Paste that sticks and is not sticky. A wel- 
come note to users. 

—the Paste that dries instantly and without 
mess and muss for excess portions rub off 
without a trace. In other words—“MAGIC 
DRY” AND CLEAN! 


—the Paste that meets modern requirements of 
speed, convenience and efficiency. Sticks per- 
manently or temporarily at your will—for 
pasted parts may be separated if and when 
desired. 

—the Paste of many new uses. Space will not 
permit details but the following will give some 
insight into the elasticity of PAS-T-LASTIK. 


FOR 
PASTING 


MENDING 
PATCHING 


WATER- 
PROOFING 


WINDOW. 
LETTERING 


FOR 
PAPER 
CLOTH 
METAL 
GLASS 
LEATHER 
WOOD, etc. 


FOR 
OFFICES 
STORES 
FACTORIES 
SIGN 
WRITERS 
SCHOOLS 
HOMES 
HOSPITALS 


® 
—the PASTE with PROFITS in its many satis- 


factory uses— 
Write for details today 


SHATTUCK 


426 Fourth Ave. PITTSBURGH, PA. 


We want to try PAS-T-LASTIK 
Send Free Sample and details 
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(pin to your letterhead) 
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TAKE THE ““WASTE” 


OUT OF 


WASTE 





BADKE| 
SELLING 


a Handling several lines of baskets means 
tying up your money, boosting your inventory 


WASTE. 


Stocking incomplete lines means losing sales 


-WASTE. 


Saddling yourself with slow-moving lines 
means giving away profitable space in your 
store WASTE. 

Selling inferior baskets means dissatisfied 
customers, fewer repeat sales —WASTE. 


Canco takes the waste out of waste basket 
selling—offers you a fast moving, profitable 
line. Complete, for every type of customer. 
Styled for every type of market— institution, 
office, home. Canco baskets will lower your 
inventory, increase your turnover, show you 


steadier profit. 


Canco baskets are metal, fireproof, durable. 
Handsomely lithographed in oak, mahogany, 
and walnut finishes, as well as green and white. 
They are priced to today’s needs; they are 
staunchly built by a company famous for 


metal work. We urge you to get the facts. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 
TOLEDO, OHIO 
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ECONOMY COMPANY EXPANDING 

Although organized only six months ago the Econ- 
omy Office Supply Company, Grand Rapids, Mich.., is 
forging ahead and chalking up monthly increases in 
business. 

That was the optimistic report recently of Jay C. Oom, 
president and treasurer of the firm which he founded 
last May, together with Homer Schrier, vice president, 
and Cy Herrema, secretary. 





Jay C. Oom 


All three men were formerly with the Tisch-Hine 
Company, Mr. Oom joining that firm in 1918. Mr. 
Herrema was connected with the company for twenty 
years while Mr. Schrier was a member of the staff 
for only a short period. 


KISTLER’S EMPLOYS VERSE AS AD 
“No one is perfect, 
We’re sorry to Say. 
Let’s rub out our errors 
The easiest way.” 


This little verse caught the attention of stenograph- 
ers and students passing the windows of the W. H. 
Kistler Stationery Company, Denver, Colo. Printed on 
a large placard the verse was strategically placed where 
it could be seen from any direction. 

In front of the placard were displayed typewriter 
erasers, spun glass erasers, steel “scratch” erasers and 
pencil erasers. Officials of the store said the clever 
advertisement resulted in a large number of sales.— 
Bart 

— > 
MUENZE OPENS THIRD OFFICE MACHINE 
AND STATIONERY STORE 

Charles Muenze, proprietor of the Muefize Typewriter 
Shops with headquarters at Passaic, N. J., recently 
opened a new unit at 592 Bloomfield avenue, Bloom- 
field, N. J. This marks the third store opening, the 
company also maintaining an establishment at Mont- 
clair, N. J. 

Carrying a full line of commercial stationery, greet- 
ing cards and bridge accessories in addition to its 
Corona portable typewriters, and office machines, the 
new store will be in charge of Miss Vivien Muenze, 
daughter of the proprietor. 

nameiatadttisn 
BRATTON REPORTS BUSINESS INCREASE 

A. A. Bratton, president of the A. A. Bratton Com- 
pany, Columbus, Ohio, exclusive Ediphone representa- 
tives and a direct unit of the Thomas A. Edison, Inc., 
reports an increase in the firm’s business in the first 
nine months of 1935 of sixty per cent over a similar 
period in 1934. The 1934 business was 120 per cent in 
excess of 1933. Mr. Bratton said his company’s quota 
with the manufacturer was increased 104 per cent this 
year over 1934.—ATW 
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N NBC 


** Night Before Christmas”’ 


should find you with a satisfied 
feeling that your holiday returns 
were the best you have had for 
several years —we hope it does. 


One of the most popular gifts 
you could offer your customers is a 


One Piece Genuine Top Grain 


pik 0 


ZIP-ZIP LEATHER 
RING BOOK 


Have an assortment on hand. 


Watch them go @ Boost your sales 


Made of Quality Leather with the 


Gradicll a Single Trigger, easy operat 


ing metal, Ring Protectors (the concealed 
kind). 


The Last Word in Gifts! 


TRUSSELL MANUFACTURING CO 
Poughkeepsie, New York 




















feature 


BEN TS ON 


steel transfer cases 
IMPRESS 
THIS IDEA Bentson Steel Transfer cases are most eco- 


nomical especially in the letter, cap and 
ledger sizes. They are strongly built; you 
ean stack them to the ceiling and every 
drawer will operate freely. Bentson cases 
are permanent equipment —rustproof, fire 
resisting and rodent proof—made with or 
without rollers. This type of storage trans- 
fer eliminates shelving expense involved in 
box transfer cases. Follower and rod, sani- 
tary leg base and individual locks are avail- 
able —all stock items at low cost. 


Feature Bentson cases for thirty days fol- 
lowing Christmas for extra profit now and 
additional earnings each succeeding transfer 
period. Bentson cases match in color and 
size, interlock perfectly, can be added as 
space is required. A line on your letterhead 
will bring prices, specifications, etc. 


THE BENTSON MFG. COMPANY 
AURORA - - ~~ ILLINOIS 














FAWN 
BRAND 


Stencils of Character | 


You can depend on FAWN Brand Stencils to make 
good impressions everywhere. They are being used 
where demands are heavy. They are sturdy, yet 
sensitive enough to reproduce the finer stylus 
work. The uniform, clean cut copies they produce 

are a delight to the user. 


FAWN Brand Stencils are made of silk-fibrous 
tissue, non-cellulose and unaffected by climate. 
They come in either blue or white. 


In FAWN Brand Stencils you have a splendid 
opportunity to develop and maintain a profitable 
business. Write for samples and prices. 





FAWN BRANDS, Ltd. 
1 W. 34th ST., 
NEW YORK, N. Y- 


FAWN BRAND Sten- 
cils, inks and dupli- 
cating machine supplies 
will please all your cus- 
tomers. You can get 
results from_them 











Is A CHEERFUL WORKER ~~ 2 





CARTER’S MIDNIGHT / 


. that’s why it makes such a strong appeal to 
typists. The striking silver design brightens up 
a dull task ... it looks gay and youthful on an 
office desk. Users don’t forget this ‘“‘different’’ 
modern carbon, nor the equally distinctive name. 
Carter’s Midnight comes in all weights for type- 
bar and noiseless machines. It is long-wearing, 
and makes clear, clean copies. The Carter’s Ink 
Company, Boston, New York, Chicago. 


Carter’s MIDNIGHT CARBON PAPER 








The Filing Supply Industry 
is Based upon the Alphabet and Its Subdivisions— 
Yet WAGEMAKER ALONE Offers 

a complete set of these subdivisions, and only 


Wagemaker dealers can match the size of all 
competitive subdivisions, as shown below. 


WAGEMAKER Other Manufacturers 
Four Four Three 
25 Division 25 25 25 
40 Sub- diy tsion 40 4 
no 50 
oo ” 60 
75 ” 75 
sO ” sO sO 
1O0o ” 100 
120 a 120 120 
no ” nM 
160 ” 160 160 
200 ” 200 
240 ” 240 240 


12 Number of Divisions up te 
20 6 6 


IT IS MUCH EASIER to step up a sale to the next 
higher division, if it’s a short step. 

IT IS MUCH EASIER to replace a competitive set 
f you can match its size. 

IT IS MUCH EASIER to fit a file with the right size 
index if you have a choice of sizes. 


wens , Michigan 

















INTERNATIONAL 


CGO0G000060608 





THIS DISPLAY SHOWS 
YOU ARE A QUALITY DEALER 





Typists KNow MUNSON QUALITY 


Munson Suppry Co., 348 Hudson St., New York City 
Please send information about the New Key 
New Package and Counter Display to 


Name 
({ddress 


Cily State 
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IS LABORATORY BUILT 





1 
Before GENERAL'S Inks were ; 
produced commercially, samples — 
of each type, together with : 
competitive inks, were given a i 
the most exhaustive tests by BRN 
the N. Y. Testing Laboratories 


(the oldest and largest un- 
biased testing laboratories in my - 
this country). The results of 2 swe 


these tests conclusively proved 
GENERAL’S superiority, in every a“ 
respect, over all other inks. 


And today, the four popular : 
sizes of GENERAL'S Inks are Send for Details 
definitely proving their superi- 


it SALES throughout the 
paren Aa * woe oy the de- GENERAL PENCIL COMPANY 


country. 


nd is i ' for th 
mand is increasing for these JERSEY CITY * NEW JERSEY 


finest of writing fluids. 








DICTATOR 
INKS 


Dictator Inks are designed primarily 
to function efficiently in conjunction 
with non-cellulose stencils, although 
they perform equally well with other 
types of stencils. Made in three dis- 
tinct qualities for use on all rotary 
duplicators. 


DICTATOR 


STENCILS 


These stencils produce unusual 
copies of both styli and type- 
written impressions, clear cut 
and brilliant. 


DICTATOR 


I 
J 


LISI 
TRAY 





The maximum number of satis- 
factory impressions are pro- 
duced from each stencil. 





We co-operate with dealers to 
the fullest extent. 


INK SPECIALTIES CO. 


FRED B. CANODE 
519-21 South Lafiin Street 
CHICAGO, ILL. 
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ROYAL PUBLISHES TANGORA BOOKLET 


A small booklet written by Albert Tangora, world’s | 


champion speed typist, and entitled “Fifty Common 
Typing Faults and How to Avoid Them,” has been pub- 
lished by the Royal Typewriter Company, Inc., New 
York City. 

In addition to the book the Royal Company has is- 
sued to dealers a large, yellow folder containing a copy 
of the booklet and bearing additional information as 
to how it may be turned to good account as a sales 
builder. 

The booklet, replete with illustrations, many of which 
indicate the right and wrong manner of typing pos- 
tures, fingering, seat height, etc., has twenty-four 
pages of interesting and important information for 
those who use the typewriter to any great extent. 

The method of distributing the book is unique. Every 
standard Royal advertisement contains a coupon 
which, sent to the Royal home office, entitles the 
sender to a free copy of the booklet. The coupon is 
then sent to the proper dealer as a good sales lead. 


—~__ 


RIEGEL TO HEAD HOSPITAL COMMITTEE 

John L. Riegel, vice president of the Riegel Paper 
Corporation, New York City, has accepted the chair- 
manship of the Office Equipment and Supply Division 
of the United Hospital Campaign Committee, according 
to Samuel W. Reyburn, chairman of the Commerce and 
Industry Division. 

Mr. Riegel heads a solicitation group formed from 
representatives of office equipment suppliers aiding in 
the city-wide drive to raise funds for the city’s volun- 
tary hospital system. 


—<——_—— 


PHILADELPHIA ASSOCIATION ELEVATES RAWDON 

Blaine Rawdon, of Underwood Elliott Fisher Phila- 
delphia office, has been elected vice-president of the 
Office Equipment Association of Philadelphia. Mr. 
Rawdon was formerly secretary and treasurer, that 
post now being filled by N. C. Hale, of the Dictaphone 
Sales Corporation. 

In the latter part of October the officers and mem- 
bers of the association were guests of the International 
Business Machines Corporation Philadalphia offices 
where they were given a luncheon and entertainment. 


> 


WILSON RETIRES FROM STATIONERY FIELD 

F. E. Wilson, owner and manager of the Wilson Sta- 
tionery Company, Denver, Colo., will retire from busi- 
ness January 1, ending fourteen years in the office 
supply field. 

Mr. Wilson moved to the present location, 130-136 
Broadway from a smaller place a block down the street 
some thirteen years ago. Despite his business and other 
activities he found time to be prominently identified 
with the Colorado Stationers Association and has taken 
part in most of the community’s projects.—Bart 


~~ — 


JACK TRACY RETURNS TO ROAD SOON 

Almost completely recovered from the effects of his 
recent operation, Jack Tracy, genial traveler and rep- 
resentative of the Fibroin Stencil Corporation, Jackson- 
ville, Fla., will soon be back on the road calling on his 
dealers, according to word from Fibroin headquarters. 

At the same time it was announced that Ben A. 
DuPre, president of the Fibroin Corporation, is on a trip 
covering the Middle Western states. 
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GIs 


Announces 
NEW COMFORT 





STUR 


Posture Chairs 


e 
Rubberized 
Curled 
Hair Cushions in 
Seat and Back 


— 
Resilient, 
Comfortable, 
Lasting 
— 


Easy, Quick 
Adjustments 
Without Tools 
or 
Special Keys 
. 


A Model for 
Every Purpose 
2 


Write Us 
* 





This new Sturgis Posture Chair is upholstered in genuine 
EAGLE-OTTAWA leathers over rubberized curled hair 
cushions. (Seat cushion 3!/2” thick; back cushion I'/2” thick.) 
It represents the last word in Posture Chairs. 


STURGIS POSTURE CHAIR CO. 
STURGIS, MICHIGAN 














New Modern Lamps 


FOR OFFICE § or HOME USE 


























Height 19” with 14” 
shade. Base 6” weighted. 
Wired with switch, 9 foot 
cord, unbreakable plug. 
Optional finishes all pol- 


Faries table and desk 
portables combine the best 
lighting design with 
highest quality and work- 
manship. In the lamp 


shown the light is reflected 
upward against the shade, 
then diffused to the desk 
or table top in a strong, 
even, pleasing light . . . 
no glare or shadow. 


Model 1575 





ished chrome, or polished 
chrome with satin copper 
shade, or polished chrome 
with cloister bronze shade. 
There is a Faries lamp to 
meet any office or home 
need. 


List Price $18.50 





- 


All Faries lamps are made of solid brass with electro- 
plated finishes which defy imitation and assure user satis- 
faction. Because they are properly designed, made of 
best materials, and never go out of style, Faries lamps 
make ideal gifts . . . the kind to please any man or 
woman. 


FARIES MANUFACTURING COMPANY 


DECATUR, ILLINOIS 
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Ingento 
TRIMMING BOARDS 





The accepted board for use in office, 


factory and shipping room. Cuts 
paper, cardboard, light metals, etc. 


‘e 
3 Sizes 
Manulactured Only By 


Ideal School Supply Co. 


U316-46 Birkhoff Avenue 
Chicage, Hl. 











Four Rapid Selling Lines 


bas 
at 


Al your 


Stainless Sleel FILE SIGNALS ~~ 
For classifying and identifying vertical card 
files and visible record systems. Stainless 
Steel, cannot rust or tarnish regardless of cli- 






mate. Twelve standard colors in a variety of 
styles. Patented construction makes them 
“stay put."’ 
“Burro” 
PAPER CLIPS~> 
The “aristocrat” fas- 


tening for letters, in- 
voices, enclosures, etc. 
Four sizes including the 
Cling Clip. “Burro” 
Paper Clips have spe- 
cial tongues, which 
prevent side slip of 


“Burro” INDEX TABS papers. 


Detachable for cards and ledgers. Patent 
tongue insures firm grip. Of spring steel 
well nickeled. Supplied with alphabets, 
days of the week, numbers 1-31 and 
menths. Also available with Blank Inserts. 
“Bull Dog” PAPER CLIPS 
. AND VACUUM CLIPS —» 
“Bull Dog” clips for classifying work, 
holding stacks of papers, etc., are made 
of tough spring steel in five sizes. Jaws 
brightly nickeled. Body in three standard 
colors in addition to regular black finish. 
“Vacuum Cup Clips’’ are regular No. 1 
“Bull Dogs” fitted with rubber suction 
cup for attaching to glass or other non- 
porous surfaces. 
THE H. C. COOK CO., 14 BEAVER ST., ANSONIA, CONN. 


COOK'S 
STATIONERS’ 
eT eGClLALITe so 





Send for 
catalog 
price 
sheet 





| F. S. Webster Company. 





OFFICE APPLIANCES 


DWYER MAKES HOLE IN ONE 

John B. Dwyer, Pittsburgh representative of the F. 
S. Webster Company, Cambridge, Mass., had the reward 
of ten years of trying recently when he sunk his tee 
shot on the 165-yard fourth hole at the North Park golf 
course in Pittsburgh. Witnesses of the big event were 
Joe Meyer, president of the Standard Office Supply 
Company, Pittsburgh, and George M. Brown of the same 
firm. 

The cause for celebration was revealed when Mr. 
Dwyer admitted that the hole in one had put him 
ahead of Ted Caswell, advertising manager of the 
The two men have been 
golf rivals for a number of years and at the end of the 


| summer they were even in both medal play and match 





play. 
a 

WOODSTOCK MAKES THREE STAFF CHANGES 

Three changes in its sales staff were recently an- 
nounced by the Woodstock Typewriter Company, 6 
North Michigan avenue, Chicago. A. B. LaFleur, for- 
mer manager of the Washington branch was appointed 
manager of the Chicago branch. 

Mr. LaFleur was given the opportunity to take over 
the Chicago branch as a reward for his four successful 
and profitable years as head of the Washington branch, 
according to company officials. 

Arthur F. Rung, former Woodstock representative at 
Detroit and Chicago, has been appointed manager of 
the Baltimore branch. He succeeds P. O. Burt who 
takes over the management of the Buffalo, N. Y., 
branch office. 

—— 
CARPENTER OPENS EL CENTRO STORE 

F. T. Carpenter, distributor for the Woodstock Type- 
writer Company at Phoenix, Ariz., has recently opened 
a branch store at El Centro, Calif., with W. W. Bland as 
manager, and Miss Carolyn Karr as bookkeeper. In 
addition to other equipment for the Imperial Valley 
town store, Mr. Carpenter purchased a Ford panel 
truck which will be placed in delivery service. 

—<—___ 


FIRST BERGER UNIT IN ARCHIVES BUILDING 
IS COMPLETED 

The first unit in the intricate system of metal stacks, 
shelves and drawers now being built in the $10,000,000 
Archives building at Washington, has recently been 
completed by the Berger Manufacturing Company, 
Canton, Ohio, a division of the Republic Steel Corpo- 
ration. The system will be used for storing official rec- 
ords of the United States government. 

ied 

DOPPELT ISSUES CATALOGUE SUPPLEMENT 

A four-page catalogue supplement, dealing exclu- 
sively with leather portfolios, brief cases and wallets, 
has been issued by Charles Doppelt & Company, 412- 
20 Orleans street, Chicago. The supplement, which 
features the new inverted zipper which the company 
is using on all its envelope cases and ring binders, is 
to be inserted in the Doppelt Company’s catalogue 
issued last month. 

—_—_—_—__<>——__— 

GERMAN PRICE LIST ON TRADE IN TYPEWRITERS 

Price List No. 8 covering allowances on trade in type- 
writers in Germany has been published by the business 
office of the Reichsverband des Biiromaschinen-und 
Organisationsmittel-Handels, E. V., Berlin, Germany 
(W 50, Marburger Strasse 3). The price to members of 
the German typewriter and office machine trade is 
RM.50. 
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¥ Check these points 
against any other 
Fountain Pen... 


at any price 







12 accurately Graded Re-New- 
Point styles. Replacement points, 
of the same style, are always 
exact duplicates. They're tailored 
to the line your customer likes. 


No point or feed repairs. You 
sell the Re-New-Point, the cus- 
tomer changes it himself. 


v4 Points instantly interchangeable 
in black or colored barrels, 
right at the sales counter. 


\ 
N 


RE-NEW-POINTS Complete Fountain Pen 
25¢ each $1.00 and up 
12 Styles (Prices slightly 


Accurately Graded 


éstectrvuk 


higher in Canada) 





RE-NEW-POINT FOUNTAIN PENS 





86 Cooper Street Camden, N. J. 














SCHWAB SAFES 


Effective 
Business 
Y ° 

Guardians 
Heavy construction 
—strong in bolt and 
bar—insulated to an 
extent beyond the 
requirements of its 
place of service, a 
Schwab Safe when 
installed by a 
Schwab Representa- 
tive for a_ specific 
service can be de- 


pended upon to the 
limit. Office equip- 
ment dealers who 
handle the Schwab 
Safe, serve their busi- 


The Schwab 


Safe Company 


LAFAYETTE 
INDIANA 


ness community in 
an exceptional and 
profitable way. Let 
us tell you about the 
Schwab sales plan. 
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Going Strong! 


The new HOTCHKISS 5A—the only machine in existence that 
will use, without change of parts, any “standard” size staples 
with 4” legs and 44" crown from .019 gauge up to and includ- 
ing the 2C staple and drive same without clogging—is taking 
the industry by storm. (Remember that there are “off gauge” 
staples in the market called “standard” that will clog any ma- 
chine.) 

Your customers want HOTCHIIKISS—the machine they know. 
Get your order in NOW! 


y @ Seme makers are selling “off gauge” sta- 
Ww arning! ples so make sure the staples you buy 
and sell are “standard” size. If in doubt ask us. 

Genuine HOTCHKISS Staples are <<HISt | |-PONTEE> 
uaranteed standard and are now a —— 
CHISEL POINTED TRAD oak 


THE HOTCHKISS SALES COMPANY 


NORWALK CONNECTICUT 
IEE HE Sato S84 , i) 









OFFICE FURNITURE 








HOWELL Chromsteel is the 
new idea in office furniture. 
It is modern (but not’ modern- 
istic”), practical and inex- 


the New Catalog and special 
price list. 


HOUEL 


ST. CHARLES, ILLINOIS 


NEW YORK CHICAGO MIAMI LOS ANGELES SAN FRANCISCO 
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Certified 
PAPER ROLLS 





non-lint— 


for ADDING MACHINES 
CASH REGISTERS 
POLICE SIGNALS 
TELETYPE, etc. 


Insure satisfaction with Certified Paper Rolls. Clean, 
strong, full length, end marked, feed smoothly. Made 
in colors for special designations. Also carbonized and 
duplicate (2 ply) rolls. 





We are now located in our new plant, with facilities 
for faster service. With the Lynn line, you can sell 
more paper rolls. Full information and prices on 
request. 


Lynn Paper Products Mfg. Co. 


2000 HOWARD ST., DETROIT, MICHIGAN 
Get Ready y 


\ 














Be prepared to cash in on the awakened demand for dry 
stencils. FIBROIN was the most successful stencil of 1935. 
Next year will bring an even greater increase in sales. 
Don't delay—write us immediately, and let us show you 
the way to greater profits through the FIBROIN plan of 
co-operative selling. 


R FBRON & 


STENCIL CORPORATION 


306 WEST ADAMS STREET... ..~--JACKSONVILLE, FLORIDA 


Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 








Begin now to feature 
SERVICE and FUL- 
TON DATERS and 
DRI-KWIK and 
FULTON STAMP 
PADS to go with 
them. December and 
January are the sales- 
peak months of the 
year for these popu- 
lar, volume selling 
labor saving marking 
devices. 

Still time to have 
your order filled by 
Fulton—the coun 
try s outstanding 
manufacturers of 
daters and stamp 
pads. If you haven't 
the new Fulton cata- 
log and price list, 
write at once 





OFFICE APPLIANCES 





DATERS 
SELL 
NOW 


SERVICE DATERS 


The world's finest. Deep 
moulded live rubber bands 


carry six years 


FULTON DATERS 


The world's best value at 
a low price with many 
features found only in 
high priced daters and 
numberer 

DRL-KWIK STAMP 

PADS 

A positive necessity where 
the rapid use of rubber 
stamps is required Im- 


pressions dr 


y quickly 


oul smudging 


autn- 


FULTON 
SELF-INKING 
STAMP PADS 


The standard utility st imp 


FULTON 


SPECIALTY CO. 


ELIZABETH, N. J. 


Sales Office: 200 Fifth Ave., New York City 


Pacific Coast Representative : 


O. H. Davidson, 74 New Montgomery St., San Francisco, Cal. 








pearance 


ment 


Office Chairs 


S 


No. 8204 
Quertered Oak 
No. 8214 
Pecan, Walnut 
No. 8224 
Pecan, Mahogany 
No. 8234— 
Steel Green Oak 





aise POINT BENDING & Chall (2.5 
Re 


SILER CITY 


A Posture CHAIR 


that LOOKS GOOD 
and i COMFORTABLE 


A posture typewriter 
that executives welcome be- 


cause it allows the greatest 
efficiency and comfort to operators, 
without making any sacrifice in its ap- 
Now equipped with ball- 
bearing swivel iron at no extra cost . 

a tested design of finest craftsmanship 
and materials. That this “Boling” Chair 
is retained in the popular price class is 
a tribute to our 40 years of chair build 
ing, plus the finest of modern equip 
Write for catalog on Boling 


chair 



























NORTH CAROLINA 
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MATHEWS UNDERGOES OPERATION 

A. S. Mathews, of the Hall Lithographing Company, 
Topeka, Kan., is reported on the road to recovery fol- | 
lowing an operation for a serious intestinal disorder 
in a Topeka hospital. News of Mr. Mathews’ illness was 
brought to the Mid-West Travelers Club by J. M. Keel- 
ing, Art Metal Construction Company, on a visit last 
month. 





SINESS 





OFFICE SUPPLIES & EQUIPME 


>HON Bull DING 


RUTLAND. VERMONT 





Booth at Fair Makes Good Furniture Display.—This booth was 
one of the highlights at the recent annual Rutland Fair and was 
entered by the Vermont Business Service, Rutland, Vt. The dis- 
play consisted of Art Metal office equipment, Woodstock type- 
writers, Postindex visible filing systems, lamps, chairs and 
miscellaneous office equipment. 
—___—_<>—_—— 
DAFERNER ENLARGES JACKSON STORE 

Doubling the space formerly available in his place of 
business, A. G. Daferner, proprietor of the Office Sup- 
ply House, Jackson, Mich., recently made new additions 
to the store at 169 Michigan avenue, East. With the 
additional space at his command, Mr. Daferner will 
make substantial increases in his lines, which include 
Royal typewriters, Victor adding machines and prod- 
ucts of the Browne-Morse Company and the National 
Blank Book Company. 


—< 
HENRICKS BUYS TYPEWRITER EXCHANGE 
Roy C. Henricks, owner of the Typewriter Sales Com- 
pany, Oklahoma City, formerly located at 110 West 
Third street, recently purchased the Gill-Roberts Type- 
writer Exchange and has combined the two shops at 
the latter’s location which has two entrances, 222 North 
Harvey and 232 West Second streets. The concern will 
be operated under the name of the Typewriter Sales 
Company. Several new lines added include the R. C. 
Allen adding machines and the Underwood and Corona 
typewriters ATW 





—_——_>——_—— | 
BRATTON EXECUTIVE HONORED 
Henry H. Holderle, of the Bratton Letter and Print- 
ing Company, Columbus, Ohio, has been re-elected 
vice-president of the Columbus “Pepper Club,” a phil- 
anthropic organization of prominent industrial lead- 
ers.—_ATW 


131 








| “YOURS FOR THE ASKING" 


STORAGE FILES 


“THE STRONGEST MADE” 


GREEN-EDEE 


I 
‘‘DESIGNED TO 
STAND THE GAFF’’ 


Laboratory Tested 
to Withstand a 


Pressure of Over 
2,000 Lbs. Insures 


REAL 
PROTECTION TO 
TRANSFERRED 
RECORDS 


















































DEMONSTRATION SAMPLE 














Small and compact—easy to carry 
Inside label carries complete sales 
story, prices and special informa- 
tion. Send for one today and com- 
plete details on this superior Stor- 
age File 


C. L. BARKLEY & CO. 
| 

















Manufacturers-Filing Supplies 
517 S. Jefferson St., CHICAGO 























HEADQUARTERS 


FOR 
HECTOGRAPH 


CARBON 


Different Kinds for All Gelatine 
and Spirit Type Duplicators 


14 


We are specialists in the 
manufacture of Hecto- 
graph Carbon and Rib- 
bons. In fact, we are 
recognized as having de- 
veloped one of the best 
and most complete lines 
on the market. 


We can meet every Hecto- 
graph Duplicating Re- 
quirement. It will pay you 
to send for prices and 
samples. 


PHILLIPS PROCESS CO., Inc. 
82 St. Paul Street ROCHESTER, NEW YORK 




















A practical . . . profitable 

sales solution—tie up 

with a complete line and 
sell every prospect 


There is wide variety of styles and 
interior arrangements of brief and 
zipper cases shown in our beautiful 
new catalog. A copy awaits your 
request. 


National Brief Case Mfg. 
Company 
512-532 South Peoria St. 


Chicago Illinois 





























, CON 


“We'll standardize 


on these cards” 





HE reaction to business cards done on Wiggins 
Scored Card Stock and carried in a Wiggins Compact Binder, is one of 
quality regardiess of what they cost. No matter if they be elaborately 
engraved or humbly printed, the feeling is that they could not possibly 
have been done better for the money. 

Quite naturally any executive who receives one of these cards thinks of 
their application to his own firm. Very likely he will tell his secretary 
to ask he stationer about them on her next visit. 

Through communication with any paper merchant listed here, or with 
us, you will receive samples and full details for filing of the cards that 
tear from tabs with perfect edges. 


The JOHN B. WIGGINS COMPANY, 1162 Fullerton Avenue, Chicago 


(Originators of Scored Cards) 


New York City: Richard C. Loesch Co St. Lowls: Tobey Fine Papers, Inc 
Pittsburgh: The Chatfield & Woods Co Grand Rapids: Carpenter Paper Co 
Detroit: Seaman-Patrick Paper Co Houston: L. 8S. Bosworth Co., In 


WIGGINS 





BOOK FORM CARDS 
COMPACT BINDERS 


—O ae. —_—___— yl | 
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AIGNER ISSUES NEW CATALOGUE 

A new, eighty-four page catalogue, completely illus- 
trated and elaborately indexed has been issued by the 
G. J. Aigner Company, 503 South Jefferson street, Chi- 
cago, and is now available for dealers on request. 

The new book, which completely described the Aig- 
ner products and the Aigner service, is unique in that 
its tabbing is an excellent advertisement for the com- 
pany’s line of tabs. The tabs attached to the book for 
reference purposes include the navy blue leather tab 
with shield, the Aico grip tabular edge insertable tab 
with shield, the red leather tab with shield, and the 
Aicoloid tab with celluloid blue line. 

Under products the following items are listed in the 
catalogue; loose leaf binders, blank index tabbing, cat- 
alogue covers, desk pads, file guides, gummed cloth, in- 
dexes, index shields, special indexes, index tabs, law 
book labels, name labels, number labels and tabular 
edge tabbing. 

Under service is listed celluloiding, drilling, emboss- 
ing, finishing, gold stamping, eyeletting, index cutting, 
perforating, punching, reinforcing, round cornering, 
stripping, tab cutting and wire stitching. 





Resourcefulness Makes a Snappy Window Display.—Here is a 
clever window of the Davenport District office of L. C. Smith 
& Corona Typewriters, Inc., featuring the Corona animal key- 
board. Representative Dewick borrowed the major domo 
from a nearby store and purchased the animals at a local “five 
& ten.” 
niceties 
PAGE OPENS IN NEW OKLAHOMA CITY QUARTERS 

Clarence E. Page, Inc., Office Supplies, formerly lo- 
cated at 224 West First street, Oklahoma City, Okla., is 
now doing business from spacious new quarters at 111 
West First street, in the Skirvin Hotel Annex. This 
building, though erected several years ago, is just now 
being completed for occupancy. 

Floor space for general office supplies is three times 
greater than at the old location, with a roomy base- 
ment in addition. Part of the basement will be occu- 
pied by the print shop, for which latest new equip- 
ment is now being installed. The rest of the basement 
is to be given to the showing of complete office sets, in 
wood, steel, and the new chromium tubing. 

Dorsey H. Douglas, store manager, is superintending 
operations and store arrangement. 

When fully settled and the building has been com- 
pletely finished, Page plans a “grand opening.”—ATW 

sccaciaiedilllineie 
MENU CABINETS USED BY PUBLISHER 

The DuPont Magazine, published by the E. I. Du 
Pont de Nemours & Company, Inc., mentioned that the 
American Home Magazine sells “Menu Maker” file for 
recipes. For clipped recipes envelopes of “Cellophane” 
are provided to protect against soilage and tearing. 
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and attractive in appearance. 


those of your personal file. 


low priced files. 





A NEW Transfer File 


of Steeland Wood . . . in the Price 
Class of Corrugated Cardboard 





Here at last is the ideal transfer file that fills the long wanted 
demand for a practical, efficient, low cost filing of records. 
They are made of substantial materials—wood, steel and fiber- 
board, fabricated to give years of service, yet are very neat 


attr Interlocking is easy and positive, 
permitting them to be stacked ceiling high. 
supports the drawer so that it will always slide as readily as 


__A test will convince you of the superiority of Add-A-Unit 
files. Before ordering your transfer files, investigate these fine, 


Made in All Popular Sizes 


Hedges Mfg. Company 
2700 Wentworth Ave. 


The framework 


Chicago, Ill. 











PENNANTS 


FOR YOUR CUSTOMERS 








THIS PENNANT PLAN IS A 
WORLD BEATER 
FOR AUTOPOINT DEALERS! 








F you haven’t started this 

business-building free pen- 
nant plan in your store... 
don’t lose any more time. Deal- 
ers have been amazed at the 
way it’s boosting sales and in- 
creasing their profits. Set of 10 
full-color College Pennants in 
glassine envelope given to each 
customer buying an Autopoint 
or Realite Pencil. 70 pennants 
in all. Many people are col- 
lecting full sets! This plan is 
the perfect selling-ally for Auto- 
point quality! Autopoints are 
better, in looks, writing ease, 
durability! Exclusive Grip-Tip 
to keep leads from wobbling, 
slipping, breaking. 19 other 
features. 


We Furnish Displays! 


We'll give you display pen- 
nants, a smash window dis- 
play, counter cards... every- 
thing to put the Pennant Plan 





over BIG in your bs 
store. Order your 
pencils and pennants now. 





We recommend this 
fast-selling assortment 


No. 4P) 
36 No. 90B (25c list) Realites 
24 No. 92B  (25c list) Realites 


24 No. S-76 (60c list) Autopoints 


6 No. 48 Soc 734 Autopoints 
36 Tubes 10c list Medium 
Black (24) Leads 
12 Boxes (10c list) Standard 
(4) Erasers 


90 Sets of Pennants net to you, 4c 
set. Regular 20c retail value. 
OTAL LIST PRICE $41.10 


Write for Discount 


eW Better Pencil 


AUTOPOINT COMPANY, Dept. 0A-12 
1801 Foster Avenue, Chicago, Ill. 









St. Johns Office Table No. 24 





Northern Gray Elm. Golden 
Finish. Top, %" thick. Legs, 
2%" square. 6 Sizes: 24x36, 
27x42, 27x48, 27x54, 27x60, 
and 30x72. Shipped K. D.: 
Packed two of one top size in 
crate. 












Here’s a Typical 


OFFICE TABLE 


From the Line That 
Gives You More Profit... 


... ST. JOHNS! 











Here at St. Johns, largest table factory in the world, 
we've been making America’s favorite office tables since 
the year 1868! No wonder we know how to build in the 
extra values that mean more sales and more profit for 
you! Standard range of office colors; golden, mahogany 
or walnut; range of sizes from 24x36 to 34x72; dove- 
tailed drawers with 3-ply bottoms in all tables. Write 
today for catalog and prices. 


ST. JOHNS TABLE COMPANY 
CADILLAC, MICHIGAN 





7o Get Best Results from This 


CARBON 
use 








The 
Pay-off 





Business “‘pays off’? on re- 
sults—not alibis—only _ re- 
sults count. 


If you concentrate on 
“Queen”? Ribbons and Car- 
bons you are sure to be there 
at the “‘pay off’’—they give 
results. Try them. 


QUEEN RIBBON & CARBON CO., Inc. 
360 Furman St. Brooklyn, N. Y. 


Manufacturers of a complete line. Inked ribbons for a 
variety of purposes. Carbon in rolls for every need. 














134 





BETTER . . . because the Tubular Edge gives 
it additional STRENGTH .. . . because it offers 
many exclusive advantages . . . the. Tubular 
Edge of AICO GRIP TABBING forms a finger 
grip . . . makes it easier to insert titles. . . . 
Inserts do not slide nor slip out . . . and the 
tubular construction resists wear. . . . 


All these selling advantages make it more profit- 


able for stationers. Write us for full details on 
the popular AICO GRIP TUBULAR EDGE 


TABBING. 


‘G-J-AIGNER:CO- 


CHICAGO, ILLINOIS 


prooucts AICO SERvicte 


~ 











EL-TEN Stapler 





List Price $3.50 including 1000 staples. A 
well designed, sturdily built, high grade hand model wire 
stapling machine, using standard ‘4 inch crown wire 
staples frozen together in strips. 


This NEW EL-TEN STAPLER is built 
for your customers in the office, store, 
factory, school and home. Descriptive 
Folders which can be sent to those 
customers will be furnished free of 
charge. Order your folders now, along 


with a few EL-TEN STAPLERS. 


Manufactured Exclusively by 


Bump Paper Fastener Company 


LA CROSSE, WISCONSIN, U. S. A. 














OFFICE APPLIANCES 


CROWN 


Typewriter Ribbons and Carbon Papers 











. QS ef 
i* : = 


Whether a consumer, a dealer or a dis- 
tributor, the Crown line should meet your 
every requirement. Its wide variety of 
weights and finishes of carbon and the ex- 
cellence of the fabric and inks, which readily 
adapt themselves to the various typewriter 
ribbon needs, enable you to provide and 
maintain satisfactory service. 


Write today for full details covering our 
profit-yielding proposition. 


The Crown Ribbon & Carbon Mfg. Co. 
782-790 St. Paul St. ROCHESTER, N. Y. 





Good Impressions for More Than a Quarter Century 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source ot 
useful ideas. 


The journal contains 
thoughts that many identi- 
fied with office equipment 
can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 
$5.00. 


The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Il. 
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(Frankfort Office Equipment Show—Continued from 
page 48) 


horizontally like printed type. Gothic letters for type- 
writers have been ordered officially to be used in all 
state and communal offices. This typewriter spaces 
automatically at three different intervals—typified by 
7, oe 

Astra-Werke A. G., Chemnitz, showed its ten key 
adding machine with thirty-six accumulators. Mer- 
cedes Biiromaschinen-Werke, Zella-Mehlis, showed the 
sole German electrical typewriter said to have been 
developed up to the highest efficiency. Torpedo-Werke 
A. G., Frankfurt a. Main, showed the newly perfected 
paper feed for bookkeeping use in connection with the 
Torpedo standard typewriter. 

The German manufacture of adding typewriters is 
progressing. Besides the standard models some port- 
ables are put on the market. Wanderer-Werke have 
put a new machine on the market, No. 8, sold at 
360 RM., which has several features of importance. 

Mauser-Werke A. G., Oberndorf, one of the newer 
manufacturers, has put on the market a portable ten- 
key adding machine with carriage fitted for book- 
keeping work. Rheinische Metallwarenfabrik, Som- 
merda, showed its perfected accounting machine. This 
is said to be the latest word in accounting machines. 
The new typewriter with a new keyboard arrangement, 
showing right and left hand thumb button spacer, is 
an innovation in typewriter manufacture. 

Rotaprint A. G., Berlin, showed a new model of its 
well known duplicating machines in a small printing 
size, also for postcards, etc. This is the company’s 
“Liliput” machine, contrasted to its mammoth print- 
ing and duplicating machine, with the keenest im- 
provements. 

Quite novel was the newly constructed stamp can- 
celling machine, manufactured by the Nationale Tele- 
fon-und Telegraphenwerke, G. m. b. H. Frankfurt a. 
Main. This device cancels the stamps, putting the date 
on them, and counting the stamps used at the same 
time the canceling was done. 

Edler & Krische, Hanover, manufacture a new type 
of visible filing sytem, to be combined with a mani- 
folding bookkeeping system. One corner of the cards 
is cut oblique, for indexing purposes. The bottom of 
the drawer is corrugated to keep the cards in align- 
ment. 

Clemens Miiller, A. G., Dresden, manufacturer of the 
“Urania” typewriter, displayed a new portable which 
has the same segment with typebars as the standard 
machine. The claim is made that this gives the type- 
writer a strong working efficiency. Stapling machines 
and staples, the “Bukama,” were exhibited by O. Hoppe 
& Company, Nachf., Leipzig —ERB 

The Europa Schreibmaschinen A. G., Erfurt, had a 
comprehensive display of typewriters, emphasizing the 
“Olympia Tico,” a typewriter mounted in a cabinet to 
hush operating noises. The cover is controlled by a 
treadle, which raises the cover for access to the type- 
writer when changing paper, etc. This equipment in- 
cludes a tier of trays at the left for typewriter paper, 
billing and other forms. The company has a series of 
typewriters of a variety of platen lengths. Other de- 
vices shown by Europa include a postal mailing ma- 
chine, a bookkeeping machine with cross tabulator; a 
duplicating machine, and the Olympia “Plurotyp” for 
duplicating from wax or metal stencils. There were 
also shown three portable typewriters, including one 
model with tabulator. 












































DEALERS and SALESMEN :— 


Write for Booklet “Vari-typer and the Sales- 
man,” if you are interested in selling an office 
appliance which meets a new need and is sold 
on the saving in dollars the machine makes pos- 
sible. 


RALPH C. COXHEAD CORPORATION 
17 Park Place New York City 


250 STYLES OF TYPE — NEARLY ALL LANGUAGES, 
INSTANTLY INTERCHANGEABLE ON ONE VARI-TYPER 
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DIRECT FROM 
FACTORY TO YOU: 


It's a genuine factory rebuilt that 
comes to you in original factory 
crating, when you buy a 


REGAL ‘resuir ROYAL 
with the latest exclusive Royal im- 
provements—Shift Freedom, 

Touch Control, non-glare key- 
board, comfort keys and large pla- 
ten knob. 


Dealers, this is a real 
proposition. Get the Regal 
Precision Rebuilt Royal 
merchandising Plan today 


REGAL 


TYPEWRITER CO.., Inc. 
75 VARICK ST 
NEW YORK, U.S. A. 




















CABLE REGALTYPE 











HARTER 


Posture Chairs 





Instant... 
or Bolts . . . Comfortable . . . Durable. 
for every seated worker. 


Easy Adjustment . . . No Loose Nuts 


A model 





WRITE FOR CATALOG—IT’S FREE 





THE HARTER CORPORATION 
STURGIS, MICHIGAN 














OFFICE APPLIANCES 








MARKING DEVICE $ 





Chicago, l.—Burglars entered the building occupied by the Time & 
Energy Company at 34 South Wells street, November 16 and battered 
open the safe 

Chicago, tt!.-The American Name Plate & Manufacturing Company, 
920 South Tripp avenue, has been chartered; capital stock, 150 shares 
par value; incorporators—George Tracy Bunker, Jr Cariton H. Johns; 
Rudolph F. Bostelman.—The American Name Plate & Manufacturing Com- 
pany has changed its name to J. B. Lawrence & Company 


New York, N. Y The Stamp & Stationery Service has leased the store 
at 29 West Thirty-second street 

Tulsa, Okla.—The Prompt Printing Company, 120 East Third street, has 
installed equipment for making rubber stamps. Accessories and supplies 
ire carried 








TVPEWRIFER S 


Slight damage by fire was done to the repair shop of the 
November 13 





Atlanta, Ga. 
American Writing Machine Company 


Benton Harbor, Mich.—-The Super Sales Company has opened at 117 
West Main street, handling typewriters and office supplies. P. F. Coy 
kendall and F. L. and J. E. Richardson are operating this business 

Chehalis, Wash.—-Roy W. Short has opened a new typewriter and busi- 


ness machine business with a well equipped repair department 
Chicago, tl1.—-C. G. Tidd is covering a group of midwestern states for 
the Ames Supply Company. 


Chicago, tti._-A burglary November 17 at Wells and Monroe streets, in 


volved Typewriter Service and Exchange at 208 West Monroe street A 
desk was broken open and cash taken 

Chicago, ill.-F. A. W. Ivick had been added to the local sales staff 
of the L. C. Smith & Corona Typewriters, Inc., by A. H. Foxcroft He 


his energies to government and school business 
Paul Jones, manager here for the Royal Typewriter Com- 
These include Lloyd George Rob- 


devoted 
Chicago, Hil. 


pany, Inc., has added several salesmen 
erts and W. D. Moore, covering loop territories. Mr. Roberts is the son 
of John Roberts, one of the veteran producers of the Royal staff 
Columbus, Ohio.—-C. I. Whitmer, owner of the Typewriter Exchange, 
has purchased the stock and store equipment of The E. D. Cutton Com- 
pany 
Dubuque, lowa.—-The White Bear Typewriter Exchange has moved te 
965 Main street. In addition to typewriters, the exchange handles office 


furniture, adding machines, Schwab safes and addressing machines 


Evanston, Ill._-Chandler’s has been appointed Evanston representative 
of the Royal Typewriter Company, Inc J. J. Konrath, manager of the 
Chandler typewriter department, is handling Royal sales 

Oklahoma City, Oklia.—The Typewriter Sales Company and the Gill- 


Roberts Typewriter Exchange have been consolidated at 222 North Harvey 
street, operating as the Typewriter Sales Company 


San Francisco, Calif.—Earl W. White, manager of the San Francisco 
branch of the Ames Supply Company, states that notwithstanding the 
fact that an unusual number of new machines have been sold, the sale 
of repairs and accessories has been the largest in the history of the 


branch 


San Francisco, Calif. Business Show of Progress’’ 


The manager of the 


to be held at the Palace Hotel, Dec. 3-7, reports that the display space 
taken is double that of last year, so a big time is promised Some of 
the newer features from the New York show are being transferred here, 


and some still newer will be exhibited here for the first time 

San Francisco, Calif.—There is considerable complaint in San Fran- 
cisco that department stores managed by ‘“‘honorable citizens,’’ looming 
large in civic affairs, and swinging great ‘‘Fair Trade’’ signs, should be 
offering typewriters at little above the cost to the regular dealers. They 
feel that the manufacturers are under moral if not legal obligation to 
come under the California Fair Trade Act, and protect those who have 
done much to help build the business, and whose livelihood depends on it. 

San Francisco, Calif.—The local typewriter dealers met in luncheon 
session in November to receive communications from the Chicago asso 
ciation and from the local Retail Merchants Association. These relate to 
desired action to remedy the price situation, and it is understood that 
manufacturers will be asked to coéperate. In other lines in San Fran- 
eisco manufacturers have coéperated with very definite benefit to all parties 
‘oncerned. Even the price gougers are better off 

Seattle, Wash.—President J. C. J. Martin of the Seattle Typewriter 
Association has appointed a committee of four to investigate and present 
plans for remedying the price situation precipitated by the pawn brokers. 
The committee consists of lt G. Moore of the Adding & Typewriter Ex 
Har- 


change ; Don Johnson of the Washington Typewriter Company ; H. O 
vey of the Wholesale Typewriter Company; and E. W. Grundin of the 
E. W. Hall Company 


Inc., has been chartered ; 


Youngstown, Ohio.—The Typewriter Shoppe, 
Reeves, Florence Reeves, 


capital stock, $2,500; incorporators—William W 
Helen Reeves and John Schlarb 


. . 
Italy Allows Drawback on Typewriter Type 
Commerce Reports] October 1, 1935, Italy permitted ‘‘temporary impor- 
tation’’ of several items, including type for typewriters. When the type is 
exported the drawback provisions apply 
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ADDING ACHINES 


Allen, president of Allen Calculators, Inc., visited 
and R. J. Smith, Chicago manager, in 











Chicago, Hi.—R. C 
the factory at Grand Rapids, Mich., 
November 

Jackson, Mich.—The Office Supply House, operated by A. D. Daferner, 
has taken increased The lines include typewriters, Victor adding 
machines, Browne-Morse furniture and National blank books 

Madison, Wis.—An adding machine was stolen November 10 
Madison Welding & Supply Company, 9 North Ingersoll street 


OTHER MACHINE 'S 


Moines, lowa.—The Automatic Duplicator Company, manufacturer 
‘Mastergraph’’ duplicator, has moved to 807 Walnut street 

Frank Wolter, 1046 South Olive street, is now mak- 
territory and the mountain districts with the 
which he recently took for distribution. He 


space 


from the 











Des 
of the 
Los Angeles, Calif. 
ing the Pacific Northwest 
Speed-O-Print duplicators, 
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ELIMINATES POSTAGE WASTE 


Improved 
Triner No. 9-T 
meets postal 
tolerance of 
ONLY FIVE 
GRAINS 











Increased 
Markets 





Capacity 
9 oz. x lf Oz. 


Never before were the post-office requirements so exact- 
ing. With a tolerance of only five grains now permitted 
many business concerns are wasting money in over-post- 
age because ordinary scales cannot indicate a five-grain 
variation and thousands of scales now in use are inade- 
quate. Your market for Triners is thereby greatly in- 
creased. 


Triner refinements make this close-weighing accuracy 
possible. Permanent balance, special alloyed steel pivots, 
perfect alignment and operation of moving parts, to- 
gether with sturdy, high-grade construction, insure de- 
pendable and lasting service. Capacities nine ounces to 
four pounds in various models, with computing charts 
on those of one pound and over. 


Send for detailed description and prices 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, linois 














Lockers are selling right now! 
of this business with 


You can get your share 
A-S-E Lockers that have the twin 
4-S-E Lockers 


meet every locker need for of- 


sales advantages of quality and price. 


fices, industrial plants, clubs, 
schools, gymnasiums, etc. Each 
detail of construction is planned 
for long life, safety and con- 
venience. No other locker has 


the 


knuckle-smooth 


sagproof, 


This 


tamperproof, 
hinge. 


gauge door, extra heavy frame, 
and special lacquer finish over 
the baked enamel make for ex- 


tra value. Write today for cata- 





log C-29. We give you a com- 

plete line with special features 

at prices that make selling 

, : . easy. You can make money 

Double Tier A-S-E Single Tiler A-S-E \ } ' 4-S-E li Writ 
. » A-S-E line. 

Lockers croup of Lockers group of with the e rite 

four two today. 


ALL-STEEL-EQUIP COMPANY 
INCORPORATED 


602 JOHN STREET ILL 


AURORA 








and other features such as 16- | 
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The visitor's chair requires 
the best of leather 


For two excellent reasons: (1) In most business offices it receives fre 
quent and varying use; (2) high-grade leather always looks its 
superior quality, creates a favorable impression among users and sus- 
tains good will toward the office furniture dealer who supplied it 
Depend upon Eagle-Ottawa leather for satisfactory service. Specify 
it on every order 


We will gladly send you sample leathers and 
necessary information about grades and finishes. 


EAGLE-OTTAWA LEATHER CO. 
GRAND HAVEN MICHIGAN 


Salesrooms : 
New York 2 Park Avenue San Francisco 569 Howard St. 
Chicago 912 W. Washington Bivd. Los Angeles. .1012 Broadway Place 
St. Louis 1602 Locust St. Portiand. .1238 N. W. Glisan St. 
High Point, N. C. P. 0. Box 386 








CARBONS and RIBBONS | 


Will be found economical for the reason 
they possess DURABILITY resulting in 


maximum wear and longer life. 


This is just one of the reasons why the 
Dealer should carry the BUCKI LINE. 
Other reasons lie in the Buckeye Merchandis- 
ing Plan which will be explained upon re- 


quest. 


™ Buckeye Ribbon & Carbon Co. 


1458-1468 East 55th Se. Cleveland, Ohio 





A copy of the Buckeye Booklet awaits your request. 
Dealers have found it indispensable. 


ae 
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L. M. BICKETT 


Patent 
Pending COMPANY 
Watertown, Wis. 
U.S.A. 


The only purpose of 


Respirator Cushions 
is to provide complete 


SAT -isfaction 


If you wish to SAT-.-isty your 
customers then we sug- 
gest you sell them a 


Respirator Cushion 















OFFICE APPLIANCES 





MEILINK 


Safe 
Drawer 


FOR 
LOW 
COST 
FIRE 
PROTECTION 


Even the small office can now afford a Meilink Safe 
Drawer for protecting important correspondence, ledger 
account sheets and other valuable records. 
Built with double steel walls and Thermo-Cel insulation 
... Furnace tested and certified for the One Hour 
Standard Furnace Heat Test . . . Heavy roller bottom 
slide drawer suspension assures easy operation .. . 
Sections stack to any desired height . . . Modernistic 
black crystalline finish with chromium hardware . . . 
Backed by Meilink Guarantee. 

Write for full information. 


MEILINK STEEL SAFE CO., Toledo, Ohio 














A COMPLETE LINE 
Correct in Design 
Honestly Built 
At the Right Price 






Glad to send catalog 


Jasper Seating Co. 


JASPER, INDIANA 


CHICAGO: L. H. Farber 
529 S. Wabash Ave. 
Telephone WEBster 3217 


NEW YORK: 
Office Furniture Warehouse 
573 Broadway 











Lamp illustrated is 
No. 506. 
Antique Brass 
Statuary Bronze 
Black and Chrome 


Finishes: 


Indirect bulb is supplied 
with lamp. 


(Christmas Trade 


Let us supply your lamp requirements for the 
holidays. Calvert Lamps make ideal gifts to the 
student or business man, one that will be ap- 


preciated. 


This is the line that features indirect lighting 
for offices. A circular showing all numbers will 


be sent on request. 


The Calvert Lamp Company 
300 E. FEDERAL ST. BALTIMORE, MD. 
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is no novice in this, as he was formerly with the Ditto and also with the 
Heyer. 

New York, N. Y.—The Allied Addressing Machine Company has leased 
space at 26 East Twenty-second street 

New York, N. Y.—The Offset Duplicator Corporation has been char 
tered to deal in office machinery ; capital stock, 200 shares no par value 
incorporators——Wm. Wolfson, 1599 Union street, Brooklyr David Wolf- 
son, Ives Court, Far Rockaway Leonard M. Schnissel, 551 Fifth avenue, 
New York Jos. Siegel, charter representative, 551 Fifth avenue 

Philadelphia, Penna.—S. L. Mershon, district manager for the Elliott 
Addressing Machine Company, celebrated twenty years in the local service 
November 15 

San Francisco, 


Calif.—The Frank E. Wilber Company, office equip 


ment dealer, 595 Market stre¢ has represented the Standard Mailing 
Machines Company of Everett, Mass., since 1926, and reports that it is 
having excellent success with the ‘‘New Process Duplicator,’’ and that 


the present year as a whole has very much improved on several years past 








FURNITURE 


Benton Harbor, Mich.—Th« Sales Company has purchased the 
entire stock of the Calhoun Office Supply Company rhe former business 
handles furniture, typewriters and office supplies 

Columbus, Ohio.—-Branson R. Yochum has joined The Harry L. Mor 
gan Company, 65-69 East Gay street. He has been engaged in the com- 
mercial stationery business here several years 

Jersey City, N. J..-The American Store & Office Equipment Company, 
362 Palisade avenue, has been chartered; Joseph Rosenthal, charter rep 
resentative, 42 Mercer street 

Los Angeles, Calif.—The Modern Office Appliance store at 6617 Pacific 
boulevard, Huntington Park, has been moved to 110 East Seventh street, 
Los Angeles. The proprietor is Kurt Heineman. In charge is Archer W. 





Super 


Wilde, for years with the Grimes-Stassforth Company 

Newark, N. J.—Max Blau & Sons, Inc., has been chartered to deal in 
office equipment ; capital stock, $125,000; Edward Blau, charter representa- 
tive 


New York, N. Y.—Clark & Gibby, Inc., 
20 East Forty-first street 

New York, N. Y.—Ben Weinkrantz & Company 
moved to 15 West Fourth street 

New York, N. Y¥.—-The Abbey Office Furniture & Equipment Company, 
Inc., has been chartered; capital stock, $500; Irving Burton, charter 
representative, 60 East Forty-second street 

Philadelphia, Penna.—The American Bank Equipment Company, 5737 
Vine street, has been registered as a commercial title in the common pleas 
court by Louis Orlando, 5737 Vine street 

San Francisco, Calif.—The traveling salesmen of the Charles R. Barry 
Company met November 6 in San Francisco for a trade conference. Mr 
Barry, recently returned from the East, went over with them the new 
developments in the lines of the Oakville Company, and also of The Victor 
Safe and Equipment Company. The salesmen are Leland C. Adams, Ar 
thur 0. Carlson, and Mahlon Johnson. They are again on their way to 
visit the trade in their respective territories 

San Francisco, Calif.-Frank E. Wilber, head of the office equipment 
company that bears his name, is confined to a hospital As he is one 
of the widely known and favorably known members of the western trade, 
there will be many pleased to learn that his operation has been entirely 
successful, and that he is fast regaining strength. The operation was to 
remedy a trouble from which he had suffered for more than a year, so 
that he had declined in weight from over 190 to 130 pounds. Since going 
to the hospital he has regained eighteen pounds 

Toledo, Ohio—The Wolfert Office Equipment Company has moved to 
325 Erie street, to obtain increased space 


has moved the uptown store to 


paper products, has 








STATION E R F 


Battle Creek, Mich.—Dean A. Hall has become 
office and business supply house He had been formerly 
houn Office Supply Company, Benton Harbor 

Brookline, Mass.—-The ‘‘Samecogram,’’ issued by the Sameco Company, 
Inc., 104 Denton street, received favorable comment from Postage and the 
Mailbag in October 

El Paso, Tex.—-The Jos. H 
Mesa avenue 

Indianapolis, Ind.--The George F. Cram Company has moved its plant 
to 730 East Washington street, in the Cole Motor Car building 

Kitchener, Ont., Canada.—Ontario Office Outfitters, Ltd., has been estab- 
lished by S. H. Wright at 58 Queen street, South. He had been formerly 
with Jaimet & Company, of this city 

New York, N. Y.—Tower Brothers Stationery Company, Inc., has leased 
a floor at 53 West Twenty-third street 

New York, N. Y.—Emil E. Gotteher, stationer and printer, has moved 
from 236 West Fifty-fifth street to 222 East Seventh street 

New York, N. ¥Y.—The Tri-Boro Printing Company, Inc., has been char- 
tered ; capital stock 100 shares no par value; incorporators—A. Limate, 
215 East 115th street; A. Spagnuele, 209 East 116th street; F. DeSimone, 
2273 Second avenue—dZichelle & Catenaccid, charter representatives, 149 
East 116th street 

Oklahoma City, Okla.—Mike Bryan, operating a stationery store at 
224 West Second street, has taken space adjoining at 226 West State street 

Olympia, Wash.—Capital Stationers, Inc., has been chartered to con- 
duct a general stationery business; capital stock, $20,000; incorporators— 
P. F. Coggswell, T. J. and Lucille Lofgren 

Philadelphia, Penna.—-The Penn Stationery & Printing Company, 145 
North Seventh street, has been registered in the common pleas court as 
1 commercial title by Victor Lipson, 4812 North Broad street 

San Francisco, Calif.——-R. Lee Smith is now with A. L 
in the Rialto building He takes the place of Leonard 8S 
resigned 

Seattle, Wash.—-The Seattle Office Supply Company has been chartered 
to manufacture office and school supplies; incorporators—James W. Tague, 
Chris C. Wilkins, Alvin K. Holmes and Harrison Sanford 

Worcester, Mass.—The General Office Supply Company has been char 
tered to deal in office fixtures; capital stock, 100 shares no par value; 
incorporators Herbert Zarling Sydney M. Glick and Arthur 8S. Lewis 





manager of Gage’s, 
with the Cal 


Crofts Company has moved to 228 North 


Jones, Inc., 
Gustafson, 








IF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 





NEW YORK STOCK 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N. Y. 











ALL last-minute Christmas 
orders for Globes delivered 
ON TIME! 


Telephone, wire or write in your last-minute Christ- 
mas orders for Globes. We are specially equipped to 
ship the same day order is received. This year 
Globes of the World are on many shoppers’ lists. 
Don’t pass up this profitable business. 


Order the numbers illustrated or refer to our Globe 


Catalog. Address Dept. G-1248 








No, 24-21-12" 
Retails at $4.25 


No, 34-6’ 


No, 53-8" 
Retails at $8.00 Retails at $1.50 























WEBER COSTELLO CO. 


MANSELFACIOULLIES . 2 Peace Pieces, 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 








TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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PAPER 
DRILL 


TWIRLI 


ivy 





Model No. 100—Price $2.50 


Does jobs that a punch can’t do 


Drills a clean, neat hole through 4 
inch of paper at a time. A great con- 
venience in binding and filing. Han- 
dles many thick for a 
punch.Saves time, trouble and money. 
interchangeable 


papers too 


Three models and 
drill heads provide sizes and adjust- 
ments for every office need. Hand- 
somely finished in olive green with 
nickel trimmings. Individually boxed, 


3 Sizes 


prices from 





at 
$2.50 to $10.75 
on 


Catalog request. 


MITCHELL BINDER COMPANY 


Hagerstown, Md. 
CN OG NE ccc 
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RIBBONS AND CARBONS 





Ribbon & 
Harry E 


Phillips 


Chicago, ttl.—J. A. Nance, manager here for the 
salesmen 


Carbon Company, Inc., has added two experienced 
Wendt and Bernard Williams. 
Kansas City, Mo.—Herndon H. Smith, of the Smith 
Company, has leased the store at 1011 McGee street 
San Francisco, Calif.—Ira Cole, vice president and sales manager for 


Ribbon & Carbon 


Mittag & Volger Inc., Park Ridge, N was guest speaker for the 
Carbon and Ribbon Dealers Association of Northern California. Mr. Cole 
has already visited San Diego and Los Angeles, and returns by way of 


the Panama Canal. 








BUSINESS OPPORTUNITIES 





Important to Manufacturers 


llowing detailed inquiries, 
APPLIANCES, are tangible 


Wanted Here at Home 


Catalogues for Eastern Business—Straley’s Office Service & General 
Business Accessories, 320 East Miller street, Elmira, N. Y., wishes to hear 
from manufacturers of office equipment, supplies and machine parts. This 
business was established recently. It features a typewriter service depart- 
ment, and specializes in the sale of commercial stationery and office sup- 
plies Mr. Straley plans to expand to include general lines of office 
appliances and machines, shipping room supplies, special and standard- 
ized printing, advertising specialties, and a complete line of paper prod- 
Manufacturers interested are invited to correspond 
The Wadsworth Press, L. J 


from readers of OFFice 


opportunities 


recewwed direct 
business 


The f 


ucts 


Printer Adding Office Supplies Wadsworth, 


1825 Pearl street, Jacksonville, Fla., is planning to add office supplies to 
its established printing business Manufacturers are invited to send cat- 
alogues and any other helpful information to enable Mr. Wadsworth to 


get his new department under way 








PENS AND PENCILS 











Mt. Vernon, N. Y.—-The Reliance Pencil Company has opened a new 
plant here. 
" —————— 
(Exports—Continued from Page 8) 
United States Exports of Writing Instruments—July, 1935 
9301 
Refillable 
pencils 9311 
and refill 9302 Metallic pens, ex 
leads Other pencils cept gol 
Countries Value woz Value Gross Value 
selgium $ 28 seh a al aS 
Denmark 1,824 Th $ 375 
Finland 23 
France OSS 4,032 $ rl 2087 1n4 
Greece oo J 
Lithuania 4 5,628 1,10 
Norway 5.650 61 oo 218 
Spain s4 
Sweden tae 536 112 
Switzerland 672 103 
United Kingdon Is 11,917 1.546 7 5 
Canada & St 7.649 1,685 7 612 
Costa Rica 33 
Guatemala s 2.029 241 24 16 
Honduras i 1,090 i1 5 4 
Nicaragua 180 19 
Panama 78 2.292 412 “2 407 
Salvador 141 
Mexico 2,742 1,416 1,383 1,184 
Newfoundland and 
Labrador 3 1,698 2) 2 22 
sSermucda ll 6 
Jamaica 1,218 257 2 
Trinidad and Tobago 60 28 
Cuba 416 49,502 10,403 452 2,01 
Dominican Republic 247 11,087 1,006 
Netherland West Indies 60 36 20 13 
Arge na 1,479 
Bolivia 7 193 
Brazil 15 
Chile 48 4 618 aD) on 
Colombia 5 8.610 1,067 4 976 
Ecuador 1,080 7 
Paraguay 12 ) 
Peru 29 1,111 282 l 7 
Uruguay 15 ’ . 
Venezuela 18 4.140 410 s21 200 
British India 63 15,660 674 
British Malaya 52 41.320 525 
China 71 14,551 4,808 2.25 1,631 
Netherland India 12 24 8 11 +) 
Hone Kong 6.000 i845 
Japan 6,120 2,445 
Palest me ” 1 ae) 87 
Philippine Islands 17 9,398 1,738 1,001 178 
Siam oe om 254 
Turkey 114 180 16 
Other Asia 1) 
Australia : 71 1,884 244 
New Zealand an 14,122 R45 
Union of South Africa.. 712 169 1,507 18 201 
(ther British South 
Africa 168 22 
Mozambique eoo on 
Canery Islands i 
Total $19,161 215,306 $56,425 16,076 $9,031 
Shipments t« 
Hawali $ 734 30,027 $ 6,310 171 $ 127 
Puerto Rico 210 77,628 6,662 2 97 
Virgin Islands 540 55 6 6 














DECEMBER 


BRIGHT IDEAS 


IN LEATHER FURNITURE 


Characteristic of all BRIGHT crea- 
tions is that evidence of finesse only 
true craftsmen obtain. Here the 
buyer of leather office furniture 
finds an expression of originality so 


desired. No. 30-C Re- % 


volving chair 
to match. 


Every BRIGHT number is a real 


value—quality attractively priced. Solid Walnut 

Every dealer can make more money my ng _ rs 
° a 1 42 

selling them. You try it! Depth 30° 


BRIGHT CHAIR CO. Inc., 
127-133 BLEECKER ST. 
NEW YORK, N. Y. 


Our profusely illus- 
trated catalog will 
be sent to every in- 
quiring office furni- 
ture dealer. Write 
for it now. Your 
first order will con- 
vince you. 









Si Sa Ss St Sib Se Se Se Se Ss SB Se SS SS Sa 
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Re 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(OU. &. Patent 1.788.698. Canadian Patent 334.059. Other patents pending) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in an 
desired shape. (No soft stampings used whatesover) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 

und bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 


107 Nerth Franklin Street Syracuse, New York 





















THE 
COMPLETE LINE 
OF OFFICE 
EQUIPMENT 
IN STEEL 


Aad 


SCO Card Cabinets come in stock 
units with capacity ranging from 300 
to 300,000 cards. 
Everyone who enters your store is a 
ee for these ASCO products em- 
acing the widest assortment of stock sizes 
to meet all regular filing and storage re- 
uirements. Items like these are always in 
emand. 
But you can't sell them if you haven't them 
in stock. And your customers may not 
remember if you do not keep them well 
displayed. 
Is your stock of ASCO Card Cabinets com- 
plete? If not, order today. Don't miss that 
sale tomorrow. 
Have you our new catalogue No. 18? 


ART STEEL CO., Inc. 


300E.145thSt., 
NEW YORK, 
N. Fo 











2 AAS A TT 
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OFFICE 





METALSTAND 


sales are increasing due to our ex- 
clusive durable interlocking con- 
struction. 
Walnut, Mahogany, Oak and Green 
in 14x17, at 
LOW PRICE 
to retail at $5.00 
Larger stands 17x24 slightly higher. 
At our reduced prices Metalstand 


ONE 


Shipped kK. D. subject 
to dealer 
Send us your order. 


Metalstand 
Company 


*s approval. 





will become one of 
moving items. 





Note how legs in- 
terlock with top of 
frame and base 
bracket. 





or right. 





your 


Side leaves can be attached to left 


fastest 


135 North 22d Street 
PHILADELPHIA, PA. 








IMPROVED 


> S(ARLD 


STENCILS 


stencils that are 





DRY 


Dealers 





interested in supplying their trade with 
Non-filling of type, 
Characters do not cut out, 
Free from pinholes, 
Perfect fitting on machine, 
Extra good for stylus, 
Perfection in printing. 
Write 
SOUTHERN CARBON & RIBBON CO. 
Sth Floor Moore Bidg. 
FORT WORTH, 


FAULTLESS 
CASTERS 


Now Packaged for More Profit 


Sturdy 
cellent performance and a 
market make Faultless « 
number for dealers in static nery 
ind office lines An 


attractive 


on your letter-head 


TEXAS 















high-grade construction ex 
receptive 
asters a desirable 










Faultioss 
Chair 
Gide 


new pric kage simpli 


snd increases unit No. 2479 


ties selling 
sale and profit (Clom- 
plete 


req sest 


FAULTLESS CASTER CORPORATION 
EVANSVILLE, INDIANA 


Ball Bearing 
Oftice Chalr 
Caster 


information upon 





Graffco 
The economy clip that can be 
V | E used over and over again. 
S 4 Durable, non-rusting spring 
steel construction. Only Vise 
Cc LI Y Clips have the famous two- 
A PS point grip that holds papers 


from slipping in any direction. 
Three sizes, to hold from 2 to 60 
papers. A popular member of 
the Graffco family of time- 
saving office devices. Write for 
details. 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave., Cambridge, Mass. 














Dip-No-More e™ omESTION POR PAPER 
e at mt te sien art 


the vial style 9 mam tans! dane 
Fon c eevee 
for ink Wasa te se Pens oe _ “2. 
» ©) clnen dame 
erasing _ create. 


Dip 
Drip 
Delay 


Ink spots removed from paper or white 


lothing at a touch 
Serves better sells more 
and details to Stationers 


H. A. Ink Eradicator Company 
1707 Zerega Ave., New York, N. Y. 
Cable: Eradicator 


ROOTCO 


Stencil Duplicator Ink 


stencil 





and more. Prices 








There’s big business in 
duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO—the one dupli- 
cating ink that GIVES FIRST- 
CLASS RESULTS on both open and 
closed drum types of machines. 
A dense black, distributes uni- 
Samples and prices to 





= 
i 





formly. 
dealers. 


H. D. ROOSEN CO. 


Brooklyn, N. Y. Chicago 


tet 


| 
Factory: foot 20th St. 609 S. Clark St. 














DO ss 





ene eveneuevgueuene 


= Have You : 
: @ Friend—o, business acquaint- 5 
s ance who might like to keep in touch 3 
i with office equipment by reading : 
; Office Appliances? If so, send us Z 
; the name, address and business and : 
we will send a sample copy with H 

our compliments. 5 

THE OFFICE APPLIANCE COMPANY : 

417 S. DEARBORN STREET, CHICAGO, U. S. A. = 

at 








Heeereue ee eee 
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Countries 
Newfoundland and 

Labrador 
termuda 


Barbados 


Jamaica 

Trinidad and Tobag 
Other British West lr 
Cuba 

Dominican Republ 
Netherland West Ind 
Argentina 

Brazil 

Chile 

Colomb 

Ecuador 

Peru 

Venezuela 

tritish Inia 
British M 

Ceylon 


China 
Netherland nd 
Hong Kong 


Iraq 

Japan 

Palestine 
Philippin Island 
Turke 

Australia 


Union of S h Af 
Other Br h South 
Africa 
Mors 
Tota 
Shipments f 
I Ss 


Virgin Island 


Countric 
Belgium 
Czechoslovakia 
Denmark 
Finland 
France 
Germany 
Greece 
Hungary 
Irish Free State 
Italy 
Malta, G umd ¢ 
Netherlands 
Norway 


Poland and Dan 
Portugal 

spain 

Sweden 
Switzerland 
United Kingd 
Canada 

British Honduras 
Costa Rica 
CGuatema 
Hondura 
Nicaragu 


Newfoundland and 
Labrador 
Bermuda 
Barbados 
Jamaica 
Trinidad and 
Other Britis! 
Indies 
Cuba 
Dominican Republic 





Netherland West Indies 


French West 
Hait tepul 
Argentina 


Indies 


Venezuela 
British India 





Afr 
ith 
Afr 
Canary Islands 
Total 
Shipments fron 
U. 8. t 
Hawail 
Puerto R 


Virgin Island 


ntinued from Page 8) 


6130 
tal Sheet € 
metal Sheet -n 
shelving filing 
and wall not 
bins, nsula 
Value 
13 
H 4 
i 
‘ 
4 
41 
i - 
49 
i 
l 
81 $ 2 1,12 
$ 122 10 
6134 
Bank and 
safety 
deposit 
vaults and 
l equip 
Safe ment 
Valu Value 
: 7 $ 72 
74 
l 
j 
au 
l 
1,607 45 
> S| ) 
24 
17 
827 12,112 
79 
aw 
1.107 675 
l4 
40 
258 
$8,737 $16,57 
1.08 
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"a DORSON 
? JR. 
: Ti St 

viii 
74 . >. 

. Unconditionally 
x4 7 
+} ~ 
20 Guaranteed 
rs 
i4 

4 198 Tront View 

"99 i4 694 
; ana The beautiful chromium fin- 

> ished DORSON JR. is the result 

1,719 of over 23 years’ experience in 
74 building high grade time in- 

; struments, 
— 290 $15,614 Many exclusive features includ- 
ing—40 hour lever clock move- 
$ 84 ment —simple turn of the wheel 

1,811 $ id sets date, month, year, A. M. or 

P. M.-—-special patented stand 
keeps type from ink pad when 
not in use entire movement 
,, 6185 6139 assembled in a shock proof un‘t 

the ffice the 

7 a — oe —cannot shake loose. 
and furni . 

fixt ure ture Send today Sor more informa- a gg yy! y= 4 

, oo onm tion and liberal dealer offer. pad_when not in use. 4 


| =: | DORSON TIME INSTRUMENTS COMPANY 
174 e 605 W. Washington Bivd., Chicago, til. 








84 
234 
2 $ 116 
224 30 


PENCILS 


> ll Write Their 
«|| Own Story 













Made with 
Southern Red 
Cedar in five degrees of 
hardness... by Staedtler. 


—- J. S. STAEDTLER, Inc. 


53-55 WORTH STREET, NEW YORK CITY 





a 
Za 
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U.S. TYPEWRITER RIBBON MEG. Co. 






RIBBONS CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


Sansom at Tenth Street Philadelphia, Penna. 


MASTERGR. {PH SS ° ; > ' 
Ss- Watch Those Profits 


GROW! 


‘* >. >. 

SI Trt pli cil t y! : Model A Such equipment as Calculating Machines, Billing and Book- 
> keeping Machines, and in some instances, certain types of 
Adding Machines yield phenomenal profits. Why not 
diversify your selling? Besides typewriters, you can sell 
many profit producing machines that are listed in Reliable’s 
Wholesale Catalog and, at real bargain prices, too. Send 
for your copy today ... no obligation. 











Automatic Inking 
Automatic Feed 
Inclosed Drum 





Speedy operation and freedom from mechanical troubles are 
attained to a remarkable degree by the Mastergraph Dupli- 
cator. Simple design and small number of parts make it 
popular with users and a profitable trade builder for dealers. 
Three models—all closed drum, automatic inking. 


Send for complete description RELIABLE TYPEWRITER 
THE AUTOMATIC MASTERGRAPH CO. & ADDING MACHINE CORP. 


807 Walnut St., Des Moines, lowa 303 West Monroe St. Chicago, Illinois 











MARKILO Celluloid Products —— 


Loose Leaf Rings | {— 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 


Inside Diameters 
3. “——1.35 Per ‘00 














Open Easily, "—1.50 “ 

Close 1 ew. 

Securely 1 es 
For loose leaf books, binding reports, blueprints, etc. Made of the acetate (slow-burning) cellulose, and embody features 
Write for information 7 5ose Leaf Metals of our own design. Flat type envelopes for ring binders, billfolds, 
om cur Une of... «.. cards, papers, pictures, letters, etc. Bound type for factory-records 


and menu cards. Box type for inserts of thickness. 
The E. W. Gaepenter Mfg. Co. MARKILO CO. MERS. 


936c W. 63rd St. Chicago, U. S. A. 


BACKING SHEETS 


Stencil Manufacturers and Distributors Should 
Write to 




















Efficient and economical. 

Will keep correspond- THE 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 


item for stationers. TECHNY, ILLINOIS 


For Quotations on: BACKING SHEETS, STYLUS 
PENS, LETTERING GUIDES, STENCILSCOPES, 
STENCIL FOLDER BOXES and CUSHION SHEETS 
















Stanley R.Bristow 
24 Central Ave.West Orange.N. J. 
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Coincident with better business conditions, the acceptance and 
sale of HIGGINS’ COLORED DRAWING INKS in art, tech- 
nical and educational fields has shown a gratifying increase. 
Write, NOW . . . for our new price list and color card. These 
should be in the hands of every progressive stationer. Be sure 
you stock the complete line. 


BLACKS (Waterproof 


General, Soluble) 


Carmine Orange Biue Green 
Scarlet Chrome Yellow Blue 
Vermilion L | 
Brick-Red emon Yellow Indigo 
Dark Brown Neutral Tint Violet 
Light Brown EmeraidGreen White 


CHAS. M. HIGGINS & CO.., Inc. 
271 Ninth St. 








DRAWING INKS 
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| iest manner possible 


WHAT DO YOU GIVE THEM? | 


. . . . | 
about sorters for distributing papers in the speed- I 
i] 
| 
| 
| 


We specialize in sorting methods and devices. Our | 
information is yours. It’s the same information 
that is saving thousands of dollars for all kinds of 
businesses—mail order houses, steel companies, ||| 
insurance companies, department stores, banks, | 
government units, ete. Our special 25 division A-Z 
SPEEDO-SORT offer is still open. Write at once. | 
| 


SPEEDO, INC. 

5912 South Kostner Ave. Chicago, Illinois | 
|| 

| 


Brooklyn, N. Y. 













: — ay 
How's your stock of enw ME /, 
Oakville Brass T-Pins? ——=————-q 


The “Convenience Pin” at its \ Pe he 
best. Made of brass GUARAN- \ 
TEED rustproof—nickel plated. a 
Handle-like heads provide casy insertion and easy with- 
drawal. 4 Cannot slip! through; papers. Hard to loose. 7 
sizes.* Packed _100 per box—10 boxes to the carton. Or bulk 
in |2-Ib. boxes. Order with your other Yellow Box Line items. 


OAKVILLE COMPANY 
Division of Scovill Manufacturing Company 
Waterbury Connecticut 
Save time with Yellow Box Line Products 


Pins, clips, fasteners, thumb-tacks, Tak-a-Pins, etc. 








Chicago New York San Francisco 
In Canada—Brown Brothers, Ltd., Toronto 2, Canada 


OAKVILLE 


DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 
Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 


























STENCIL DEALERS! 
Write us for full information about the ENTER- 
PRISE NON-CELLULOSE DRY STENCIL—avail- 
able to you with backing-sheets and boxes IM- 
PRINTED EXCLUSIVELY WITH YOUR IN- 
SIGNIA AT NO EXTRA CHARGE. No need to 
order large quantities. Unsurpassed quality, per- 
formance and uniformity—''The best buy in sten- 


cils.”” 
ENTERPRISE SUPPLIES. Ine. 


East Michigan at Highland 
Indianapolis, Indiana 


Meilicke Systems 
cover computations 
of Payrolls 
Time 
Interest 
Tonnage 
Unit Costs 
Express and 
Freight Charges 
Discount 


Etc. 
End Mistakes—Double Speed with Precalculated, 
Verified Answers 
Meilicke. Systems, Inc. 
3468 No.Clark St. Chicago, Illinois 


























YOUR QUESTIONS | 
| ANSWERED FREE 


— 
_— 











Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 














The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. ::2:323 

































EALERS TELL US THAT IT 
IS ACTUALLY EASIER TO SELL A 
SHEAFFER LIFETIME FEATHER- 
TOUCH PEN AT $10 THAN A $5 OR 
$7.50 PEN OF OTHER MAKES. 


ARE YOU MISSING AN OPPORTUNITY 
FOR INCREASED VOLUME, PROFITS AND 
PROTECTION? 


Write for Details of Sheaffer’s Plan 


W. A. SHEAFFER PEN COMPANY 
Fort Madison, lowa— New York, Chicago, San Francisco 


SHEAFFER'S 
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Dealers say: 
CLAROTYPE is the type cleaner 
that ALWAYS REPEATS 


Nearly 4000 dealers prefer to take Clarotype profits regularly. 


These dealers know Clarotype keeps moving . . . keeps 
profite coming in their stores. Walue makes Clarotype 
repeat. Stenographers know that Clarotype is better than 
the old tooth brush method. Stop gambling with non- 
repeat type cleaners. Clarotype offers you a worthwhile 
profit. Take it. Your order for a dozen or more will be 
filled promptly by your jobber or by us. Ask about our 
plan for selling a gross or more of Clarotype in 1936... in 
your store. The Clarotype Company, 16-P Hudson 5St., 


New York City. 


STENOGRAPHERS prefer CLAROTYPE 


Rebuilt 


ADDRESSOGRAPHS 
MIMEOGRAPHS 
ELLIOTT-FISHERS 
COMPTOMETERS 
MONROES, etc. 


™ Bought and Sold 







2m 
—— - = 
=o United Typewriter and 


_ Adding Machine Co., Inc. 
813—14th Street, N.W. 
Washington, D. C. 


















b | LOOSE LEAF 
& . si 


Bind sheets orderly and se- 
curely. Fit any width of omametih 
sheets or distance between 
punch centers, capacity regu- 
lated by interchangeable 
posts. $3.50 per dozen sets, 
f. o. b. N. Y. Request on 
your letterhead brings sam- 
ple and details 


F. B. Mfg. Co., ‘NewYouny- 


HOLDER 
















You can Actually Staple a 
from 2 sheets up to 
a Pile of Paper 
This Thick (3") 

with the New 
ACME No. 1 


Heavy Duty 
Hand Stapler 









STAPLE 
COMPANY 


1643-1647 Haddon Ave. 
CAMDEN, N. J. 














ERICAN 


EXTRA PROFIT 


because of quick turnover. Here's 
the ONE machine that fits all office 
needs. 


Consecutive—dupli- 

cate — triplicate — $ 5 0 
quadruplicate—r e - RETAIL 
peat. 

AMERICAN NUMBERING MACHINE CO. 
224 Shepherd Ave. Branches: 
Brooklyn, N. Y. ie ago Los -— ~ 


















Cob 


CARBONS & 
RIBBONS 


—products of high quality 
giving better service— 
easier to sell and resell. 
Better typing—better let- 
ters result from use of 
Codo Carbons and Rib- 
bons. If you are inter- 
ested in the opportunity 


offered as distributor of TYprw 
truly satisfactory mer- CWRIT ER 
chandise, let us hear from RIR BO) 

. JN 


you. 


Codo Mfg. Corp. 
Coraopolis, Penna. 
New York Chicage 


@ ACCESSO 


The Modern Desk Tray 
Popular—Profitable 


The greatest office tool since the advent of 
the flat top desk. To show them is to sell 
them. “Y and KE” Repre- 
sentatives everywhere are 
reporting “A real opening 
wedge for other business.” 
YAWMAN 0 FRBE MF6.(O. 


1255 Jay St. Rochester, N. Y. 
Dealers Everywhere 


































Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 










PATENTED 
Tt FER. 17,1920 JAN. 11, teat 
| mOV. 6.1923 















Seven Sizes 


Inside Diameters: sheets to oy flat when open at any 

. ” t. 1%" point. The enlarged joint, nicely 

an i rap - rounded and smoothed, keeps ring 

N 4. a right side up in position to be in- 
. Oa No, 4, 2% stantly unlocked. 

No. 6, 3’’ Order through your wholesaler. We also 

manufacture inexpensive loose leaf metals. 


Henry T. Adams Mig. Co. 38° fiir “” 
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Grippit 
Holds 
like 
Rubber 


This special adhesive sticks with a sinewy, 
flexible grip. Grippitted work cat be stripped Bands 
off like adhesive tape, permitting paste-ups 

to be removed, positions to be changed 


Write for Free Tube 
and Profit Story 


Harriman-We tts Propucts Co 200 SumMer Sr Bestcn 


CURMANCO ROLL TABLET 
yi FOR EVERY DESK 


Heme, Office or Factory 
Frvery user of Pen or Pencil wel- 
comes this. Takes 34%” wide roll 
Adding Machine Tape. Write any 
length Till below for Memos. 


Protected by]U. S. Patents 


No. 1,738,139~— 1,452,537 
Beware of Infringements 


Get repeat roll sales. Brown Duo- 


$2.00— 
discount 


Tene Coler. Retail price 
special attractive dealer 
in dozen lots 


CURRIER MFG. CO. 


Terminal 22, Minneapolis, Minn. 


There's a Hanson Model for 
every postal need. Send for 
descriptive literature. 


More Seales! 


There’s 














Five 

a wide market pounds 
. . ha } rt 

for shipping scales, as °Y "0 


ounces 
well as those designed 
for regular postal and air 
mail use—if you know 


how to reach it! 


Let HANSON Ideas 
Help You 


Hanson Service does not stop at me- 
chanical perfection. There's a success- 
ful merchandising plan available to all 
Hanson dealers—write for it today. 


HANSON SCALE CO. 


525 N. Ada St., Chicago 








aiceS ALES MEN 


fy. % are the shock troops in the army of 


- business, 





Their equipment must be the best. 
Sell them. 


Beach's 
“Common Sense” 
Expense Books 


Order your stock from the 


BEACH PUBLISHING CO. 
1351 Book Bidg. Detroit 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


LY 

















POCKET SEALS LEVER SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 


JOON Asa ae 
<u eu or oon ee 


RIBBONS 
AND 


CARBONS 


Tybon’s New Silent 
, Aad Salesman (Window 
SS Display Light) will sell 
them for you. 


SPECIMEN IMPRESSION 
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TYPEWRITER RIBBONS 
> CARBON PAPERS 


> INKS 


Exclusive franchises. Send 


for particulars. 


Tybon Corporation 
1026 Filbert St., Philadelphia, Pa. 














Increase dime Aales WITH THIS NEW ALL-METAL 


REVOLVING DISPLAY CABINET... . . i FREE! 

With an order for only 72 window 
front packets of Moore Push-Pins, 
glass and aluminum heads, and push- 
less hangers, you can receive absolutely 
free, this new, attractive revolving dis- 
play cabinet ... Dealers everywhere have 
told us that sales literally jumped the 
day they placed it on their counter, 
Start this very day to increase your 
dime sales...order from your jobber. 


MOORE PUSH-PIN CO. 
113-125 Berkley St., Phila. 

































u-Wda- 


Brands 


DUPLICATOR INKS 
DU-WA-CO Duplicating Ink is more than 
just an ink. It is a part of the satisfaction 
in accomplished workmanship in the duplicat- 
ing room, critical endurance in your advertis- 
ing department, and the final analysis of pull- 
ing power in the presentation of your literature. 

Intense color—more copies to the pound— 
doesn’t offset or smudge—approved and in 
use by Army, Navy and other government 
offices, also schools and corporations. We can 
help you extend your sales. Write. 


unham-(Satson 


Manufacturers of Ink Specialties 
644 SO. CLARK ST., CHICAGO 





Coast Distributors 
West Coast Duplicator 


Supply Co., 43! Bush St., 
San Francisco, Calif. 
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accuracy, nealness and speed 
are assured with the use of 


EATON'S 


Corrasable 


BOND 


\ paper especially to be recommended for 
correspondence, tabulations, briefs, and all 
typing where speed with accuracy and neat- 
ness of production are essential. “‘Mistypes” 
are so easily corrected: A letter—a word 
even a whole paragraph may be removed 
with a few strokes of a pencil eraser, leaving 
the surface clean, smooth, unharmed 
ready for the correct typing. 

Light, medium and heavy weights. Boxed 
500 sheets to the ream. You'll want to know 
about EATON’S Corrasable—and you'll 
want to have it in stock. 


Witte us / samples and ; 


Eaton Paper Corporation 
TYPEWRITER PAPER DEPARTMENT 
PITTSFIELD, MASS. 


STATIONERS / 175 voulr 


LINE... EXCLUSIVELY’ 


“STEEL- STRONG’ PRODUCTS ARE SOLD 
THROUGH DEALERS ONLY. , 





Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable . . . 
secure ... with the guaranty of Members of The 
Nat'l Ass’n of Stationers. 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. . .. and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 











STEEL STRONG PRODUCTS 

















COIN 
TRAYS 
Bill STRAPS 


THE C.LEDOWNEY CO. cincinnati.o 











OFFICE APPLIANCES 


THE STATIONER'’S 


SCRAP 
BOOK 


IDEAS 


PRICE $900 POST FREE 


The most valuable 
moneymaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stalioners and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are writlen in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page 

—The Newsagent, Bookseller's Review and 
Stationer's Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer. 


4 good idea in ilself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LtD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON. W. C.. ENGLAND 


r 




















DECEMBER, 19 
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kor that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 
6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representative: 


S. & D. Loose Leaf Co., 427 N. San Pedro St., Los Angeles, Calif. 











Style 
No. 24B 





A New and Im- 
roved Sherman- 
anson Tubular 

Steel Stand with 

adjustable ma- 

chine rests in 
place of the usu- 
al solid top. 


Can be equip 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves. 


Fits 
Any lypewriter 


or Hand Operated Adding or Calculating Machine 


| Write for further particulars and prices } 


SHERMAN-MANSON MFG. CO. 
621-31 S. KOLMAR AVE., 
CHICAGO 
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CHALLENGE THE WORLD! 


Manufactured in our Denver plant under ideal climatic 
conditions, they are positively the finest non-infring- 
ing stencils on the market. 


WHY EXPERIMENT? 
Write today for exclusive sales rights for your City. 


FRANKEL CARBON & RIBBON 
MFG. CO. 
Denver, U. S. A. 


Branches: New York, Detroit, Chicago, Los Angeles 








NEVA- 
CLOG 
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WISHES 
YOU 
& -@-@ 
=. sae: 
the Compliments 
of the Season | 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN. 

















OFFICE APPLIANCES 
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PEOPLE EVERYWHERE are becoming increasingly inter- 
ested in better merchandise. Add to your profits by 
featuring the New De Luxe Royal Portable Typewriter 
at $62.50. It is priced to include a generous profit mar- 
gin... priced to give the customer most for his money. 
Step up your clientele to new quality! ... Step up your business 
to better profits! @ Tie to Royal’s Christmas advertising .. . 
Pages in full color in 21 great metropolitan Sunday newspapers, 
December 8th; also brilliant advertisements in Collier's, Decem- 
ber 14th; in Scholastic, December 7th, and in both December and 
January Esquire (out before Christmas) . . . reaching more than 


17,000,000 readers! Royal Typewriter Company, Inc., N. Y. f 


SELL BETTER MERCHANDISE AT BETTER PRICES ...GET BETTER PROFITS i 
(Trade-Mark—for key tension device) 


x Only Royal gives you Touch Control 





~ — 


First there are the stencils. Royal Blue, Royal 
Purple and Royal White—made in three qual- 
ities in order to have one that'll suit each user. 
Then there's the Wax Stencil that’s made for 
economical production of small runs—it’s much 
cheaper but serves a definite purpose. 

The Correction Fluids are there because mis- 
takes will always be made. And the Inks are 
there too. Inks that have been tried, tested 








and they’re all Heyer Quality Products 


and found true for each machine. Besides sev- 
eral intense Blacks there are sight viele col 
that help dress any job. . 
They're all there; Stencils, Inks, Correction 
Fluids, Lettering Guides, Styli, Cartoon Book, 
Clearoscope, Ink Pads, Typecleaner, Lettergraph 
Bond Paper—so why spend a lot of time looking 
elsewhere? » » » » » » » (ool: to the 
Heyer Line to fill ALL your duplicator needs. 


THE HEYER CORPORATION e Chicago, U.S. A. 
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“Underwood ALLways Leads’’... 
this time with exclusive new feature 
that combined with ten key operation 


Figuring / LOLs g 





Speeds 


AS. 

| 

g 5 
r) 









10 


numeral keys 
-—that’s all! 
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ADDING-FIGURING MACHINES 


Ye. . SEE PAGE 73 


Underwood Elliott Fisher Speeds the World’s Business 








